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HE GETS AW ORDER FOR GOODS HE SEES THE RESULTS HE DETERMINES TO BUY ALL 
HE DOESN'T HEEPR H18 GOODS Froms|MMONS 


SIMMONS HARDWARE COMPANY 


% KEEN KUITER 


e.OakLear TOOLS and CUTLERY 


BAY STATE ) 





ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, PAGES 58 and 59 
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QUALITY RANGES 


Are well named. Everything connected with 
them is of the highest quality. The material is 
the best obtainable, thoroughly tested, and none 
but skilled mechanics are employed in the assem- 
bling of QUALITY RANGES. 


That is why 





STOVES AND RANGES 


Quatity SURE TO PLEASE 


The QUALITY LINE OF RANGES are different from 
the ordinary ranges most merchants have in stock. One 
glance will reveal the good points of QUALITY RANGES 
that make them the best selling line on the market. The 
beauty of design is but one feature. The prices are no 
higher than that of goods of less merit, and you don’t lose 
the difference, Mr. Merchant. Your profit is as large, if 
not larger, than any other make of ranges will net you. 





Our inducements to the trade are greater than any other manufacturer is offering. Investigations 
have proven this. Write for catalog and find out for yourself. The sooner you add QUALITY 
RANGES to your stock, the sooner your profits will be increased. 


QUALITY STOVE AND RANGE COMPANY 


BELLEVILLE, ILLINOIS 


VAN’S 


| Patent Improved, Wrought 
Steel, Portable 


RANGE 


For Hotels, Restaurants, Public 
Institutions, Boarding Houses and 
| Private Families. 


All kinds of Hotel Implements for 
culinary purposes. 


We manufacture a complete line of 
Ranges, all sizes, and for every 
purpose. 


Write for catalog and full particu- 
lars in regard to our new selling 
plan. 


THE JOHN VAN RANGE CO., sittacsroscway Cincinnati, Ohio 
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“QUICK MEAL” 
WICK OIL STOVES 


for 1915 
SAMPLES NOW READY 


All sizes from the smallest 
two-burner to the largest 
five-burner cabinet. 


Porcelain Enameled Splash 
Backs are attractive and 
sanitary and can be fur- 
nished on all “QUICK 
MEAL” OIL STOVES. 


The “QUICK MEAL” Agency is something worth while. Secure it now. 


RINGEN STOVE COMPANY 


Div. American Stove Co. 


825 Chouteau Avenue Sab bdiee ae. 
Catalogues now ready ST. LOUIS, MISSOURI SAN FRANCISCO, CAL. 




















THE CHAMPION 
INTERCHANGEABLE 


The Range That Burns 


GAS, or COAL or WOOD 
Sells 12 Months of the Year 


Has 6 Lids 
for Gas or 
6 for Coal. 


Changed in 
3 Seconds. 


Takes only 
42 inches 
Floor Space. 


Reduces the 
Gas Bill one- 
third. 


Takes All 
Poisons from 
the Home. 


Made in 
Steel and 
Cast Iron. 


The Most 
Profitable 
Sold. 


On Sale from the Atlantic to the Pacific. The Greatest on the 
Maket. Will Please Your Trade. Write for Catalog and Prices. 


THE CHAMPION STOVE CO. 


(rlud (Eland 





FOR GAS 
























A look into the 
XXth Century Furnace 


It radiates one-third more heat. 

It uses one-third less fuel. 

It consumes its own gas and soot. 

It is practically indestructible—few repairs. 

It has a convoluted radiator, which intensifies the heat. 


The 
Sensible 
Furnace 


is one that burns all 
kinds of fuel, even 
to cheap grades of 
soft coal and slack, 
with such a perfect 
combustion as to 
give the most heat, 
like 


The 
XXth 
Century 
Furnace 


Write fer 
Cataleg A. 


XXth Century Heating & Ventilating Co. 


General Office and Factory at AKRON, OHIO 
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Moral — Buy the LAUREL 


Because 


LAUREL FURNACES 


Embody Something Different and Something Better. 


Their Latest Features make them Quickest Heaters. 





They give your Customers the Greatest Satisfaction. 





Seven Series to Select From. 
Write today for our FURNACE Catalog No. A-29. 


THE ART STOVE COMPANY 


DETROIT, MICHIGAN 























BADGER TOP RETURN 
JUTEDGH, FLUE HEATER 
| A heater that burns hard coal exclusively. 
| The GILT EDGE BADGER TOP RETURN FLUE WARM AIR 


HEATER is heavily constructed, and combines ali the features that make /j@ 
GILT EDGE HEATER above the average. he 


The combustion chamber is extra large, giving time for the products of |@ 
combustion to become ignited and burned before passing into the outer radiator. [3am 
| This saves considerable fuel that would be wasted in asmall combustionchamber. Wee 


ae 
A postal card will bring our latest catalog to you. This fully describes the GILT EDGE BADGER 

and other GILT EDGE HEATERS. An investigation will convince you that you should handle our | 

line of warm air heaters. GOOD PROFIT AND NO COMPLAINTS RECEIVED FROM EVERY | 


GILT EDGE HEATER SOLD. Ask dealers who are selling them. 


R. J. SCHWAB & SONS CO., Milwaukee, Wisconsin 













































Now is the right time to choose the 
correct furnace for this year—the 
one that will build up your busi- 
ness and make money for you. 





For information about the best trade 
building furnace made write 


THE T. E. HENRY FURNACE CO. 


MAKERS OF 





TRADE MARK 


FURNACES 


Ceyelond Ceyelond 
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Fisan; 1h 1b; Mix arny HisaennvGn, Co,, 


ORIGINAL & ONLY MANUFACTURERS OF 


arm Air Furnaces 
Registers & Furnace Pipe 




















825-29 LONG AVE.,N.W 
826-30 CHAMPLAIN AVE .N W. 


(leveland Jan. 7, 1915, 


@ woasie” @ 


TRADE MARK 


“THE HOME NECESSITY 


4merican Aftisan, 
910 So, Michigan Blvda.. 
Chicago, Ill, 
Gentlemen; = 


About Christmas time we sent a small souvenir 
tape to a number of our trade, also sent one to you and 
you were kind enough to put an article in the following 
issue advising the trade that we had sent out souvenir 
tapes which you thought wes a very useful little article, 
If we ever had any doubt about the value of the American 
Artisan we certainly have none now @s we have received a 
request from all sections of the Country for one of these 
tapes. We do not know how many we received but the writer 
knows this much, he hes been kept very busy answering letters 
advising the trade that we only ordered a sufficient number 
for our regular trade and are unable to furnish tapes to 
those now requesting them, It is our only regret that we 
are unable to send the tape to everyone writing us. It 
only confirms our belief that the American Artisan is read 
from cover to cover no matter how small the item it is not 
missed. 





Yours very truly, 
THE T. E. HEM 





JOB/FCD 


LARGEST WARM AIR HEATING SuPpPLY HOUSE IN THE MIDDLE WEST. 
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A Combination 
of Science and Sheet Steel 


is found in the construction of 


HOME COMFORT 
WARM AIR HEATERS 


They have a scientifically designed and care= 
fully constructed dome, or combustion chamber, 
made from a single sheet of high grade No. 8 gauge 
open hearth steel plate. The dome thus formed is 
made into acylinder. This cylinder has only one seam 
about 15 inches long, which is boiler riveted. The 
top piece closing the upper end of the cylinder is a 
solid disc of No. 6 gauge quarter-inch steel plate 
pressed into a convex form, flanged and then closely 
riveted to dome. 





Write for our Agents Proposition and 
latest complete catalog. They will be 
sent free of charge. 


WROUGHT IRON RANGE COMPANY 


5661 Natural Bridge Avenue ST. LOUIS, MISSOURI 






















A FRESH AIR WARMER 


BEAVER WARM AIR HEATER 


— Powerful, Durable, Economical — 
— Easily Managed, No Gas — 
— No Dust, No Sifting Ashes — 


Uniform Heat — 


The BEAVER will provide every room in the house 
with proper fresh warmed air. In operation it collects 
an adequate supply of fresh air, which is warmed in 
its passage and distributed into each room at a health- 
ful temperature. It warms fresh, out-of-door air. 


More Heat — Less Fuel — Economical — Indestructible — Satisfactory 


Write for Catalog ‘‘G,’’ which fully describes the BEAVER LINE of WARM AIR 
HEATERS. They are not only a profit making line, but business builders as well. You 
can’t afford to let this opportunity to increase your business slip by. Investigate at once. 


THE DANVILLE STOVE & MFG. CO. 


DANVILLE, PENNSYLVANIA 


W. D. SAGER, 330-340 North Water Street, CHICAGO, ILLINOIS 


LOS ANGELES, CAL. PITTSBURGH, PA. SAN FRANCISCO, CAL. 
Union Hardware & Metal Co R. E. Edmunds, 104 Wood Street Mangrum & Otter Co., Inc., 561-563 Mission Street 
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Give Winter the Laugh 


BOYNTON SQUARE POT FURNACES 
give Winter the laugh. They are so con- 
structed that the fire burns evenly all over the 
grate, insuring the most complete combustion 
possible. 










Every year more people insist on having a 
SQUARE POT FURNACE. Actual results 
are what count. That is why the demand for 


SQUARE POT FURNACES is increasing. 


Send early for your copy of the Square Pot 
Catalog. 










Why not investigate? 








BOYNTON’S SQUARE POT CHICAGO 
ADMIRAL FURNACE NEW YORK JERSEY CITY 

















The Answer to the 
Heating Question Solved— 


MONARCH 


AIR-BLAST, WARM AIR 


HEATERS 


Furnish a large supply of fresh, warm air at a 
minimum cost. The specially constructed fire- 
pot extracts all of the good out of the fuel, and 
the radiator utilizes every valuable heat unit of 
the products of combustion before they enter 
the smoke exit. 


Write for our latest complete catalog and 
offer to dealers—you can do a bigger business 
with our aid. 


THE FOREST CITY FOUNDRY & 


MANUFACTURING COMPANY 
Cerplend Grplond 
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The highly efficient heater with 
the low cost price. 


AMERICAN WARM AIR HEATERS 


have many remarkable features. 





FIREPOT—Made of one piece heavy steel, lined 
with best quality sectional firebrick. 
GRATES—tTriangular, hollow centered grates. 
Each bar works independently and is easily re- 
moved. 
RADIATORS — Made of No. 14 gauge steel. 
Withstand the most severe conditions and give 
the best results. 

AMERICAN WARM AIR HEATERS are 


strictly air heaters—Sanitary heaters. They 
do only one thing and do it right. 


AMERICAN FURNACE COMPANY 


2725-27-29-31 Morgan Street SAINT LOUIS, MISSOURI 


The Coming Season 


Promises to be one of great profit for WARM AIR HEATER DEALERS. 


Make It Your Most Successful Season 
by selling 


FLORAL CITY “KING” WARM AIR HEATERS 


They are just what you want to do this. They burn any kind of fuel 
and burn it economically. Construction is on scientific principles only. 
Made to give the best and longest service possible. 








Write for catalog and further information. 


THE MONROE FOUNDRY & FURNACE COMPANY 


Monroe, Michigan 


Every New Sale Makes a New Friend for the Dealer | 








SCHEIBLE HEATERS i 
Satisfy and please the user. FURNACE 


Their performance sustains every ciaim made aoe teu 


to their value. 


DEALERS 
Get the agency now. 
Don't wait and kick 
ourself after the other 
liow has it. 
AMERICAN BELL && 
FOUNDRY CO. 


RORTHVILLE, MICH. 


Made of cast-iron and built on safe and 
practical principles. Burn any kind of fuel— 
are easy to operate, economical and durable. 


SCHEIBLE - MONCRIEF HEATER CO. 
1444 West Ninth Street Cleveland 


AMERICAN ARTISAN Advertising Manual 


The most complete and most valuable treatise ever published on the subject of advertising as it is 
applicable to the retail merchants) NNO DEALER CAN AFFORD TO BE WITHOUT IT. 


Price $3.50 Per Copy. For Sale by Your Bookseller or by 


DANIEL STERN, Publisher, 910 Michigan Boulevard, CHICAGO, ILL, 
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THE DEALER BENEFITS 


by having warm air heaters that burn either coal 
or wood in his stock. 





ROBINSON TUBULAR 
WARM AIR HEATERS 


Burn either coal or wood equally well. They are made 
to give long and satisfactory service. 


Grate is of the celebrated Eclipse style. Ash Pit is 
broad and deep, allowing free circulation of air under grate. 
Has a Direct Draft and Return Flue with long fire travel. 


Our latest catalog should have a place in your shop. 
Send for it at once. 


ROBINSON FURNACE CO. 


205-207 West Lake Street, Chicago, Illinois 








The CHAMPION 


COMBINATION 
HOT WATER BOILER 


One or more sections can 
be used together accord- 
ing to the amount of radi- 
ation to be used. The fire 
assing through spaces 
weenrings in each sec- 
tion and over their la~ge 
surfaces mits the direct 
action of the fire to come 
in contact wich each sec- 
tion, making a powerful 
and effective heater. 


CHAMPION BOILERS 
are tested 100 pounds 
hydraulic pressure before 
leaving the factory and 
are guaranteed not to 
leak. Will increase every 
dealer's business who han- 
dies them. Prices, meas- 
urements, etc., upon ap- 
Plication to 


FRANK D. STOLZ CO. 


Manufacturers 
1210 Webster Avenue 
CHICAGO, ILL. 


STOVE DEALER S— 


™ Here is a perfect Stove Polish that 
< oh lie» can be reduced without benzine—only 
water’ is needed for 


BLACK JACK 
WATER PASTE 


This eliminates all fire hazard. The shine 
obtained with BLACK JACK WATER 
PASTE is unsurpassable. Better try it. | 






RETURN 


























Free sample will be sent upon request 
Write for it at once 


WICKEL PLATE STOVE POLISH CO. 


Manufacturers Chicago, Ill. 


A SHINE 
IN EVERY, 
1) OP 4 


Stove Polish 
Metal Polish 
Iron Enamel 


Our products do not dry out, rust through 
cans, or freeze in any climate. They are good 
until used. Our name guarantees quality and 
dealers handling BLACK SILK products are 
assured of a ready sale for them. 


Buy through your jobber 
BLACK SILK STOVE POLISH WORKS, Sterling, Illinois 


A SHINE | 
IN EVERY, 
DROP 4 


+e 

















DO YOU KNOW THAT 


SMITH’S “MALTESE” 
WATER HEATERS - 


Are made with eight styles of 
tappings? 





They can be used in any 
Warm Air Heater, Steam or 
Hot Water Boiler. Easy to in- 
stall and always ready. 


Write for our catalog and prices at once. 


CHAS. SMITH CO. 


57 West Lake Street Chicago, Illinois 
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Symoups’ Mew Sipe WALL REGISTER 


SYMONDS REGISTER CO. 





“MISSION” 


Greater Area—Simple in Construction 
and Operation—Easily Installed 


Send for complete catalogue and prices. It will pay you to write. 


1102-1104 Madison St., ST. LOUIS, MISSOURI 











Plain Lattice 
Cast Iron 
Cold Air Faces 


Thousands of 
dealers are us- 
ing these faces 
at a big saving. 

The lowest 


priced COLD 
AIR FACE 
made. 


Get our prices 
an save 
money. 


Prompt 
Delivery 


THE FURNAGE SUPPLY & MFG. CO, Cale 




















Hall Seat Front 


Wooden Ventilator Faces 


ought to be used on your next ventilating contract. They 
are made in any finish, style, shape or size. Can be used 
in many concealed places. Adds to the attractiveness of 
the rooms. Send us your specifications— we will make 
cold air faces to suit you from them. 


Send for booklet and prices. 


The Wooden Ventilator Co. 


East Palestine, Ohio 











| 


“SAFETY FIRST” 


Is the cry of the nation 


MICHIGAN SAFETY 
HEATER PIPE is 
absolutely fireproof. 
An air chamber, 
between the outer 
and inner pipes, 
prevents the outer 
pipe from becom- 
ing overheated, 
and also maintains 
the original tem- 
perature of the 
warm air passing 
through the pipes. 


THE 
AUTOMATIC LOCKING DEVICE 


Completely locks 
the joints, making 
them air tight. 
This improvement 
makes it possible 
to save 60 per 
cent of the time 
and labor usually 
spent on work of 
this kind. 











Sold everywhere . 
by all first class 
jobbers. Write 
for our latest 
catalog. 








‘THE MICHIGAN SAFETY FURNACE 


PIPE COMPANY 


New Address: 113-115 Fort Street East, DETROIT, MICH. 








(Gland 


SERVICE 


Fast and efficient service is a great 
help. We can furnish ycu with the 
best service at all times. ‘Sive usa 
trial and let us convince + .u. 


THE KIRK-LATTY MFG. CO. 


Manufacturers of STOVE BOLTS, STOVE RODS 


and RIVETS Cleveland 











HOUSANDS OF RETAIL MERCHANTS are using AMERICAN ARTISAN 


ADVERTISING MANUAL 


as a guidein preparing their advertising matter and are enjoying greater ere 
than ever before. Use it—this means you—and improve your advertisin 


Price is MODERATE, $3.50 per Copy—from your bookseller or DANIEL STERN, Publisherand Bookseller, 910 Michigan Boulevard, ‘Chicago, Til. 








w | 
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TESTED 
AND : 
PRONOUNCED 
“THE MOST EFFICIENT” 


Therefore, ‘HANDY’? FURNACE PIPE AND FITTINGS are the 
most |desirable for conveying warm air. ‘*‘HANDY’’ FURNACE 
PIPE AND FITTINGS are double, the air space between the two 
pipes prevents the outer pipe from becoming overheated and also 
keeps the warm air passing through the pipe from becoming chilled. 


“HANDY” 
FURNACE PIPE AND FITTINGS 


Will reduce the cost of installing furnace pipe considerably. The 
connecting slip, which is 13" long, is so arranged that it will fit into 
the receptacle in the adjoining section of pipe without any effort, 
making an air-tight joint. 


F. MEYER & BRO. CO. 


1313 South Adams Street 






































e e s 
Peoria, Illinois F. MEYER & BRO. CO., 
1313 South Adams Street, 
Peoria, Illinois 


Clip the Coupon and Gentlemen:— 
Kindly send me your latest catalog of 
get our latest Catalog “HANDY” FURNACE PIPE and FIT- 
FREE. PINGS, without obligation to me. 
OE Se ee eee ae 


ite STREET..... a ee Meg ite 
hes 
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WE Guarantee 


our Casing Rings to be 








PERFECT TRUE 
IN TO 
CIRCLE MEASURE 






We are 
THE ORIGINATORS AND INVENTORS OF 
STEEL CASING RINGS 
AND OWN AND CONTROL THE ROLLS FOR 
MAKING THE STOCK 
FULL CIRCLES for Ordinary Use 
PARTIAL CIRCLES for Full Cast Fronts 
GET OUR NEW PRICES 











WITH LUGS WITHOUT 
FOR LUGS FOR 
DOUBLE CASING SINGLE CASING 
THE WALWORTH RUN FOUNDRY CO. 
Makers of Fine Grey I Casti 
et ee West 27th Street, Ceyplond 











50% CHEAPER THAN RIVETING 








RIVETING— 
THE OLD WAY 
No. acer” per plate 


This is themachine 
used for welding 
stove runners, lin- 
ings for gas stove 
ovens, etc. Here 


Daily Output 
are the actual fig- 450 


Cost per 100 plates 











ures given us by a 40 cents 
stove manufac- queens 
turer showing his WITH A “TOLEDO” 
costs before and WELDER— 
after installing a THE SAVING WAY 
“TOLEDO” No. welds per plate 
Electric ae “ 
Spot Welding “1500. 
Machine Bis Sid Cost per 100 plates 
Welding Stove Runners 20 cents 


Send us samples of your work today and let us show you what you can save. 


Get our free bulletins describing our entire line of spot welding and butt welding machines. 


NO LEASE NO LICENSE NO ROYALTY 


THE TOLEDO ELECTRIC WELDER COMPANY 


4100 Langland Street - - CINCINNATI, OHIO 
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The STANDARD for 


Munsell’s Pica High Grade Stoves 
EUGENE MUNSELL & COMPANY 


NEW YORK: 68 Church St. CHICAGO: 542 S. Dearborn St. And Leading Jobbers Everywhere 


z "School Room Heaters 
Furnaces and Hot Water 


SPECIALTIES FOR COMBINATION HEATING 


CHARLES SMITH, 70 West Lake Street, Chicago, Hlinois 


STOVE REPAIRS > [™ eoa.ver mca 























ITY inarange. it is 
necessary to the quale 
ity of any range. 


Range and 
Furnace Repairs 


A.G. BRAUER SUPPLY CO. 


316-318 North Third Street 


Yovr range is not complete 
27m until you get it. It adds sell- 

im ing value becaus se of its repu- 
tation for accuracy and re- 
liability. Can be used on 
any style of range. 


The Cooper Oven Thermome 
eter has led the way for 20 
years and still leads. 
Get our catalog 
and prices. 





(One-half actual size.) 


























ST. LOUIS, MISSOURI The Cooper Oven Thermometer Co. 
PEQUABUCK, CONN. 
Men 0 were 
Lightning Stove Pipe Machines OUR STOCK 
Save time, money and labor. Their operation is simple, of REPAIRS for Heaters, Stoves and 
rapid and noiseless. The LIGHTNING STOVE PIPE Ranges is the largest and most complete. 


MACHINE is the only one on the market that will Write for Catalog and Prices. 
rapidly and perfectly close the seams or groove Nested 

Stove Pipe. Can be attached to any post, yy 

wall or bench. It is adjustable to all sizes 
and gauges of Stove Pipe, Furnace Pipe 
and other Sheet Metal articles. 
Write for particulars. 







cD 


A 


THE GEO. W. COPE PAT T E. ~ N Ss 
TOVE PATTERN WORK FOR STOVES AND HEATERS. FW35St43545n 


Cor, Brush and Woodbridge Sts, | DETROIT, MICHIGAN | VEDDER PATTERN WORKS, ‘*“?us:°° Troy, N. Y. 


PATTERNS | Fall aguaaua | hemaanur re 


For Stoves and Heaters |IRON&WOOD PATTERNS ° ALUMINUM 
The Cleveland Castings Pattern Co. gSTOVE = PATTERNS WOOD.RON. BRAS? | : Re 4 


Cevelond ape QUINCY ILL: Oliintaainn 


STOVE PIPE MACHINE 











Manufactured by 


HEMP &CO., St. Louis, U.S.A. 
































| Have you read the Wants and Sales pages? 
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Z-RO KING “am” FURNACES 


Six Sizes—For Public and Private Buildings 


Has deep Ash Pit, Reversible Radiator, Sectional Fire Pot, ample Water 
Pan, convenient Cleanout, large area of Radiating Surface, heavy Revolving 
Grate Bars, new improved Expansion Collar. 


Greatest Coal 
Saver 


Provision for Hot Water Coil 
in every furnace. 


Made out of Absolutely New 
Iron, easily mounted, easily 
managed. 


Adapted to both 
hard and soft 


coal 


Catalogue mailed on request. 


We want a live agent in every 
furnace town in the U. S. 





en Z-RO KING Agents 
ee eae Do the Business 
ie Everywhere 





Dealers will serve their own interest best who apply first. We have the 
fastest growing Furnace demand in the U.S. An agency for the Z-RO KING 
is now a valuable asset in any dealer’s business. We are prepared to offer 
inducements to desirable agents. 


LEARN ABOUT OUR SCHOOL HEATER. Every Country School in 


the U. S. wants one. 


OAKLAND FOUNDRY COMPANY 


MANUFACTURERS 


BELLEVILLE, ILLINOIS 
St. Louis Office: 1522 Olive Street 
Successors to H. F. Fix Heating & Ventilating Company 


























ESTABLISHED 1880 


Representative of 
The Stove Tin Hardware 
Heatirfg and Ventilat- 
ing Interests 
PuBLISHED Every SATURDAY 


larcwaire 


AMERICAN 





Address all communications and 
remittances to 


DANIEL STERN 


Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 
25 West 42nd Street New York 


TERMS OF SUBSCRIPTION IN THE UNITED STATES AND Its PossEssIONns (nvariably in Advance) ONE YEAR PostaGE Parp $2.00 
ForEIGN CouNTRIES ONE YEAR PostaGE Pain $4.00 CaNnapa ONE YEAR PostaGE Paip $3.00 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 





Vol. 69. No. 4. 


CHICAGO, JANUARY 23, rg15. 


2.00 Per Year. 











THE AGRICULTURAL Publishers’ Association, a na- 
tional organization of farm papers, has launched an 
important buying movement under the 


bbe It “Buy-it-now” plan. These publications 
ow j . 
piiidtinns ae making an appeal especially to the 


farmers, urging them to buy needed ap- 
paratus and supplies at this time thus slightly antici- 
pating their spring requirements. 

It is not a movement to encourage extravagance, 
but rather to induce economical buying of articles 
which are actually needed or will be needed in the 
very near future. The estimate is made that such a 
buying movement would create orders for nearly 400 
million dollars of manufactured products. 

Retail hardware merchants in rural communities 
can easily do a great deal, both to foster this “Buy- 
it-now” movement and to reap much of the benefit re- 
sulting from same, and it would seem nothing more 
than good common sense and sound business policy 
for any hardware dealer in a locality where the farm- 
ers have the money, to do all he can to promote the 
plan by making special inducements to his people. 
which does not necessarily mean a cutting of prices. 








AFTER A period of business depression such as this 
country has passed through it is probably only rea- 
sonable that some people should look 
upon the developments of the past month 
or six weeks with somewhat of a skep- 
3ut the close student of con- 
and commercial 
fact that we 


Revival of 
Business 


Steady. 2 F 
tical view. 


ditions in the financial, 
fields are all a unit in pronouncing the 
are steadily, if slowly, getting back to a normal basis, 
and that in a comparatively short time there will be 
such an activity in all branches of business life 
as this country has never seen. 

During the past few weeks “men of affairs, 
who guide the policies of our large manufacturing and 
distributing enterprises, have been out among the 
trade, to see for themselves just what the funda- 
mental and local conditions are. 

Many of these high executives have called at the 
offices of AMERICAN ARTISAN for information and ad- 
vice, and by their questions and statements have made 
it clear that they are preparing for a year of extraordi- 
nary activity. Based upon the knowledge which they 
have thus secured at first hand they have issued heavy 
orders and in many of the factory yards and ware- 
houses there are now stored immense quantities of 
raw material, so that the manufacturers are prepared 
to care for the steadily increasing demands which they 
feel are bound to come before long. 


industrial 


our 


’) 


men 





The following statement, made 
Gary, chairman of the United States 
ation, before the Merchants’ Association of New York 
City, is worthy of more than ordinary consideration, 
for it is a fair example of the state of mind of those 
who know conditions best: 

“The pecuniary advantages to this country result- 
ing from the war are now equal to the disadvantages. 

“The business men of this country are at the pres- 
ent time on a better We 
have before us promise of an era of prosperity, con- 
tentment, and happiness. 

“The year 1915 seems certain to be much better for 
the business man than 1914 was, and we should do 
everything practicable to evidence our faith in future 
prosperity.” 

Those who look for a sudden boom may be disap- 
pointed, but the merchant who does not prepare for a 
big business this spring is certain to miss a great op- 
portunity for increased sales and profits. 


by 


Judge E. H. 
Steel Corpor- 


basis ‘than ever before. 








IN HIs annual report, Rufus M. Potts, insurance 
commissioner of Illinois, makes the definite statement 
that through a combination between fire 
Fire Insurancejnsurance stock companies they maintain 
ke tat a monopoly, collect extortionate premi- 
ums, permit discriminations, and enforce 

oppressive business methods. 

Mr. Potts in his report says that the people of Illi- 
nois have paid to stock fire insurance companies $2.00 
in premiums for every dollar returned for fire losses, 
for more than twenty years, and that although Illinois 
makes a much more favorable showing in loss ratios 
than neighboring states, fire insurance rates are con- 
siderabiy higher in that state. 

He cites the mutual fire insurance companies to 
show that reductions in insurance costs are possible, 
by the fact that some of these mutual organizations 
have reduced the cost to one-fourth and even less of 
some of the rates charged by the stock companies for 
the same classes of risks. 

Retail hardware dealers have long ago proved that 
fire insurance can be profitably carried at much less 
than the stock company rate, and in many states have 
organized their own mutual fire insurance companies, 
all of which, so far as AMERICAN ARTISAN has been 
able to ascertain, have been very successful. 

And not only have these mutual fire insurance com- 
panies been successful in so far as reducing the cost 
of fire insurance to their own members is concerned, 
but they have by their very success in this respect 
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forced the stock companies to cut down their extor- 
tionate charges. 

Whether Mr. Potts’ suggestion that the state pro- 
vide state fire insurance should be adopted is another 
question, but it is only reasonable to expect that unless 
the stock fire insurance companies mend their ways 
materially, the day will come when a law providing 
for such an organization will be demanded by the peo- 
ple. In fact, a bill is now being drafted which is to be 
presented to the next legislature when it meets, early 
in 1915. This bill provides that the state take abso- 
lute control of fire insurance rates. 

But in the meantime, hardware dealers and other 
retailers may well place all the fire insurance they pos- 
sibly can with mutual fire insurance companies organ- 
ized and controlled by retailers. And this applies to 
other states as well as to Illinois. 








THE DECISION of the United States Supreme Court 

which was rendered January 6th and in which a num- 

ber of labor union members were ad- 

Final Decision judged guilty of boycott against a hat 

vies mont manufacturing concern in Danbury, 

ane Connecticut, and fined over a quarter of 

a million dollars in damages under the Sherman anti- 
trust law, is of more than local interest. 

The Supreme Court held that if members of the hat- 
ters’ union paid their dues and continued to delegate 
authority to their officers unlawfully to interfere with 
the interstate commerce of the complaining company, 
then such members were jointly liable for damages. 
It also held that “unfair” lists or “we don’t patronize”’ 
notices were unlawful means. 

The case was the celebrated “Danbury Hatters’ 
Suit” which was started about eleven years ago, and 
which, after being passed upon by all the lower courts, 
has now been finally decided in favor of the manu- 
facturing concern by the highest courts of the United 
States. 

In view of this decision it is well to keep in mind 
that much of the agitation, which has been carried 
on by certain socalled trade journals and by individuals 
in connection with the mail order problem, has been on 
the boycott order. 

Lists have been published of concerns against whom 
it was alleged that they “sold to mail order houses,” 
and some of these lists were headed “unfair,” or “note 
who are your enemies.” 

Under this Supreme Court decision, all such persons 
and publications are now in danger of suits for dam- 
ages. 

But the most important effect of the decree just 
rendered, so far as the retail merchants of the coun- 
try at large are concerned, is that from now on these 
irresponsible, destructive, negative forces, or whatever 
better and more suitable name may be used for them, 
will no longer be able to use this method of extracting 
easy money from retailers “to fight the battle of free- 
dom for the retailer.” If they are to continue to 
“assist” in the work of solving the mail order prob- 
lem, they will have to find some other way of hood- 
winking the dealer who is willing to let some one else 
do the work which he, himself, should be doing. 

And as a result of this, we may now confidently hope 


that those who have been engaged in real, constructive 
work and who have actually accomplished something 
positive in helping the retailer to make a telling fight 
against the encroachments of the mail order houses, 
will now be able to give still better assistance, be- 
cause their time, money and efforts will not have to be 
devoted partly to conteract the vicious, unlawful and 
negative tactics of the blood-sucking leeches which for 
altogether too long have been living on the fat of the 
land without rendering any service to those whom they 
professed to serve. 

We may now confidently look for more constructive 
work on the part of the retailer to build trade in his 
own community, to prove that he is a real necessity, a 
useful chain of the link of distribution—in short, that 
the local retailer is in position to and does render the 
best possible service to the people in his locality. 

This is the only basis on which he can establish his 
claim for trade. It is the only basis on which he can 
create and maintain his business, and only by thus 
proving his ability and willingness to render proper 
service at proper cost can he expect to continue to 
grow and prosper. 








THE TRADE revival which we have all been hop- 
ing for is at last here. The large industrial enter- 
prises are adding to their working 
Trade Revival forces, plants which have been idle or on 
Now a Fact. part time are now running on full ca- 
pacity. Large orders for material and 

finished products are being placed. 

As foreshadowed several weeks ago in AMERICAN 
ARTISAN, the advance in freight rates granted to 
the railroads in the eastern and central states was the 
forerunner of large orders for equipment and rolling 
stock, and this it was which really set the wheels in 
motion in the big steel mills. 

While the “optimistic spirit” about which so much 
was said in the newspapers was all right, so long as the 
factories were closed and thousands of workmen were 
idle, the consuming public would not be likely to buy 
on a very liberal scale, and this naturdlly would make 
retailing slow in the industrial centers. Add to this, 
that the farmers, in spite of rich crops and high prices, 
have held back on their purchases, and it is really a 
wonder that there was as much business. 

3ut now, since the first of the year, there has been 
a decided change: Factories have opened up with full 
force of employes, banks are loaning money on easy 
rates, retailers and wholesalers are buying liberally, 
the great steel and iron consumers are placing big 
orders, and business is thus, once again, on the up 
grade 

The National City 
bank in the United 
makes the following review of conditions: 


sank of New York, the largest 
States, in its January circular 


“Money is becoming very easy in the centers and 
the situation is relaxing in the country. Capital is ac- 
cumulating and there is a good investment market for 
high class securities. 

“Tt will be seen that many of the fundamental con- 
ditions are working into a state favorable to an indus- 


trial revival. Contractors and manufacturers in all 
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lines of construction materials are making the lowest 
prices known in years.” 

There were those who blamed the banks for holding 
on to deposits, instead of loaning out money, and whe 
said that the high loan rates which ruled during Au- 
gust and the early fall months were simply a means of 
preventing money from going out, but as bankers can 
make profits only by loaning out deposits, it would 
seem that the bankers were simply exercising the same 
caution that prevailed in other business circles. Now 
that “business” seems to be on a substantial, sound 
foundation, loans are being made on a basis of from 
five to five and a half percent—a rate at which manu- 
facturers can afford to borrow and which yields a rea- 
sonable profit to the bgnkers. 

With all these favorable conditions it is up to every 
person who is worth while to put his shoulder to the 
wheel and keep pushing until the chariot of Prosperity 
is moving ahead at a good gait—and then to keep 
pushing still more. 








RANDOM NOTES AND SKETCHES 





BY SIDNEY ARNOLD 


“Tom” Padgett, the well known manufacturer of 
hardwood, ventilators for homes, was in Chicago dur- 
ing the week of the Illinois Hardware Convention and 
dropped in to wish me a Happy New Year. I knew 
“Tom” when he first started to make ventilators in a 
little shed back of his home. Since that time his busi- 
ness has grown to such an extent that no sooner has 
he completed one addition to his plant, before he finds 
it necessary to begin on another, and it is really no 
wonder, for the products that are made in the factory 
of The Wooden Ventilator Company, at East Pales- 
tine, Ohio, are certainly very handsome and are made 
to fit in with practically any kind of interior finish. 

*K * * 


The old Greeks had a custom of having their young 
men make a declaration of fealty to the state, known 
as the “Athenian Oath.” This declaration was an 
inspiring utterance of heroic character and reflected the 
temperance and resolution with which the citizens of 
that remarkable little state of antiquity, entered upon 
their citizenship. 

Quite in keeping with this, is an oath of fealty taken 
by eighty graduates of the college of the City of New 
York before Justice Dowling of the Supreme Court of 
the state, which has just come to my attention: 

“We, the men of the class of February, 1913, today 
receiving the arms of the city as a symbol of her faith 
in us, take this oath of devotion to her: 

“We will never bring disgrace to these arms by any 
act of dishonesty or cowardice. We will never desert 
our suffering comrades in the ranks. We will fight for 
the ideals and sacred things of the city, both alone and 
with many. We will revere and obey the city’s laws 
and do our best to incite a like respect and reverence in 
those about us, who are prone to set them at naught. 
We will strive ever to do our whole duty as citizens 
and thus, in all these ways, to transmit this city, not 
only not less but greater, better and more beautiful 
than it was transmitted to us.” 

It might not be a bad thing if business men when 
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entering the ranks of active participation in local 
affairs, would follow the principle laid down in this 
more modern declaration. 

I am quite sure that if they would, many of the 
difficulties and many of the handicaps under which we 
now seem to be forced to live, would be obviated. 


In the latest issue of “The Born News Letter,” the 
clever little house organ of the Born Steel Range 
Company, Cleveland, Ohio, there is a story which 
points a moral which may well be considered by some 
manufacturers. It is entitled “Landing the Big Con- 
tract” and tells how a proprietor of a hotel had in- 
vited bids on the equipment for his kitchen in answer 
to which a number of manufacturers had submitted 
plans and quotations. A card was brought into his 
office one afternoon and he recognized the name of 
one of the local hardware dealers. The hotel pro- 
prietor expressed his surprise that a retailer should 
even think of submitting a bid for such a large equip- 
ment, but the retailer told him that in this particular 
instance he acted not simply for himself but as the 
representative of the company whose ranges he sold 
at retail, and that he had received from them full 
specifications and that it was up to him to land the 
sale on the strength of the reputation of their product 
as well as on the quotation. “They wouldn’t think of 
going after a job direct,” continued the dealer, “with- 
out consulting me first.” 

It would be well for everyone concerned if more 
manufacturers and wholesalers would take the same 
stand. Much of the friction which now exists between 
the three links in the established chain of distribution 
—from manufacturer, through wholesaler and retailer, 
to consumer—is due to the fact that some manufac- 
turers and wholesalers attempt to cut in on what is 
legitimately the retailer’s trade. 

x * * 

The man who is dissatisfied with his lot for no spe- 
cial reason and who is just “aching for a change” 
seems to be described very fittingly in the following 
philosophical bit of poetry by Dana K. Akers, en- 
titled “Uncertainty”: 

Sometimes I think I'll quit my job an’ go 

And find some place where life ain’t sech a drag; 
I get so doggone tired of workin’ so 

Thet some days I jest lag an’ lag an’ lag. 


If I could find some place where I could sit 

An’ watch things movin’ peart like all aroun’— 
Of course I’d want to stir aroun’ a bit, 

I never did like too much settin’ down. 


But then, gol ding, a feller might not find 
A heap of things thet helped him heretofore 
(Some men I know are hardly human kind 
When bossin’ fellow critters ’round the floor). 


[ set an’ think (and sometimes I jest set) 
And wonder what a feller’s goin’ to do, 

An’ thankful thet I haven’t quit as yet, 
An’ half regrettin’ thet I haven't, too. 


I wonder if the man who allus gets 
Jest what he wants this side the Great Divide— 


Who allus wins an’ cashes all his bets— 
I wonder if he’s still onsatisfied. 
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J. M. CAMPBELL. 


When a man has lived almost every day of his forty- 
three years in the town where he was born and when 
he has achieved not only business but personal success 
in that town, it is a fair presumption that he is more 
than an ordinary man, if one is to go by the old saying 
about the prophet being honored save in his own 
country, and when he is looked up to and admired by 
politicians, business associates and church people 
alike, then he surely must be a very extraordi- 
nary man. 

All of this refers to J. M. Campbell who was born 
September 14, 1871, in the thriving city of Bowling 
Green, Missouri, for he is one of the most prominent 
retail merchants of his home town. He is an elder in 
the Christian Church and he 
is an intimate associate of 
Champ Clark, speaker of the 
National House of Represen- 
tatives in Washington, whom 
he accompanied to the na- 
tional capitol when Mr. Clark 
was first elected congressman. 

After attending the Bowl- 
ing Green grammar school 
and acquiring a rudimentary 
knowledge of merchandising 
he organized with his elder 
brother, W. H. Campbell, the 
firm of Campbell Brothers on 
April 26, 1892, which is stil! 
doing business under the same 
name. Being a close student 
of merchandising methods 
and a high grade executive, he 
had much to do with the 
growth and prosperity of his 
firm which is now one of the 
largest retail enterprises of its 
kind in that section of Mis- 
souri, 

The business has grown from a small beginning 
until it now is housed in three large stores on the main 
corner of the business part of the city, the corner 
store being occupied by the hardware department 
which is under J. M. Campbell’s special supervision. 
In the middle store, the house furnishing goods de- 
partment is conducted, and in the third store a general 
variety stock is kept. 

The experience of Campbell Brothers is one which 
is worthy of special note by those hardware dealers 
who do not believe in selling low priced merchandise, 
for Mr. Campbell ascribes much of his business suc- 
cess to the fact that in his store a customer can find 
practically every grade, except the very poor ones, of 





articles classed as hardware. He is a firm believer in 
the doctrine that in order to operate a retail store suc- 
cessfully, it is necessary to be in position to give satis- 
factory service to all classes of people in the com- 
munity. 

Being convinced of the value of organization from 
his experience in his own business, it is no wonder 
that he became an active member of the Missouri Re- 
tail Hardware Association. Here, as in his home 
town, he soon made his influence felt and has for some 
years been one of the men who guide the affairs of this 
very progressive organization. During the 1914 term, 
he served as vice-president and at the convention in 
St. Louis this week, he was further honored by being 

elected president. 

It is only fair to mention at 
this point that “J. M.” is not 
the only member of Campbell 
Brothers who is being looked 
up to and honored by his fel- 
low business men, for his eld- 
er brother and partner, W. H. 
Campbell, has just retired 
from the office of president of 
the Bowling Green Booster 
Club, and naturally he would 
not have been elected to this 
position if those who knew 
him best had not felt that he 
was able to direct the efforts 
of the organization of which 
he was the head. 

As mentioned in the fore- 
going, J. M. Campbell is a 
student of successful mer- 
chandising methods and 
knows how to put these meth- 
ods into practice. He has 
solved, at least for himself, 

the vexatious problem of credits and collections with 
reference to the retail merchant in the rural com- 
munity, and his address before the convention of the 
Missouri Retail Hardware Association on this sub- 
ject was listened to with much interest, many deal- 
ers stating that his method was the most practical plan 
they had ever heard of, and that they would adopt his 
suggestion. 

Mr. Campbell is essentially a family man and pre- 
fers to spend his evenings at home. He has one son 
who is now a student at the Washington University in 
St. Louis. 

When he feels that he requires a bit of recuperation. 
he takes off a week or two and goes camping and 
fishing. 








AMERICAN ARTISAN AND HARDWARE RECORD 21 





HALL OF FAME 








CHARLES S. PACKARD 


About three hundred years ago, there landed a 
small company of English men and women upon the 
coast of Massachusetts, near the promontory which 
has since gained fame as the Plymouth Rock, and 
those who are well acquainted with the early history 
of this country also know that these pioneers had many 
a struggle and many a battle for life with the red 
men of the forest. Orators on Decoration Day and 
the Fourth of July are wont to refer to them as 
“Pilgrims” but when you come to think of it, these 
sturdy men and women who thus became the first set- 
tlers of New England were rather different from what 
we usually think of when the word “Pilgrim” is used, 
for they were of the flower of England, in manhood 
and womanhood. They were 
men and women who were 
not afraid and they were 
sturdy and enterprising. 

From this section of the 
United States, to which we 
now refer as “The New Eng- 
land States,” have come many 
of the great financiers, mer- 
chants and manufacturers 
who have played such a large 
part in the development of 
this country. It is small won- 
der that the spirit of this sec- 
tion seems to be passed along 
from family to family, so that 
one-can trace the character- 
istics running in the various 
families for many generations. 

The subject of this sketch, 
Charles S. Packard, was not 
only born near the Plymouth 
Rock, but for many years past 
his forefathers had _ lived 
there, and so he imbibed all 
of the traditions and all the hardihood peculiar to the 
people of his native state. 

About fifty years ago, there was a general store 
operated in Halifax, Massachusetts, ten miles from 
Plymouth, which was owned by a man named Packard, 
and Charlie was one of a large family of sons and 
daughters of this Mr. Packard. 

Charlie attended the country schools and on Satur- 
days and during vacation helped to wait on trade in 
his father’s store. Being the kind of a boy he was, 
he soon took it upon himself to “boss” things around 
the store, and after a while he thought he knew too 
much to stay in such a small place, so in 1885 he went 
to Brockton, where he secured a position in the 
Brockton Hardware Company's store. He found 





greater opportunity for development here, and was 
promoted from “broom pusher” by various steps to 
buyer and finally became a member of the firm in 1896. 

A couple of years later, he retired from the retail 
business and connected himself with the Reading 
Hardware Company, Reading, Pennsylvania, selling 
its products to the New England hardware trade. 

He did so well that in 1900 he was sent to the New 
York branch of which, two years later, he was placed 
in charge as manager. 

In this position, Mr. Packard showed himself as a 
man who was not satisfied with the ordinary manner 
in which business might be secured and had 
been secured by the New York office, for he developed 
a large export business for 
the Company and so when 
in 1911, the position of sales 
manager of the Reading 
Hardware Company became 
vacant, the post was offered 
to him. He has served in this 
capacity since that time, visit- 
ing the various branches oi 
the company from time to 
time and calling on the trade 
all over the country, thus be- 
coming acquainted with a 
great many of the prominent 
men in the hardware trade. 

Mr. Packard -is one of the 
sales executives who believes 
in knowing everything there 
is to know about the product 
turned out by his company. 
There are probably few men 
who can talk as understand- 
ingly of the manufacturing 
methods and the many vari- 
ous steps in the production of 
builders’ hardware as does he. At a recent meeting of 
the Hardware Club of Chicago, Mr. Packard delivered 
a very interesting address on the making of builders’ 
hardware which was listened to with great attention. 

Although Mrs. Packard, his charming wife, says 
that he has only one hobby—“hardware”—it is a well 
known fact that whenever he can manage to get to a 
baseball game, he is usually to be found right back of 
the first base, and there are those who say that in the 
days when his waist measure was not quite so large, 
he was “some shortstop.” 

Baseball, however, is not the only sport that he 
indulges in, for he likes an occasional day off for a bit 
of hunting and fishing and the long winter evenings 
he shortens with an interesting game of Bridge. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








BRIDGE AND BEACH MANUFACTURING 
COMPANY HOLDS ANNUAL 
MEETING. 


At the stockholders’ meeting of the Bridge and 
Beach Manufacturing Company, St. Louis, Missouri, 
held January 19th, the following directors were re- 
elected: Hudson E. Bridge, president and treasurer. 
Leo. H. Booch, vice-president and manager; Henry 
C. Hoener, vice-president ; Louis H. Riecke ; and John 


F. Shepley 


SECURES PATENT FOR STOVE. 











Under number 1,123,725, United States patent rights 
have been granted to Rich- 
ard Futral, Tahlequah, 
Oklahoma, for a stove de- 
scribed as _ follows: A 
stove, including a _ body 
comprising the fuel and 
combustion chamber, a 
grate, means for conduct- 
ing air to the periphery 
7% of the grate into the fuel 
chamber, means dividing 
the upper portion of the 
combustion chamber into 
| two vertical compartments, 
a flue for each compart- 
ment, and a main flue into 
which the first flues lead. 
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NEW YORK STOVE SALESMEN ADD LARGE 
NUMBER TO MEMBERSHIP. 





The forty-sixth regular meeting of the Stove Sales- 
men’s Association of New York State was held Jan- 
uary 15th at the Marlborough Hotel, New York City, 
with President C. D. Carter in the chair. 

The Entertainment Committee which had charge of 
the very successful banquet, held December roth, 
made its final report and a vote of thanks was ex- 
tended to the committee for its excellent work. 

The following amendment to the by-laws, section 
2B, article 5A, was adopted: “The fees of an associate 
member shall be $2.00 yearly, payable jn advance.” 

President Carter appointed the following as chair- 
men of the respective committees: Entertainment, J. 
M. Dowling; Membership, J. A. Danaher; Finance, 
Fred Gross; Delinquent, S. C. Kreider; Relief, C. L. 
Krekel; Employment, C. L. Krekel; Executive, H. E. 
Sherwood. The chairmen will select the other mem- 


bers for their committees. 
The following candidates were unanimously elected 
to membership in the Association: 


Seneficicary, James B. Wood, 221 West 45th Street, 
New York City. 

Associate, Charles A. McClain, 705 West 179th 
Street; C. A. Meier, 26 East 129th Street; Lester J. 
Keane, 28 East 130th Street; Robert H. Ticher, 433 
West 57th Street, all of New York City. George F. 
Hohner, 325 Weirfield Street; Harry C. Place, 226. 
Ross Street; Henry Mengenheimer, 710 Quincy 
Street; G. Clarence Hall, 414 Bainbridge Street, all 
of Brooklyn. George D. Pratt, 934 Liberty Street, 
Peekskill; Salvator Monica, 611 Bleeker Street, Utica; 
Richard P. Weber, 531 Lockwood Street, Long Island 
City; Samuel Siegel, 44 St. James Terrace, Yonkers ; 
and H. W. Krekel, West Orange, New Jersey. 





WICK OIL COOK STOVE WITH MANY 
STRONG FEATURES. 





In the sale of a cook stove it is necessary that the 
salesman be well posted on the special features of the 
particular stove he is trying to sell, so it is well to 
know that the 1915 folders showing and describing the 
short chimney wick oil cook stoves, 


ey 


“New Process” 





New Process Wick Oil Stove. 


are prepared with special care and outline in detaii 
the many interesting selling points of these well 
known oil stoves. It is stated, for instance, that one 
burner will operate over twenty hours with one gallon 
of oil, and that the burner will produce a hotter fire 
with less oil than any other wick oil stove. The accom- 
panying illustration shows one of the attractive designs 
in which “New Process” wick oil stoves come. They 
are made in two, three and four burner size. Further 
details can be obtained by writing to the New Process 
Stove Company Division American Stove Company, 
Cleveland, Ohio. 


~— 
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Hens don’t quit scratching just because worms are 
scarce. Hens are more intelligent in this respect than 
the merchants who let up on their advertising when 
trade is dull. 
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Methods and Treatments in Plating 
Stove Trimmings 


By Harry E. Starrett, Western Sales Manager of Hanson and Van Winkle Company, Chicago. 











PICKLING. 

In the introductory article of this series, which was 
published in American Artisan, December roth, I 
outlined some of the im- 
portant preliminary 
tions through which 
pattern must go in order to 
reach the electroplating de- 
partment in the best possi- 
ble condition. In this arti- 
cle I shall discuss the prob- 
lem of pickling: 


mo- 
the 


Many of the large stove 
companies aim to secure 
the best castings possible 
from their foundry, observing in detail the necessity 
of proper patterns, moulding, and pay strict attention 
to mixture and heat. Notwithstanding their zealous 
efforts, a bad heat will frequently occur; the iron will 
go off a point or two from the standard formula, 
changing the character of the castings, which practic- 
ally necessitates an equipment of some kind, for a 
pickling, and while a few companies make claims that 
no pickling is done on their work, if an investigation 
was made, you would find a pickling tank hidden away 
in some corner where castings could be treated, if 
necessary. It is the writer’s opinion that the majority 
of large stove companies resort to pickling in some 
form, the principal reason, no doubt, being to secure 
a clean background and surface, freeing all recesses 
from sand. 





Harry E. Starrett. 


In a number of plants it is absolutely necessary te 
pickle in order to soften the surface of the iron so 
that it can be polished easily. While the writer out- 
lined in the beginning of his article the character of 
castings preferred and the mixture required, it is a 
hard problem for the foundry-man to keep down his 
percentage of. breakage in producing soft castings. For 
this reason they all strive to go the permissible limit 
in close grain castings. These castings seldom run 
soft enough to be polished without extra labor, unless 
pickled. 

There is no process that has been more thoroughly 
discussed and experimented with than pickling and 
it is generally conceded that hydrofluoric acid can 
be used with the least danger of over-doing and pro- 
ducing erroneous results. It has been found, however, 
while hydrofluoric acid will remove the sand and 
clean the surface perfectly, it does not soften the iron 
quickly, and that the use of a mixture of sulphuric 
and hydrofluoric acids produces better results. 

Right here, there is a diversified opinion as to what 
can be used as a standard solution. This division of 
opinion is caused by the iron mixture used by differ- 
ent stove companies not being alike, and naturally 


when the castings are not of the same character, the 
pickling acts on them differently. 

The writer believes a solution composed of two 
parts hydrofluoric acid, one part sulphuric acid 
and eight to ten parts of water, should not cause any 
great damage to the work, if not left in the pickle too 
long. When castings are extremely hard, it is often 
necessary to use less water in order to produce a 
stronger pickle, which will work quicker on the cast- 
ing. If it is possible to use a little heat—say 140 to 160 
degrees Fahrenheit it would aid wonderfully in ex- 
pediting the working of the pickle. Where it is pos- 
sible to procure a soft casting the pickle will work 
much quicker and a weaker solution can be employed. 

It is always best to use a pickle as weak as will con- 
sistently perform the work in a limited time. The 
writer has used a number of pickles of the above pro- 
portions of acids and never found it necessary to 
change them, but has frequently used more or less 
water, as above described, to suit the condition of the 
casting. 

A pickle that will not properly treat the casting in 
two or three hours’ time, should be looked upon as 
dangerous to use. If the pickle fails to produce re- 
sults in this period, after using as directed, it would 
be well to again turn attention to the foundry and 
tumbling rooms to see that the necessary improve- 
ments are made to aid the pickle to do its part with- 
out detrimental results. 

A properly equipped pickling outfit should consist 
of a lead lined pickling tank, large enough to handle 
the work quickly and have sufficient solution so the 
work will not be crowded too closely in the tank. 
Careful attention should be paid to handling the cast- 
ings after they are properly pickled. An adjacent tank 
should be fitted up with running cold water. The 
castings are taken out of the pickle and left in the 
running cold water for five to fifteen minutes; then 
taken from this and placed in a tank of hot water, 
heated to almost a boiling point. They should be left 
in this tank for from ten to fifteen minutes and when 
removed from there, the castings will dry immediately 
with their own heat. If pickle stains or rust appears 
on the surface, the fault can be corrected by the addi- 
While this is 
used in some cases, it is not generally employed. It 
does prevent, however, in a large measure, the rusting 
out and tarnishing of the castings in the succeeding 
operations. 


tion of slacked lime to the hot water. 


There is considerably more that can be said on 
pickling and it must be admitted that many stove 
companies use only sulphuric acid; others use a com- 
bination of muriatic and sulphuric acids. The writer 
knows of places where they have left their castings in 
the pickle over night, but in time concerns employing 
this method will come to grief. The pickle will sat- 
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urate the pores of the metal and will be so embedded 

in the casting that it will be impossible to soak it all 

out and no matter how much care is used in protect-* 
ing the work after it is plated, in time it will spot 

out and show rust points quickly and within a short 

time after the finished casting is put in use the nickel 

plate is entirely gone. The writer has therefore con- 

fined himself to one general method that can safely 

be applied when other conditions are right. 
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Chicago, January 12, I9QI5. 
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TO MAKE OLD STOVES LOOK BETTER. 








The good housewife takes just as much pride in 
having her kitchen spick and span as her parlor, and 
especially is she particu- 
lar that her ‘kitchen 
. a a range shall have a bright, 

\ BE SILK glossy “shine.” For this 
Ys 4 reason it is to the ad- 
vantage of the dealer to 
sell her the best possible 

polish, and this, the 


Hi 
7: £ 
manufacturers of “Black 


Packer of in'Pene rom. Silk” Stove Polish say, 
can truly be said of theirs. The accompanying illus- 
tration shows the style of the package in which this 
polish comes in its paste form. It is also furnished in 
liquid form, and the manufacturers state that it will 
not dry out or rust through the cans. The Black Silk 
Stove Polish is said to be practically annealed to the 
steel or iron, so that it does not dust or rub off. For 
further particulars dealers should address Black Silk 
Stove Polish Works, Sterling, Illinois. 
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REGISTERS TRADEMARK FOR GAS HEATING 
STOVES. 





Louis Lipphardt, Martin’s Ferry, Ohio, has been 
eranted United States patent rights under number 


82,213 for the 
DUR NOV 


trademark shown 
$2,213. 





in the accompany- 
ing illustration. 
The particular de- 
scription of goods is enameled gas heating stoves. 
The company claims use since August 24, 1914, and 
the claim was filed October 27, 1914. 
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STOVE MADE BY BENJAMIN FRANKLIN 
RESTORED TO FORMER HOME. 





Benjamin Franklin is known mostly as a statesman 
and patriot, but as a matter of fact he was engaged 
in the stove manufacturing business and one of the 
first stoves that was made in his factory was presented 
to the famous writer Thomas Payne. This stove has 


recently been acquired by the Huguenot Association 
and will be restored to Payne’s former home in New 
Rochelle, New York, which is now the headquarters 
of the Association. Instead of using bolts, nuts and 
rivets the parts were fitted together in grooves like 
some of those which are on exhibition in the offices of 
AMERICAN ARTISAN. 
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PHILADELPHIA STOVE FIRM INCORPORATES 


The business in stoves, ranges and warm air heaters 
formerly conducted by Samuel Klein, Philadelphia, 
has been transferred to the Klein Stove Company. 
Extensive alterations have been made and a large stock 
of Columbia stoves, ranges and warm air heaters will 
be carried. 











ST. LOUIS ELECTROPLATERS WILL HOLD 
ANNUAL BANQUET SATURDAY, JANUARY 23. 


The St. Louis chapter of the American Electro- 
platers’ Society will hold its second annual banquet in 
the American Annex Saturday, January 23rd. The 
program of addresses and the menu arranged by the 
committee in charge is an indication that the members 
and their guests will have a good time. Here is the 
menu: Consomme a la potash, oxidized celery, pickled 
radishes, electric cleaned roast turkey, reversed cur- 
rent cranberry sauce, copper-plated potatoes, wire 
beans, barrel-plated peas, nickel-plated crackers, pol- 
ished cheese, cyanide of coffee. 

Among the speakers are Ben Blewett, Superin- 
tendent of Instructions, H. J. Richards, Robert 
Fischer, F. Rushton, P. Tressider and H. H. Williams. 

Harry FE. Starrett, Chicago, salesmanager for the 
Hanson and Van Winkle Company, Newark, New Jer- 
sey, will be one of the out-of-town guests. 


WINS SUIT FOR INJURIES CAUSED BY EX- 
PLOSION OF STOVE POLISH. 





The St. Louis Times of Thursday, January 2tst, 
contains the following item: 

Miss Addie Schmitt, Cullman, Alabama, won a ver- 
dict of $8,000 against the Majestic Manufacturing 
Company and the Cleaner Manufacturing Company 
in Judge Kinsey’s court Thursday for injuries she 
suffered when stove polish manufactured by the de- 
fendants exploded when she was using it in her home 
in Alabama May 29, 1913. Miss Schmitt came to St. 
Louis to live. She showed the jury burns on her face 
and hands. The manufacturing companies offered to 
demonstrate to the court and jury that the polish would 
not explode, but the offer was declined. 

A similar accident was reported in the Friday morn- 
ing issue of Chicago Tribune, January 22d, in which 
a mother and her infant child were burned, the woman 
dying of her wounds. 

Dealers in stove polish, and manufacturers of stove 
polish in particular, should make it a point to avoid 
the sale and use of materials which are dangerous. 
Entirely aside from the pecuniary loss and damage to 
reputation they have a moral obligation toward the 
people who use their polish, to make sure that it is 
explosion proof. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 52 to57 inclusive. 








Max Uhlig of the Max Uhlig Hardware Company 
of Holdrege, Nebraska, is confined at the North Chi- 
cago Hospital, Chicago, to which place he was hur- 
riedly taken on November 1, 1914, for the treatment 
and operation of decaying upper jaw bone. The heal- 
ing has been very slow, but he is now doing fine and 
expects to return home by February 15, after being 
absent for nearly four months. Edward, his son, is 
the able manager of the business. 


SIMMONS’ *“* YEAR BOOK”’’ NOW READY. 





The big 1915 “Year Book” of the Simmons Hard- 
ware Company, St. Louis, Missouri, has just been is- 
sued. It will be remembered that this company was 
the first of the wholesale hardware houses to use 
“onion skin” paper for catalogs, which has made it 
possible to include the thousands of articles that be- 
long in a complete hardware catalog in a book that 
is easy to handle and which does not weigh too much. 
The 1915 edition shows a number of new lines and is 
so arranged and indexed that it is easy to find the 
article in question. The Company’s complete lines 
of “Keen Kutter,” “Oak Leaf” and “Bay State” tools 
and ctulery, and many others are shown. Dealers who 
desire this catalog should write to the Simmons Hard- 
ware Company, St. Louis, Missouri. 
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PATENTS SAD IRON HANDLE AND GUARD. 





Louis Rosenbaum, New York City, has been 
granted United States patent rights for the ornamental 





design of handle and guard for sad iron shown here- 
with under number 46,857. The claim was filed Octo- 
ber 22, 1914, the term of patent being fourteen years. 
The serial number is 867,135. 





WRITE FOR THIS CATALOG WHICH IS FULL 
OF INFORMATION ON WIRE PRODUCTS. 


The new catalog of The Fred J. Meyers Manufac- 
turing Company contains illustrations and detailed de- 
scriptions of a multitude of articles classed as “Wire 
Goods,” besides a large number of specialties, such 
as ticket punches, office railings, expanded metal lock- 
ers, ornamental wire, iron and bronze work. As an 
indication of the wide range covered it might be men- 


tioned that nearly eight hundred different designs for 
ticket punches are shown. The catalog is carefully 
indexed and should have a place in the business library 
of every hardware store as it contains a world of in- 
formation which is of use almost every day. Dealers 
may secure one of these catalogs by writing to The 
Fred J. Meyers Manufacturing Company, Hamilton, 
Ohio. 





OBTAINS PATENT FOR ASH SIFTER. 


Gilbert Charles Burrowes, Toronto, Ontario, Can- 
ada, has obtained United States patent rights under 
number 1,123,091 for an ash sifter 
described as follows: In an ash sifter, 
a receptacle having the greater part 
of its bottom screened and the re- 
mainder open, in combination with a 
pivotally movable gate, cutting off the material above 
the screened bottom from said open part when closed, 
means for raising and tilting the said gate, a relatively 
fixed and mainly horizontal flange adapted to support 
the gate when the latter is open, but inclined down- 
ward at its inner end to guide said gate in the act of 
closing and a rocking support for said receptacle for 
the purpose set forth. 
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CHANGE IN CONSTITUTION PROPOSED FOR 
NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION. 





At the convention of the New England Hardware 
Dealers’ Association, which is to be held February 
22 to 24, at Boston, the following amendment to the 
constitution will be offered in accordance with Article 
VII, Section 1, of the Constitution as follows: 

It is proposed to change or amend Article III, Sec- 
tion 1, of the revised Constitution and By-Laws, 
adopted 1910, to read: 

The officers of the Association shall be president, 
vice-president, secretary and treasurer, and a board of 
twelve directors, elected by ballot as follows: The 
president, vice-president, secretary and treasurer shali 
be elected annually to serve for one year, and four 
directors shall be elected annually to serve each for 
three years. 

(Note).—At the coming annual meeting of 1915, 
twelve directors shall be elected by ballot, four to 


serve for three years, four to serve for two years and 
four to serve for one year. 

The present constitution provides for the election of 
twelve directors at each annual meeting. The amend- 
ment provides against the possibility that an entirely 
new set of officers and directors might be elected, none 
of which would be familiar with the work of the retir- 
ing board and, therefore, might not be able to success- 
fully continue this work. 
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A Consistent Advertising Policy Necessary for 
Success of Modern Hardware Store 


By Wituram T. Gormtey, of Bullard and Gormley Company, Chicago, Illinois. 








One of the problems which to the average hardware 


dealer appears the most difficult is that of outlining 


and adhering to a definite 
advertising policy. 

It has been said that the 
average retailer does not 
believe in advertising—for 
himself—although 
willing to admit that a well 
defined advertising policy, 
consistently carried out, 
does produce results for 
others. This, I believe, is 
not founded on actual con- 
ditions, but on the fact that the average retail hard- 
ware dealer has been rather afraid of entering upon 
an advertising campaign, because he felt that he was 
not equipped to prepare and publish the proper kind of 
advertisements, and so he has either concluded not to 
advertise at all or decided that a “standing” advertise- 
ment would have to fill the bill in his case. 

To this kind of a retail hardware dealer, I want to 
say that if he is equipped mentally and physically to 
conduct a retail hardware business successfully, he is 
also equipped to conduct a successful advertising cam- 
paign, and as soon as he makes up his mind to do so, 
he will find that his business will prosper in far greater 
degree than has been the case hitherto. 

My remarks in the following are directed princi- 
pally to the dealer in hardware who has not up to the 
present time been a consistent and efficient advertiser, 
and to him I would say first of all that if he at some 
time has taken a “fling” at advertising and found tha‘ 
he did not get results, the reason was more likely to 
the kind of copy that he  fur- 
nished to his local newspaper and the manner in 
which it was furnished, as well as the shorter or longer 
intervals with which it was furnished—rather than 
It has been proved time and 
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William T. Gormley. 


be found in 





with the newspaper. 
time again that the average country newspaper has a 
subscription list large enough and good enough to 
produce results if the proper kind of advertising is 
inserted in it. 

Evidently, then, the first thing to do is to decide to 
enter upon an advertising campaign and to make up 
our minds to make that campaign consistent, persistent 
and continuous. This means that the retail hardware 
dealer, or whoever is to have charge of preparing the 
copy, must do this work in plenty of time to have it 
ready for the printer to set it up properly and have 
the necessary corrections made. 

In order to do this in the most efficient manner with 
the least amount of trouble, the advertising man should 


lay out a schedule of advertising, covering say ten 


weeks or three months in advance. When he has done 
this, it is a comparatively easy matter for him to look 


up and secure advertisements of similar character to 
those he expects to insert in the newspaper during that 
period. Then he can use these either as models for his 
own advrtisements or simply as suggestions for the 
kind of copy that he wants to use. 

One of our retailers goes even further than that: 
he lays out a plan for a year’s campaign using a card 
index with one card for each week. He makes nota- 
tions on each card of three or four subjects for timely 
advertisements. For guidance he has his advertising 
record of the year before and. by going over the stock 
from time to time, new topics are suggested for sea- 
sonable advertisements. 

It should, of course, be remembered that special oc- 
casions may come up when it will not be possible to 
adhere strictly to the schedule laid out, but with these 
few suggestions, the plan or card system will be found 
very useful. 

Another point in this connection is that the adver- 
tising man at the time an order is placed: for a certain 
line of goods may get a suggestion that will fit in 
nicely in the selling argument for those goods. This 
suggestion can then be noted down on the card and 
be used at the time when the turn comes to take the 
article in question. 

It has been stated so many times in AMERICAN 
ArtIsAN that four requisites are necessary in the goof 
advertisement, that possibly it will be considered stale 
by this time, but for fear that some retail hardware 
dealer may not have noticed it, I will repeat the four 
requirements: First, a heading to call attention to the 
advertisement and possibly also to the particular line 
of goods advertised. Second, an illustration which so 
far as possible should show the purpose for which the 
article is to be used. Third, a definite and interesting 
description of the article. Fourth, a definite price. 

When an advertisement is prepared in this manner, 
then the reader has an opportunity to judge for him- 
self as to whether the price asked, compares favorably 
with the advantages secured by producing the article 
in question and if the reader is interested at all, he 
will go to the store in a frame of mind which will 
make it much easier to effect a sale. 
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Chicago, January 19, 1915. 
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There are men who are not only ignorant but igno- 
rant of their ignorance. So colossal is their conceit 
that they never dream that the world stretches on far 
beyond their close horizon. When they speak they 
fancy the world hears “the touches of sweet har- 
mony,” whereas it is a bray that shatters the soft 
stillness of the peaceful night. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY COMPETITION 














WINDOW DISPLAY OF CARPENTERS’ TOOLS 
THAT SOLD THE GOODS. 


In the accompanying illustration is shown a repro- 
duction of an attractive window display of carpenters’ 
tools which received Honorable Mention in AMERICAN 
ArtTISAN Window Display Competition. It wag ar- 
ranged by T. R. Cheney for the Bond and Bours 
Company, 10 West Bay Street, Jacksonville, Florida. 

No decorations of any sort were used, the tools be- 


| : : ——_ pate a a — 
| 
L 


Window Display of Carpenters’ Tools, Arranged by T. R. Cheney for the Bond and Bours Company, Jacksonville, Florida, Which 
Received Honorable Mention in AMERICAN ARTISAN Window Display Competition. 


ing displayed in groups of a kind on the sidewalls and 
the background. In the center will be noticed a sma)! 
reproduction of the Bond and Bours store, which was 
arranged with rules and levels. Three “streets” lead 
from the foreground up to this “store’’; the “streets” 
were made up with oil stones. Between the “streets” 
were groups of many different sorts of tools, all care- 
fully arranged and separated by rules, rows of chalk, 
balls of twine, etc. Altogether, the window display 
was well executed, the only criticisms of any impor- 























tance that might be made being that there was a totai 
absence of price tickets, and that the arrangement was 
not relieved by raising the rear part above the level 
of the floor, but this might have interfered with the 
decorator’s idea of the well paved streets that lead to 
his store. 
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ATLANTIC SCREW WORKS INCORPORATED. 





The Atlantic Screw Works, Incorporated, is the 
name under which the screw manufacturing business 
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of Fred N. Tilton, at Hartford, Connecticut, will be 
conducted in the future, the enterprise having incor- 
porated using the old name of the factory which fer 
many years has produced screws of brass and bronze 
metal and wood screws of every description. Asso- 
ciated with Mr. Tilton who is president and treasurer 
are the following: A. W. Bowman, vice-president and 
general sales-manager; Morton F. Miner, secretary, 
and Charles D. Rice, Samuel M. Stone, Leon P. 
3roadhurst and S. S. Chamberlain, directors. 
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WESTERN IMPLEMENT, VEHICLE AND 
HARDWARE ASSOCIATION CONVENED 
AT KANSAS CITY. 





The convention of the Western Implement, Vehicle 
and Hardware Association was held January 12 to 
14, in Kansas City, Missouri, with the largest attend- 
ance in the history of the Association. President W. 
M. Vickery was in the chair and in his annual address 
emphasized the value of co-operation and organiza- 
tion. He also advised his fellow members to prepare 
themselves for the great wave of prosperity which is 
bound to come and which is likely to come so suddenly 
that some will not be ready to reap the full benefits. 

Secretary Herbert J. Hodge in his report referred 
to the special effort which had been made during the 
past vear to organize local clubs, which had resulted 
in material improvement in conditions in the trade. 

The Question Box was discussed at each session and 
much interest was shown in the problems presented, 
with good results to the delegates. 

Among the addresses were a number of special im- 
portance to the implement and vehicle dealers, while 
the address of T. N. Witten, Trenton, Missouri, on 
“A Merchant’s Duty to His Community,” was full of 
good points to all classes of merchants. 

The election of officers for 1915 resulted as fol- 
lows: 

President, George W. Collins, Belleville, Kansas ; 
vice-president, T. N. Witten, Trenton, Missouri; W. 
T. QOsborn,* Gallatin, Missouri; George H. -Brett, 
Ponca City, Oklahoma, and Charles Kennison, Kan- 
sas City, Missouri, directors. 
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PATENT ISSUED FOR DOOR LOCK. 





Johan H. Willich, Chicago, Illinois, assignor to Mc- 
Farland-Hyde Company, Chicago, Illinois, has been 
granted United States 
patent rights under 
number 1,124,372 fora 
locking mechanism for 
41{ doors described as fol- 
‘|| lows: A locking mech- 
4| anism for doors com- 
|| prising in combination 
a gravity bar, a gravity 
catch normally in the 
path of said bar, a 
pivoted link bolt nor- 
mally projected from 
the door by the gravity 
catch, whereby said catch is disconnected from the 
gravity bar when, and only when, said bar is released 
by the closing of the door, substantially as described. 














1,124,372. 
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SHOVEL MANUFACTURING PLANT TO 
LOCATE AT CHATTANOOGA, 
TENNESSEE. 





A company is being formed among the business men 
of Chattanooga, Tennessee, of which J. B. Robinson, 
president of the American Manufacturing Company, 
makers of hardware specialties, will probably be the 


president, and a plant will be established to manufac- 
ture shovels, the initial output planned being fifty 
dozen per day. 
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ADAPTABLE WRENCH. 








On general principles, any tool which does the work 
of two has good grounds for asserting adaptability. 
The tool which is illustrated here- 
with is constructed to act in the 
combined capacity of a pipe wrench 
and of a nut wrench. It is manu- 
factured by the Bemis and Cal! 
Hardware and Tool Company, 
Springfield, Massachusetts, who 
state that it is in no way a novelty, 
but a guaranteed standard tool, 
made of the best tool material which 
is used for all “Bemis and Call” 
products. Catalog containing full 
particulars of this combined pipe 
and nut wrench will be forwarded 
to hardware dealers on receipt of 
application to the Bemis and Call 
Hardware and Tool Company, 

: Springfield, Massachusetts, who 
Combined Pipe and wil] also be pleased to provide in- 
formation concerning other lines which they manu- 
facture. 


WHAT IS MORE VALUABLE THAN MONEY? 











At first thought one would naturally say that money 
was the most valuable thing on earth, but Fred Biffar, 
who sells hardware specialties at 180 North Dearborn 
Street, Chicago, holds that quick selling merchandise 
is worth more to a hardware dealer, for with it he can 
make. a profit while if he sells a silver dollar for money 
all he gets is one hundred cents. Incidentally Fred 
reminds the recipient of the little folder containing the 
foregoing statement that he is in the business of sup- 
plying progressive hardware dealers with quick selling 
hardware specialties, 





THIS LAWN MOWER OPERATES AS A LARGE 
MOWING MACHINE, 





Among the various advantages claimed for the 
“Clipper” lawn mower is the fact that the height of 
the grass is immaterial: It will 
cut grass a foot high as easily as 
two inches, it is said, and cut it 
more closely on irregular surfaces 
and spaces, such as between fence 
posts, near walks and shrubbery. 
The accompanying illustration 
shows that it is operated on the 
same principle as the large mowing machines. Instead 
of the rotary knives it has a series of finger bars and 
small knives which move horizontally. It is further 
stated that by the use of the “Clipper” buck plantain, 
dandelions and other obnoxious weeds will soon be 
killed off. For further information about the “Clip- 
per” lawn mower, dealers should write to the Clipper 
Lawn Mower Company, Box 10, Dixon, Illinois. 





The 


Clipper Lawn 
Mower. 
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NEW MAYONNAISE AND EGG BEATER. 





A new “Light Running” beater, especially designed 
for heavy service as required for mayonnaise dress- 
ing, meringue and other mixtures 
of similar consistency, has been 
added to the well known line of 
egg beaters manufactured by the 
Taplin Manufacturing Company 
and is shown in the accompanying 
illustration. The agitator is of the 
same design as the regular Taplin 
beaters, but the drive wheel is 
placed between the pinions and so 
supported that the gears cannot run 
out of mesh, or bind, no matter 
how severe the strain. The beater 
is made in only one size, hotel or 
large family size. To provide 
against any give, bend, or twist, as 
required by the hard use for which 
this beater is recommended, the 
handle and frame are made of ex- 
tra heavy iron. The position and shape of the handle 
is most comfortable. The beater is furnished regu- 
larly in lacquer finish, also tinned. Dealers who wish 
further information should write to the Taplin Manu- 
facturing Company, New Britain, Connecticut. 
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CONTRACTS LET FOR CONSTRUCTION OF 
PLANT OF CHATTANOOGA STAMPING 
AND ENAMELING COMPANY. 





New Light Running 
Egg Beater. 








Plans have been completed and contracts let for the 
construction of the main building of the new plant of 
the Chattanooga Stamping and Enameling Company, 
Chattanooga, Tennessee. The building which is to be 
finished in 100 working days is 100x300 feet. The 
wings will be 60x100 feet each. The light and power 
system will be electric and a complete sprinkler sys- 
tem will also be installed. A large portion of the out- 
side walls will be of steel sash construction, the re- 
mainder being of vitreous brick. 





SECURES PATENT FOR STALL POST 
SUPPORT. 





Henry L. Ferris, Harvard, Illinois, assignor to 
Hunt, Helm, Ferris and Company, Harvard, Illinois, 
has been granted United 

States patent rights under 


number 1,124,718 for a means 
for supporting members of 
stalls and the like, described 
by the following: Ina device 
of the class described, a 
socket, radial projections on 
the socket provided with 
overhanging flanges to receive and retain bolt-heads, 
a post adapted to fit the socket, the lower part of the 
socket being slightly tapered to admit a jamming fit 
with the post as it enters, a collar on the post having 
radial projections grooved on their under surfaces and 
perforated to receive the bolts carried by the socket 
projections, and a transverse pin extending through 





the post to fit the grooved projections on the collar, 
for the purpose set forth. 
———_—_—_2.g-2——_. 


SECURES PATENT FOR PRUNING TOOL. 





Frank V. Bartlett, Detroit, Michigan, has secured 
United States patent rights under number 1,124,991 
for a pruning tool described as follows: In 

1,124,991 4 pruning tool, the combination with a pole, 
a rod arranged longitudinally of said pole, 
and an operating lever carried by the lower 
end of said pole and connected to said rod, 
of a stationary hook carried by the upper end 
of said pole, a curved shear plate pivotally 
supported intermediate its ends by said sta- 





tionary hook adjacent to the bill thereof and 
normally held in an open position with the 
cutting portion thereof in parallelism with a 
# side of said pole, a bell crank having an end 


a“ . . . - 
olf, thereof in parallelism with the upper end oi 
7 said shear plate extending between said pole 


and the cutting portion of said shear plate 
and pivotally connected to said pole and the opposite 
end thereof in a plane parallel with said pole and con- 
nected to said rod, and an arm pivotally connected to 
the end of said shear plate and to said bell crank inter- 
mediate the ends thereof and normally in substantial 
registration with the upper end of said bell crank 
whereby a downward movement of said rod closes 
said shear plate relatively to said stationary hook. 

ciiennincencstaiibitie 
HENRY DISSTON AND SONS, INCORPORATED 
CELEBRATE SEVENTY=FIFTH YEAR 
IN BUSINESS. 


“Good steel and honest work,’ Henry Disston’s own 
explanation of his success, have brought the enterprise 
founded by him three-quarters of a century ago to a 
magnitude probably undreamt of by him in his most 
optimistic visions of the future. It would have been 
difficult for him to see in the crude litte shop of 1840, 
with its home-made furnace and meagre tools, the 
nucleus of a plant equipped with every refinement of 
the sawmakers’ art, having 58 buildings, covering 50 
acres of ground, and employing 3,600 men. 

A thorough knowledge of sawmaking, a little stee 
and a few tools, given him in lieu of salary when his 
employers failed, were his entire stock in trade. Ob- 
scurity and a strong prejudice against tools of domes- 
tic manufacture had to be overcome, but with a prod- 
uct unquestionably superior to any other of his time, 
Henry Disston soon gained recognition as the leader 
in his field. His efforts to improve the quality of his 
saws were unceasing. To get a steel exactly suited to 
his needs he built a plant for melting steel himself in 
1854, the first crucible saw-steel plant in this country. 
Twelve years later a file works followed, to supply the 
immense quantities of files used in the saw plant 
(35,000 dozen a year are now used). Gradually the 
manufacture of a wide variety of tools was undertaken 

When Henry Disston died in 1878, his sons suc- 
ceeded him, and his descendants are today at the head 
of the business. Development has been steady and 
great, but always with the founder’s simple motto of 
“Good steel and honest work” and as a guiding policv. 





se aps 
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“Three-quarters of a century’s reputation for quality 
is too valuable an asset to be jeopardized by inferior 
products,” is the way the present heads express it. 
Three generations of Disstons have administered the 
Company's affairs since its establishment. And as a 
side light on the respective attitudes of employers and 
employed, it is interestng to note that a score of men 
have been with the company over fifty years, and in 
several instances three generations of the same family 


work side by side. 
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UNUSUALLY COMPLETE DESK CALENDAR 
PRESENTED TO DEALERS. 


An unusually complete and convenient desk calendar 
is being presented to the trade by the American Steel 
and Wire Company. The holder is finished in antique 
brass with the company’s monogram worked into the 
border. Each leaf has plenty of room for notations 
and on the reverse is printed the calendar for the 
month together with various bits of useful informa- 
tion of general character, as well as interesting notes 
about the many products of the company. Dealers 
who desire this very handy calendar should write to the 
American Steel and Wire Company, Chicago. 
HERMAN BOKER AND COMPANY REORGAN-= 

IZED AND INCORPORATED. 








The many friends of the old and prominent house 
of Herman Boker and Company, New York City, wili 
be glad to know that the business has been put on a 
sound and strong basis and that arrangements have 
been made for payment in full of all claims. The new 
name under which the business will be carried on is 
the “Boker Cutlery and Hardware Company, Incor- 
porated.” The officers are, Carl F. Boker, president ; 
H. R. Boker, vice-president and treasurer. The per- 
sonnel of the various departments has remained prac- 
tically intact under the receivership and will continue 
so. Edward Grafmueller will remain in charge of the 
cutlery and hardware departments. 

The Valley Forge Cutlery Company, which is closely 
affiliated with the Boker concern, has settled in full 
with its creditors and has also been placed on a strong 
financial footing. Its plant is equipped with modern 
machinery and has continued in operation without in- 
terruption. The American “Tree” brand pocket knives 
as well as the other products of this company will, as 
heretofore, be sold by the traveling salesmen of the 
Boker Cutlery and Hardware Company. 

Richard H. Doyle will represent the company in 
the central and western states. He has been connected 
with the house for several years and is the son of 
“Dick” Boyle, the well known gun salesman. 

Adrian Barel, who for a number of years called on 
the New York City trade for the company, will also 
travel in Pennsylvania. 

AAT 
OBITUARY 





Frank Herbert Warren. 
Suddenly stricken with apoplexy on Sunday, Janu- 
ary 17th, and _ never consciousness, 
Frank Herbert Warren died Wednesday afternoon, at 


regaining 


the age of 64 years. Mr. Warren was one of the vice- 
presidents of Hibbard, Spencer, Bartlett and Company, 
Chicago, with whom he had been connected since 1891. 
He was one of the best known hardware men of the 
country and was looked up for his business and his 
sterling worth. Few men in the trade had as many 
close friends among the manufacturers and retailers 
with whom he had dealings. Mr. Warren’s first ex- 
perience in the hardware business was with C. B. 
James & Company, Detroit, Michigan, with whom he 
was prominently associated for many years. Later 
he went with Wyeth Hardware and Manufacturing 
Company, St. Joseph, Missouri, and afterwards be- 
came buyer for Schultz and Hosea, also of St. Joseph. 
In 1891 he became buyer for the firm with which he 
was connected until his death. His progress was 
rapid and, as mentioned, he was one of its vice-presi- 
dents. He was in his usual good spirits on Saturday at 
the store and his sudden death came as a shock to his 
many friends. The funeral was held Friday afternoon 
from his late home, 5331 Woodlawn Avenue. 
Henry R. Gummer. 

Henry R. Gummer, president of the Gem City Stove 
Company, Dayton, Ohio, passed away at his home, 
Third and VanLear streets, Saturday morning Janu- 
ary 16th. He had been confined to his bed about three 
weeks, although he had been complaining of illness 
for some time. Mr. Gummer was one of the founders 
of the Gem City Stove Company and served as its 
president ever since its organization in 1884. He was 
a man of great executive ability and by his fine char- 
acter and lovable spirit had won many friends. He 
was a life-long resident of Dayton, having been born 
there in 1851. He is survived by his wife, Bertha; 
one daughter, Mrs. Michael M. Haas; one son, Charles 
H. Gummer. Funeral services were held at the resi- 
dence, Third and VanLear streets, Monday after- 
noon at 2 o'clock. Burial took place in Woodland 
cemetery. 

Daniel B. Stambaugh. 

Captain Daniel B. Stambaugh, president of the 
Stambaugh-Thompson Hardware Company, Youngs- 
town, Ohio, died at his home Thursday, January 14th, 
due to a fall about ten days ago. He was a veteran 
of the Civil War and had been engaged in the retail 
hardware business over forty years. He was nearly 
seventy-seven years of age, but had been actively at 
work superintending the big store of his company until 
the dav when he fell. The shock resulted in heart 
failure. He leaves besides the widow two daughters 
and a brother, Jacob Stambaugh. 

Robert M. Oliver. 

Robert M. Oliver, son of David B. Oliver and gen- 
eral superintendent of the Oliver Steel and Iron Com- 
pany, Pittsburgh, was drowned in the Monongahela 
river at Pittsburgh. He had been enjoying a boat ride 
with Edward Hetzel, one of his friends and business 
associates, when the boat capsized. Mr. Oliver was 
born March 29, 1880. About twelve years ago he en- 
tered the Oliver Steel and Iron Company and was one 
of its executive officers at the time of his sudden death. 
His many friends mourn the loss of a man of high 
character and lovable spirit. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisment Writer 








Prominence is one of the main factors in deciding 
the real worth of an advertisement. The advertise- 
ment reproduced 
herewith features 
Special Sale from this stand- 

point. The head- 
Aluminum Cooking Utensils.| line “Special Sale” 
is a subject well 
chosen for attract- 
ing the housewife, 
and the reference 
' to aluminum cook- 
ing utensils with 
the illustration em- 
phasizes the spe- 


One Quart Sauce Pan With| cific nature of the 
| Cover, 25e sale in a brief, con- 


cise manner. The 
introduction of the 
price of a one 
quart sauce pan 
with cover, and the 
| Quality Guaranteed. terse _ businesslike 
way this is written 
— is very commend- 
W, M K. R b able, and no doubt 
C @DCFr | Ww. McK. Reber 
sold many alumi- 
= : SN mum satice pans as 
a result of this announcement, as well as many other 
articles. The reference to the window display is also 
a good point. The window evidently being specially 
trimmed to accentuate the power of the advertise- 
ment. It would have materially added to the value 
of this advertisement if the full address of the W. 
McK. Reber store had been given. The circulation 
of the Bloomsburg Daily Sentinel most probably ex- 
tended considerably further than Bloomsbury, and 
any likely customers who are not familiar with the 
location of the W. McK. Reber store are given the 
trouble of looking it up. This is poor policy. 
* * * 
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Our window is full of new and 
staple goods. 

















Appreciation of the fact that a general repair shop 
man is usually wanted on short notice is shown in the 





Both Phanes—Bell 245-L; Har. 1003-M 
General Repair Work 


JOSEPH BITTER 


Tin, Copper and Sheet Tron Work 
Roofing, Spouting and Furnace Work 
624 McDonough St. 
Sandusky, Ohio 














advertisement of Joseph Bitter, Sandusky, Ohio, 
by the fact that he gives his telephone numbers at the 


top. But otherwise, there is room for quite a bit of 
improvement. A mere list of the kinds of jobs per- 
formed is not sufficient. There is space enough to tell 
a little about the quality of the work and the prompt- 
ness with which it is done. The advertisement ap- 
peared in the Sandusky, Ohio, Register and occupied 
two inches, double column. 


K * * 


The accompanying illustration shows a portion of a 
full single column advertisement of Schroeter Brothers 
Hardware Company, in 
one of the St. Louis daily 


GCHROETERS papers. It will be noted 





717 and 719 Washington Ave. ° ° 
WEEKLY BARGAIM No. 519 that in this small space, 
ee about 61% inches single col- 


Store 0 Saturdays Until 0 P. 
onions umn, not less than eight ar- 





“ Ud . . 4 
orequtt sou buwe ticles are described and 
MAKES IGNITION CERTAIN. : sspra1 ite 

Foar sparking points; equivalent to 4 priced, and that e7 rs ite mM 
plugs in each cylinder. ° 
TUR CARS Speen oath ures. | stands out, by the simple 
GRR Gee Gp od shear nécdvcccadecs - . . 
ne use of a little heavier type 
OLA s 
with fcxibie spoutr brass aoe Qe and a dash between each 


copper plated. Special, each.... 
‘hemssnimtnpeaepenaisenston 


Avro COPPERIZED STEEL 
MOBILE PUMP OILERS j f 

Made of 20-guage coid- ~ steel, cop- economical use oT space, 
per plated; _, is is Sica ad .78¢c 


item. This is a decidedly 


9-inch 1 ozzle. 


and withal certain to bring 


results for each one of the 
MOTOR-CYCLE HORN ‘ ; 
ope eight offers is sure to inter- 


No batteries; no wiring; 
nothing to get out of 


order; can be attached est someone who will come 





a 3'89 

@ach......00+< ‘891 to the store and thus give 

Regular selling price $5. . 
ccna See awe the salesman an opportun- 
sue ean = ox ity to show and explain 
ee ae quem further the articles which 


TOOL-GRINDING MACHINE ‘ 
WITH INCARED GEARS, the customer may have in 
Pimensions of grinding wheel, 5%x%, - 


a arey ames "$2.98 mind, and of course, the 


of every descriptions 
CBCN.. ee secre sscsvoccacsoces 


SCHROETER’S SPECIAL 
POTATO GRADER 
EXCELLENT FOR 
POTATO PANCAKES 
Guaranteed. Will grate horse-radish, po- 
tatoes, cocoartit and other foods requjr- 


ing grating; guaranteed to do $ 
the work satisfactorily; each.. 2.50 
es 


good salesman will not 
stop with the article that 
the customer asks about; 
he will try to sell something 








APART RAZOR HONE besides. It is worthy of 
Size Sux2 inches, ee Ce 
etches eeonnmnevorven scones: SET OOO note that the heading 


— 





shows that this “Bargain” 
list is numbered 519, thus indicating that they have 
been published almost for ten years, which in itself is 
a fairly good proof that Schroeter Brothers Hardware 
Company find that advertising pays. Another lesson 
which may be derived from this heading is that per- 
sistency is necessary in order to make advertising pay. 
“Week in and week out” is the advertising policy of 
this progressive hardware store—not “this week in” 
and “next week out.” 
* * * 

Do you as a dealer stand for good roads in your 
community? A farmer can haul no more to town than 
he can over the roughest stretch in the road. And the 
farmer will do his trading in the town to which he 
can haul the biggest loads. 
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Missouri Retail Hardware Dealers Meet 


in Annual Convention 








The eighteenth annual convention of the Missouri 
Retail Hardware Association was held February 109, 
20, 21 and 22, in St. Louis. The sessions were well 
attended and the addresses and discussions were full 
of interest. 

The convention headquarters were at the Marquette 
Hotel, while the sessions and exhibit were held at the 
Coliseum. 


TUESDAY, JANUARY 19. 


Promptly at 10:30 a. m., President J. H. Dickbrader, 
Washington, called the convention to order and, after 
a song by Miss Bessie Canty, called upon George A. 
Pauly, treasurer of the National Retail Hardware As- 
sociation, and member of the Executive Committee of 
the Missouri Retail Hardware Association, to intro- 
duce the Honorable Mayor Kiel of St. Louis. 

Mr. Pauly spoke as follows 
Mr. President, Ladies and Gentlemen: 

This is the eighteenth annual convention of The Missouri 


Retail Hardware Association. We have met fourteen times 
in St. Louis to my knowledge and four times at Kansas City 





G. A. Pauly, 
Treasurer, National Retail Hardware Association. 


and St. Joe. For a number of years I had always invited 
the Mayor of St. Louis to address the opening convention, 
but have never been successful in that time in as much as the 
Mayor was always busy and had to send a substitute. We 
wanted the genuine goods and not a substitute. Two years ago 
when I was here I dispensed with all this formality and 
that I did send, Noval, to address us and I believe he was a 
candidate for Mayor (laughter), and I believe I made the 
remark that if he was elected we would have the genuine 
goods and in order to make good my assertion I invited the 
Mayor here to address us a year ago and I now have the 
honor of oe _ genuine goods, the Honorable Mayor 
Kiel, of the city of St. Louis. 
ADDRESS BY HONORABLE HENRY W. KIEL. 

Mr. Chairman, Ladies and Gentlemen: 

A year ago when J was introduced to the delegates of 
this convention I believe it was with a similar reference to not 


. 


having had the real article on previous occasions and I will 
be frank now and say that I came very near sending a sub- 
stitute today, until I was reminded of these conditions. | 
thought if you would be patient enough to hear me a year 
ago you would be patient enough to hear me this morning. 
I have about four engagements of this kind for today, and 
one don’t make a great deal of difference. The Advertising 
Club will have me at noon, the Medical Research will have 
me at eight o’clock and I am due at the Mask Ball at West 
Minister Hall today. I feel after all that I will have a pretty 
good time (laughter). I am glad you selected St. Louis as 
a meeting place again and I hope each year will find you 
here. I find this morning-that you are a little bit slow in 
gathering. [I don’t blame you much for you have plenty of 
attractions on the outside. Here you have an opportunity of 
personal observation to see what other people are doing in 
the way of articles which are manufactured in your own line. 

I hope this convention will be conducted for a great 
good in your line. 

We all know the conditions existing throughout the coun- 
try; that they have not been what they should be. I believe 
we will have better times. I believe the manufacturers and 
all business men have reached a stage where things must im- 
prove. You can do as much as anybody else toward improv- 
ing the conditions. It is this pessimistic talk that makes con- 
ditions bad. I refer to a year or so ago when our Free 
Bridge was incompleted it was true that this standing dis- 
grace hurt us very much. You will have an opportunity two 
years hence to go back and forth across that bridge. (Ap- 
plause.) That was accomplished by complete co-operation. 

Now we have this Central Parkway for which an ordi- 
nance has already been adopted. It contemplates removing 
all buildings between 12th street and Grand ave. and Market 
and Chestnut streets. This will make it possible to beautify 
about twenty-one city blocks which are nothing more or less 
than a lot of junk shops and stores of a poor type. There 
will be a beautiful park of trees, monuments and everything 
that will be attractive to the eye so that strangers gettine off 
trains at Union Station may look as far they can west 
and east and see a beautiful green planted area, which will 
leave in their minds pleasant recollections of the beauties of 
St. Louis. We know that with a complete co-operation of the 
citizens of St. Louis it will be only a short time until this 
parkway is an assured fact. 

Now, my friends, it would be an imposition on my part 
to take up your time with a speech. I know that brevity ap- 
peals to you as it does to me. However, I cannot refrain 
from saying some good things about St. Louis. When you 
come to St. Louis and spend two or three days, feeling at 
home, have .good business success and the things you see im- 
press you, when you return home you tell your friends and 
neighbors and others come here. 

hope that instead of going to Kansas City or St. Joe 
you will always select St. Louis and we will try to make it 
pleasant for you. If your entertainment committee don’t do 
the right thing send them down to the Mayor’s office. 
(Laughter.) I want you to have a good time, go away sing- 
ing our praises, and don’t forget to come back. I thank you. 
President Dickbrader in well chosen words ex- 
pressed the appreciation of the convention of Mayor 
Kiel’s welcome: 
RESPONSE TO ADDRESS OF WELCOME BY PRESIDENT J. H. DICKBRADER. 

We are indeed pleased and highly honored by the kind 
words of welcome from His Honor, the Mayor. I have 
frequently seen him cartooned as a bricklayer and I extend 
the hand of a fellow-worker who trusts that he will ever 
have in mind work of a constructive nature. In our city the 
bricklayers are the most important organization we have to 
contend with. They have accumulated sufficient wealth to be 
independent and our little community is frequently held back 
by their inclination to be arbitrary. I speak of this only to 
bring to your mind the great contrast in men of the same 
occupation. Construction work as is fostered by Mayor Kiel 
is of an epoch making nature. I do not know of a greater 
monument to his credit than the free bridge, unless it be the 
proposed parkway. The strides of advancement during his 
administration are evident indeed and I want to compliment 
him highly and thank him sincerely for the courtesy extended 
us this morning. St. Louis is a great city. Some day a 
rapid transit service will be installed that will permit the 
population west of Skinker Road to come to Broadway as 
quickly as we residents of Washington come to St. Louis. 
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ou know we get here in an hour and twenty minutes. ‘ I 
ave always pictured the suburban line, or rather its right- 
f-way, west of Grand Avenue especially for rapid transit, 
r a surface, underground or elevated line, and make the 
-uggestion to His Honor to add this to his achievements. 

Without doubt, each of us will enjoy our stay in St. 
|ouis and we will not hesitate to call on His Honor if com- 
nelled to do so. 

I have long ago concluded that we hardwaremen today 
have an edge on our line of goods that is acknowledged by 
the consumer as well as conceded by the jobbers and manu- 
facturers, 

To start things coming our way we got after them. Our 
success depends considerably on how we go after our trade 
with quality and price, but more on how we go after the 
jobber and manufacturer for prices and quality. 

The hardwaremen of St. Louis, of Missouri, and of the 
United States agree that to overcome obstacles we must 
know conditions. 

We have gotten together often and something of impor- 
tance is being hatched from every setting of the respective 
associations. 

We have made investigations, found obstacles and im- 
proved conditions. I am glad to say that our work has, in a 


‘ manner, reduced the high cost of living, because comparisons 


of charges and overcharges on our wares have made it pos- 
sible to sell our trade a better article for less money in many 
instances. 

It is a pleasure to me to see this great gathering, which 
represents the fruit of organized effort, and to note that you 
believe there is more in life than 6 per cent. 

I lived in St. Louis for many years and have a soft spot 
in my heart for your city, because it does big things some 
times. You know that I was a little afraid that East St. Louis 
would acquire all but your name until you recently devised a 
plan to complete the free bridge, which will open up larger 
fields to you and Missouri than many can foresee. 

As President of the Missouri Retail Hardware Dealers 
Association I take this opportunity to say for Mr. G. A. 
Pauly that his connection with an undertaking assures its 
success. His work with the State and National Hardware 
Association is a matter of Association history. We appreciate 
him fully and hotor him as our leader. 

I desire to thank the retail and wholesale hardware men 
for their interest in our work and I hope our close affiliation 
and personal friendship may be the direct means of doing 
more for each other. 

We choose St. Louis for our yearly conventions because 
of our Coliseum, a fit place to exhibit products and hold con- 
ventions; we appreciate the opportunity to visit with our job- 
bers and manufacturers. We try to make convention week 
a buying week, and from reports of the exhibitors last Janu- 
ary we are succeeding nicely. 

Now, we have others to hear from who aid to increase 
our business and we are always glad to welcome ideas and 
suggestions that benefit us directly or indirectly. 


President: We would like to have the ideas of 
others present which may benefit us directly or indi- 
rectly and any one Wishing to address the meeting will 
be limited to five or ten minutes. 

Mr. Gordon, of Shapleigh Hardware Company: 
Gentlemen, it is a great pleasure to have you with us. 
I hope you can find time to visit our place of business, 
where I can assure you you will be cordially received. 

Mr. Riley, Simmons Hardware Company: We are 
glad to have you with us and hope to have the pleasure 
of meeting vou individually at the convention hall and 
the store. 

President: I had the pleasure this morning of 
meeting my old friend, Mr. Fred Gardner, and asked 
him if he had time to step in and say a few words on 
the proposition of farm loans, and | take pleasure in 
introducing him, although I am quite sure that he 
needs no introduction to you. 

Colonel Fred Gardner then spoke very interestingly 
on the conditions caused by the war in Europe and 
brought out the fact that there were other features 
which had nothing to do with the war, but which ma- 
terially affected the prosperity of this country, chief 
among which was the great difference in the loan rates 
to manufacturers and to agricultural enterprises. This 
he said was one of the reasons why men flocked to, the 
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cities. They were forced to pay twice as high interest 
on loans as were the men engaged in industrial enter- 
prises. He suggested that the plans used in Europe 
might not be applicable here, and that the best way to 
overcome the trouble would be to establish State Bu- 
reau of Farm Loans which should issue bonds up to 
fifty percent of the value of the farm in question, these 
bonds to be sold in the open market, and the money 
thus realized be loaned to the farmer for improve- 
ments, machinery, etc. 

Mr. Roys was then introduced and spoke briefly on 





J. H. Dickbrader, 
Retiring President, Missouri Retail Hardware Association. 


the importance of the development of our inland water- 
ways, not only for the lowering of transportation cost, 
but also in order to facilitate the movement of freight 
by providing a means of taking care of farm products 
which do not require quick movement. 

Roy F. Soule brought greetings from tbe East and 
felicitated the Missouri hardware dealers on their 
progress. 

Daniel Stern, of AMERICAN ARTISAN, was then in- 
troduced and extended to the Association and the 
members the well wishes of the trade press, expressing 
the sentiment that the retailer of hardware who at- 
tended such conventions as this and studied his trade 
journal carefully was usually the one who made a suc- 
cess of his business. 

At the afternoon meeting, which was an executive 
one, President Dickbrader made his annual report, as 
follows: 

ANNUAL ADDRESS OF PRESIDENT J. H. DICKBRADER. 


Gentlemen of the Convention: 

I am glad to be with you today and hope you will be 
glad that you attended this convention. ; 

The President’s report, to my mind, is a_ partial 
review of the year’s work with some personal thoughts 
and observations attached. Were it possible to meet once 
a month instead of once a year much more real good 
could be accomplished, because the members themselves 
must fight the trade battles if battles are to be won. 
True, your officers try to do well the work assigned to 
them, but the real progress or getting results rests with 
you. 

Our membership has increased, but not like we ex- 
pected owing to meeting with disappointment in the selec- 
tion of a solicitor for membership as well as insurance. 
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In suggesting to the Executive Committee that each 
of them write a personal letter to the hardware men of 
Missouri, I particularly desired to impress upon Missouri 
dealers that ours was not a one-man organization and 
that upon the interest taken by the members depended 
its growth. 

I am glad to report that this work had good results 
and further that Mr. Martin, who spent the last two 
months in our State, has added a number of names to our 
roster. 

It was a pleasant duty to attend last year as your 
President the National Convention at Indianapolis, and I 
was convinced that we are indeed a part of the National 
body and that our troubles are their troubles, in fact, the 
National Association truly serves as a clearing house for 
the grievances of all the states and I hope each of you 
read the full report in the National Hardware -Bulletin. 

I want to say just a word about the Secretaries’ Asso- 
ciation which I attended with Secretary Becherer last 
October. This meeting lasted three days and they were 
strenuous days, I assure you, every moment spent in 
serious consideration of our Association needs and de- 
sires, with ways and means uppermost in their minds. 
Suffice to say, I should like to see this body of men go 
as deeply into the trade problem, that each of us can go 
home assured of the honest purpose of Association work. 

To my mind, the main object in conducting our busi- 
ness is to serve our trade well and at a price that will 
permit us to continue in business. 

I have today a basis of prices universally established 
by the great community destroyers and mail order houses 
and we must meet these prices, quality considered, or 
lose much business, and while these great mail order 
houses are encroaching on our territory, I do not con- 
demn them, but I do condemn the manufacturer or pro- 
ducer who discriminates in their favor. I believe we 
should study closely the methods used by these great 
competitors, that we may fight them with their own 
weapons. 

We learn that on an average twenty per cent of our 
line of merchandise is sold by catalog houses. However, 
a statement was published in a recent issue of a Fargo, 
North Dakota, daily paper that should make not only the 
retail merchant, but every other man and woman of that 
state, stop and think. This statement came from the 
State Tax Commission and had reference to the money 
going out of the State of North Dakota to the great mail 
order houses of the cities. One paragraph of this statc- 
ment was as follows: 

“It is estimated that one-third of the goods and mer- 
chandise consumed in this state come from catalog houses. 
The assessable value of this class of property is about 
eight million dollars.” 

Placing the same burden of taxation upon this busi- 
ness as is borne by the mercantile business of North 
Dakota, they should pay not less than one hundred and 
fifty thousand dollars, while a thorough investigation 
would probably disclose that three or four hundred thou- 
sand dollars would not be unjust. 

In the first place, the statement that one-third of the 
merchandise consumed in that state comes from catalogue 
houses is astonishing, and, no doubt, the people of that 
state who have been patronizing these mail order houses 
would be surprised if they knew that they were losing a 
vast sum of money in their state through their custom 
of patronizing these concerns. 

The legislature of the state of North Dakota, just 
like other state legislatures, finds one of the great prob- 
lems is to obtain funds to supply their needs in the state 
and surely, regardless of the fact that North Dakota is 
a great rich state, the people of that commonwealth could 
use to great advantage the amount of tax mentioned in 
this article, three hundred thousand to five hundred thou- 
sand annually. 

Every other state in the Union is no doubt feeling 
the effect of the same competition. 

Emerson says of politics: “There never was in any 
man sufficient faith in the power of rectitude to inspire 
him with the broad design of renovating the state on the 
principles of right and love.” This is true so far as I 
know, but self-preservation is the first law of nature, and 
surely we should be sufficiently inspired to take an active 
interest in politics when right and_ self-preservation 
prompt the inspiration. 

Recent postal legislation has proven rather favorable 
to the mail order houses, and I am inclined to believe mail 
order interests had something to do with it. 

We collectively must, by reason of these conditions, 
buy our merchandise at a price that will permit us to sell 
at a profit the goods as advertised by mail order houses. 

_Conclusively, we must cut down our cost of doing 
business to a minimum, we must pay cash for our pur- 
chases. We should encourage community buying, and we 
certainly must in unison demand a square deal from our 
legislative bodies. 

Where the jobber is depended upon for your supplies 


do not hesitate to give him your confidence. He wants 
to continue in business and he wants your trade. I believe 
in most cases he can and will make you prices to deserve 
your trade, and I have always found him willing to go 
after the manufacturers when he is shown that he must 
do so or lose the business. Don’t forget that the jobber 
is human and, like yourself, will ask a long price when 
he thinks he can get it, but always remember that with 
the catalog of the great mail order houses on the table 
to page and study at every leisure moment, your customer 
is often more familiar with prices than you think. 

I notice that the manufacturers, more than ever be- 
fore, are soliciting the legitimate hardware trade to sell 
their products. This is brought about by the jobber find- 
ing it convenient to substitute a cheaper brand when 
trademark goods are ordered. In fact, I have known a 
jobber to substitute his own brand on an order for Black 
Diamond files. It is certainly up to us to watch our 
invoices and buy with understanding as to price and 
quality. 

The Bulletin has opened an avenue for us all to use 
and we will during this convention have an opportunity 
to hope to hear from Mr. Sheets, who has already proven 
his efficiency in the great work he has undertaken. The 
Price and Service Bureau is in its infancy, but the service 
is growing rapidly, and I am sure that each of you will 
cheerfully assist in its growth and advancement. 

In the arrangement of our program, we have elim- 
inated the surplus addresses and eulogies, this excepted, 
and it is our earnest desire that this convention thresh out 
the difficulties we meet with in our daily business. Each 
of you are expected to take the opportunity to say some- 
thing and each subject discussed will be led by someone 
selected for that purpose. Therefore, get your memo- 
randa ready and your wits together, that all may benefit 
by these discussions. 

We expect to hold executive sessions for the sole 
purpose of giving you all a chance to let go of “the stor- 
age energy” accumulated since our last meeting. If you 
have fault to find, tell us about it, and perchance if you 
are laboring under an illusion someone will mention it, 
but by all means get it out of your system. 

While I have the opportunity, I want to thank you 
again for having chosen me as your President. I am 
indeed proud of the honor and regret that I did not find 
it possible to accomplish more. You may rest assured, 
however, that I am going to keep on working for the 
good of the Association, because the knowledge I have 
acquired by virtue of my office better fits me to give you 
service. 

Remember, fellow members, if we are to be benefited 
by our Association with this organization: we must be 
members in practice and not in theory. It is'not how-a 
thing may be done in theory, but how to actually do it, 
that counts. Therefore, let us be members in reality. 
Let us pull together. The success of our efforts and 
endeavors lies solely in your hands.. I thank you: 


Secretary F. X. Becherer, St. Louis, then made his 
report which shows that the Association is growing in 
membership and influence, as follows: 

REPORT OF SECRETARY F. X. BECHERER. 


To the Officers and Members of the Missouri Retail Hardware 
Association : 

I beg leave to submit the following report.: In my report 
to you last January I reported a balance in the treasury of 
$1,026.46. The following amount was received for dues and 
exposition of 1914: $8,781.41. Expenditures for 1914, $2,675.49, 
leaving a net balance in the treasury to date of $1,105.92, all 
bills having been paid which were submitted and you will 
note it leaves our treasury in a good healthy condition. 

We lost through the following sources members from 
our roll: 


wren Gt 66) sau FV hee eee 25 
RINE i 2 i is be w ame cies 3 
SA ae ee iy sie ec cee aes 1 

EOLA TORE so pos bs okee ee ueee 29 


We have added to our roll new members during 1914 
91, leaving a net gain in membership over last year of 62, 
which also shows a good healthy condition of our membership. 

Several of our members have sent in new members during 
the last year. Why not every member of our association send 
in at least one new member? Remember in all organization 
work there are at times periods of disappointments and want 
of encouragement, but in our case they have been over- 
shadowed by the progress we have made. The growth of the 
movement will become steady and permanent. Nothing can 
stifle it in the future. 

H. O. Roberts, secretary of the Minnesota Retail Hard- 
ware Association, has instituted a collection bureau, collecting 
bad debts and sometimes outlawed accounts which are on the 
books of our members. It has been said that the merchants 
who are good collectors always discount their bills with the 
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jobber because they have the money to do it with. We some- 
times in the rush of business forget that the most important 
part of our business is collection. If we were all good col- 
lectors, we would be better merchants. Now then, this service 
which Mr. Roberts has started is for our members here in 
Missouri as well as Minnesota. Send him your bills, or send 
them to me, and I will send them in. He has collected thou- 
sands of dojlars since he started the movement for the mem- 
bers in the several states. 

Then again the National Association, of which we are all 
members, has instituted a Price and Service Bureau at the 
National office for you. Very few have used it in this state. 
Mr. Sheets, who is on the program, will explain fully what the 
Price and Service Bureau is doing. I would urge you to use 
it if you have anything which you want a price on to compete 
with the catalogue house price on. Get in touch with Mr. 
Sheets. 

In regard to the grand exhibit which we have in this 
building. These exhibitors have bought space from us and 
we should patronize them where they have the goods and the 
price. From my own observation in soliciting for exhibitors, 
I find that they claim that they will sell you anyway and 
therefore don’t have to exhibit. Right here I want to say that 
if we want to be permanent and successful, we must give 
them returns for their investments. It is true that some of 
the people who were with us last year and who are not repre- 
sented with us this year, have had to retrench in their adver- 
tising department on account of the business depression. 

I want to tell you right here that I now realize what our 
grand old war horse, Mr, Pauly, went through. It is true 





F, X. Becherer, 
Secretary, Missouri Retail Hardware Association. 


he did not have the business depression to contend with, but 
in 1913 he had the prejudice to contend with that there was 
at that time in this state. It has been the hardest work I ever 
have done to give you the show which is in this building, but 
after I got started I was determined not to fall down on the 
job, and the results I leave for you to judge. 

Again I would urge you to remember the exhibitors and 
even if you are not going to buy, visit them, for we want to 
make it encouraging for them and make this show permanent, 
for it attracts and adds to the attendance of the convention. 
I want to thank all those who have been instrumental in help- 
ing me get some of the people who are exhibiting with us. 
I want to thank the officers and executive committee for their 
assistance. It has been an uphill game, but a pleasant one, 
I can assure you. 

In closing I want to thank all the members for the many 
courtesies and complimentary letters I have received. It 
affords me great pleasure to serve you, and with your per- 
mission I will submit this my report for your disposal. 


Treasurer W. C. Cole, Bethany, in his annual re- 
port accounted for the receipts and expenditures of 
the Association and reported that its financial condi- 


tion was good. 

After President Dickbrader had announced the con- 
vention committees, Vice-president J. M. Campbell, 
Bowling Green, was introduced and delivered an in- 





AMERICAN ARTISAN AND HARDWARE RECORD 35 


teresting and instructive address on “Credits and Col- 
lections,” as follows: 


CREDITS AND COLLECTIONS. 

I have been asked to lead a discussion of what is the 
knottiest problem that the retail merchant has to contend 
with and one of the greatest expenses that is hooked to the 
retail stores. 

Now, in order to talk to you on the subject intelligently 
I shall have to use the. personal pronoun “we” a good many 
times, for I have had no way of becoming acquainted with 
this subject except by my own personal experiences, and | 
shall have to beg your pardon to begin with, if I appear to 
be making this a personal matter. 

This subject has been divided into two parts, Credit and 

Collections. Of course there would be no use for the latter 
if it were not for the first. 
‘ What is credit? The ability to borrow is the usual mean- 
ing applied to the word, but to the retail world it has a 
different meaning. If “A” borrowed money from “B” and 
gave him a deed of trust upon property, that is, its equivalent 
or more, that is not a credit transaction, for “A” has trans- 
ferred to a.third party property to secure “B.” But if you 
loan your money or merchandise to another without security 
you are placing confidence in that party—that he will pay you 
at some future time, either fixed or indefinite—and this is the 
class of credit that we as retail merchants have, and just to 
the amount we have put out we have just that much capital 
invested, so in our business we have to reckon our ability to 
carry this much capital, for by it we continue in business or 
we go down with the 50 per cent of failures. I believe that 
Dun and Bradstreet have given out that next to inexperience 
the credit system has been the rock upon which more retail 
merchants have sunk than any other one thing, yet with all 
of this information we still try to weather the storm upon 
the same old system on which thousands, yea, tens of thou- 
sands, have gone down. 

I believe that there is a way that this risk can be reduced 
and I think that this Association should devise ways and 
means to help its members in this matter. 

I believe that this Convention should instruct its Presi- 
dent when he appoints a legislative committee that they be 
given power and authority to federate with similar commit- 
tees from other commercial bodies to draft a law that will 
aid us in the collection of accounts (the law, as it is, is not 
adequate), and then use the power and influence we have in 
seeing that it is passed by the General Assembly that is now 
in session. We do not make our power felt as we should in 
these matters. 

Now, I know that there can be no “Specific” for this 
great loss to the merchant, but like all business problems 
there is an underlying principle which can radiate ideas which, 
when we apply them to our individual needs, will at least 
eliminate a part of this loss on bad accounts. 

It is my purpose here to cite a few things that I think 
we fail to do when we are approached by a customer for 
credit. The first of these are—we do not have a definite time 
set for the payment of the account, but let the customer dic 
tate his own terms. I know from my own personal experi- 
ence that I used to be afraid to say “No,’ when | was asked 
for credit. The customer would come in and say that he 
wanted to buy a range or something else. “Can I get some 
time on it?” I would say, “All right,” if I thought he would 
pay at all. Now notice the time was indefinite. But I have 
gotten wise to that now. We never let an account of any 
amount start without a thirty, sixty, ninety or one hundred 
and twenty day limit, and when the time is up you have an 
excuse to go to him for the money. It has been a fair con 
tract and you will not stand to make him an enemy. If he 
comes back to you with the, “I have not the money,” set an- 
other time—say thirty days. 

We can learn a lesson from the bankers. Do you know 
that the banks can loan money to mds that you would be 
afraid to trust an account with for. the simple reason that 
these people have been educated to know that they will have 
to pay when the time is up. 

I think that the retail merchant is somewhat to blame 
for the credit condition that he is up against—not so much 
the present-day merchant, but our worthy predecessors. I 
believe we are laying grounds for a better condition; I believe 
that this Association will be worth untold value to the coming 
generation of hardware merchants. 

Speaking about a definite time for the payment of an 
open account, I had an experience this fall that will illustrate 
my point. 

We have all been up against the farmer and the feed 
proposition the last two years. A farmer’s wife came into 
our store this fall and selected a range. A few days later 
her husband came in for the range and I anticipated that he 
would want some time on it, and I was not far wrong. He 
asked me if I could wait until next May for my money, to 
which I replied, “No, Mr. K., but I will give sixty days cn 
the stove.” He said that would do him no good, and turned 
around and gave me a check for my money. He wanted to 
use my money to feed his stock. The point I wish to make 
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is this, that we have not been dealing with the farmer on a 
business basis. We have been letting him make his own 
terms. 

There is another thing I want to bring to your minds 
and that is—we do not sit down and look the fact in the 
face as to a man’s ability to pay. We all take too long a 
chance and trust to luck for the money. I believe that all 
lccal associations should have some system of rating the 
patrons of the town. | believe that a plan could be worked 
out. I know that it is being done in one town. I believe 
that all merchants of towns of two thousand population and 
up could well afford to employ a secretary who besides other 
duties should keep tab on the people as to their willingness 
and ability to pay and then supply that information to the 
members of that association. 

PROBLEM OF COLLECTION. 

Now comes the problem of collecting that account. I am 
of the same opinion as the modern day physician, that it is 
much easier to prevent diseases than it is to cure them. Just 
so with collecting an account. It is much easier to prevent 
making a bad debt than it is to collect one. I have been 
asked, ““What are your plans for collecting accounts?” The 
very best plan is to be careful in making accounts, but we all 
have bad and slow accounts if we do a credit business. 

There is one thing I wish to put my stamp of disapproval 

upon, and that is commercial collecting agencies, for | think 
they are a snare and a fraud. We have tried several of them 
and they have never collected an account for us that we 
could not have collected ourselves if we had put a little time 
on it. 
We should pay more attention to the small accounts. If 
you will run over your old accounts I think you will find that 
the loss has been greater than you would think. I know that 
I found this the case with us when I ran over the accounts 
we had charged off our ledger as an asset. 

We should have regular times for collecting accounts and 
adhere to that. I don’t mean that old, “All accounts due in 
thirty days,’ which is printed on most of our statements. 
Accounts are due when you can get them. We see everybody 
that has their name on our books twice a year; it does not 
matter whether it is only for ten cents; we go and see them 
January first and July first. I have gone these stated times 
for twenty-three years. We never send a clerk or a collector, 
as we do not think it is good policy. If you go yourself there 
are three things that will be of benefit to you. The first is, 
they would pay you when they would turn down a clerk. 
The second is, if there is any mistake you can correct it sat- 
isfactorily, and the third is, you come in contact with the 
customer on the outside of your store and you see him from 
a different viewpoint and you may pick up the fact that he is 
going to paint or make some other needed improvement that 
you can talk to him about and supply him with when the time 
comes around. 

There is another method that will keep down long ac- 
counts and possible loss: to have a system of bookkeeping 
where the account is at all times itemized. How many times 
have you had a customer come into your store and say: “If 
you will itemize my account | will pay it.” He goes out, time 
goes on and you forget it, where if you had had it readv you 
would have gotten your money, had the use of it and had 
more time to put on the slow fellow. We find this one of 
the greatest helps in our credit department. This system 
does not cost what you think. I would like to show it to 
you, but that is not my part of the program. 

We have a plan which we find helps us in collecting the 
small accounts and that is calling customers’ attention to them 
when they come in the store trading. You do not have to 
make them mad. Just to illustrate, after a man has done his 
trading say something like this to him: “Mr. A., there is a 
little account on the books against you that you no doubt 
have forgotten, and as these small matters escape our notice 
we thought perhaps you had overlooked it and would like to 
pay it.” I have collected many a one to five-doilar account in 
that way and when [ went out on my semi-annual rounds | 
would not have him and many others to see. 

We also use a series of printed letters well worded and 
have found them very beneficial. 

i know that a great many people close their accounts by 
note, but we are not in favor of closing accounts by note. 
Up our way a great many people have got it in their heads 
that when they give their note for an account they. have 
paid the bill. I can collect an open account much easier than 
I can a note 

There is one thing that we all practice for which we can 
blame no one but ourselves, and that is jumping at the stran- 
ger that comes into our midst and going the limit with him 
in our credit department without making some inquiry as to 
lis credit standing from whence he came. I have a friend in 
Covington, Tennessee, whose hobby is collection, and he made 
a talk before the Tennessee convention in which he referred 
to this class of people as migrators, and he has a little poem 
on them that runs something on this wise: 

“Owen Moore left town one day, 
Owing more than he could pay. 
Owen Moore came back one day 

Owing more.” 


_ Many books have been written on the subject of collec- 
tion, such as “How to Start a Collection Letter,’ “How to 
Word Threats,” “How to Plan a Series of Letters,” “How to 
Cure Slow Pay,” “When to Resort to Law,” and many more 
that will all bear reading and study, but they have all been 
written by credit managers of large wholesale houses who 
never did and never could get down to the credit proposition 
that you and | are up against. In a way they live in another 
world, but we can make deductions from them and work out 
wonders for our good. I think we should read them with 
thought and study. 

I would like to make this recommendation to the mem- 
bers of this convention, that we should all start a business 
library. Business is a science and we should study it from 
that point of view. : 

There are many more things that could be said along 
this line, but this is to be a discussion in which I was asked 
to lead, and I trust that something has been said that will 
awaken many thoughts that are in your mind on this subject, 
having been planted there by the hard knocks of experience, 
which after all are the ones we own ourselves and the ones 
that are worth while to us. 

If you have any thought that you wish to advance please 
get right up and speak out, or any comments on anything 
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that I have said, and I will call on someone in the Convention 
to discuss it along with anything that I may have to say. 

Let me say that this convention is going to be enjoyed 
by you just to the amount that you put into it. 


W. T. Shoop, Richmond, chairman of the delega- 
tion to the 1914 convention of the National Retail 
Hardware Convention, then made a short report of 
that important meeting, after which the Executive 
Committee reported on the work under its supervision, 
through its chairman, G. M. Rinie, St. Louis. The 
meeting then adjourned. 


WEDNESDAY, JANUARY 20. 





The Wednesday morning session, which was an ex- 
ecutive one, met at 9 a. m., and F. A. Martin, Min- 
neapolis, Minnesota, delivered an instructive address 
on “Mutual Insurance,” followed by a general discus- 
sion on the advantages secured by hardware dealers 
who operate their own mutual fire insurance company. 








HARDWARE MUTUAL INSURANCE. 

The Retail Hardware Mutual Fire Insurance Company 

f Minnesota, the pioneer, was organized in 1899 as a protest 
.vainst unfair and excessive insurance rates. Originally in- 
tended for the protection of Minnesota members only, its 

uccess was so marked the field was soon extended to provide 
nsurance for “Association” hardware merchants in neighbor- 
ing states, the aim being to furnish absolute protection against 
loss by fire at the cost of operation, plus a moderate surplus. 

This company is operated on the “cash premium,” full 
legal reserve plan (no notes )and the method is to get regular 
“advisory rates” or tariff. With this company, however, there 
s always a substantial return premium or “dividend” payable 
at expiration of policy. Since 1906 half the premium has been 
returned and since organization never less than 25 per cent. 

Dividends are payable in cash or renewed insurance as 
preferred. 

Later mutual fire insurance companies have been organized 
in the different states which are now in successful operation 
and returning good dividends to the policy holders. The 
policy of these companies is to carry a limited amount of 
insurance on hardware stocks and buildings, warehouses and 
dwellings of the hardware dealers. 

The average dealer does not give sufficient attention to 
his insurance, depending on the local agent to cover his risk 
properly. The standard policy issued by the different hard- 
ware mutuals would make an excellent form for your adop- 
tion. 

Class Mutual, which insures a certain class as the Hard- 
ware Mutuals do, gives a better average and better insurance 
at a cheaper cost, for the reason that the expense is kept 
down to the minimum. There are no large salaries and no 
excessive losses. 

It is well known that the insured in the rural districts 
are paying cn an over-rated risk for the underrated Jumbo 
risks in the larger cities. Very few of the larger cities are 
paying the insurance companies a net profit, the insurance 
profits coming out of the small dealer in the rural districts. 

The possibilities of mutual insurance has been demon- 
strated by the Wisconsin Association which organized a com- 
pensation insurance company a year ago, returning 25 per 
cent dividends the first year and retaining a_ substantial 
amount for a surplus fund. 

This company has recently added plate glass insurance 
to their risk, and are soliciting that class of insurance on a 
25 per cent dividend basis. 

There are no hardware mutual insurance companies in 
any of the respective states “who are not in a first-class 
financial condition and returning good dividends. The Min- 
nesota Company, organized in 1900, has returned more than 
one million dollars to the policyholders in dividends; have 
approximately a half million in assets and one-quarter million 
in strplus. This exceeds by far the surplus per thousand in 
force of any stock insurance company in operation. 

The respective companies in the different states are under 
the supervision and management of the State Hardware 
Dealers’ Association. You cannot make any mistake in placing 
your insurance with. any of these companies, and while I 
would be pleased to call on the dealers personally, you can 
get the insurance by writing directly to the secretary. 


H. P. Sheets, Argos, Indiana, followed with an ad- 
dress outlining the work of the Price and Service Bu- 
reau, operated by the National Retail Hardware As- 
sociation, after which the Question Box was discussed 
for a time. 

The meeting then adjourned to convene Thursday 
afternoon at 2 o’clock in order to give members who 
also belong to the Mississippi Valley Implement Deal- 
ers’ Association an opportunity to attend the sessions 
of that Association. These were held Wednesday 
afternoon, Thursday morning, and Friday afternoon. 


THURSDAY, JANUARY 21. 


Sharon E. Jones, Indianapolis, Indiana, formerly 
president of the National Retail Hardware Associa- 
tion, spoke at the Thursday morning session, his sub- 
ject being “Store Arrangement,” as follows: 

INTENSE MERCHANDISING. 

I see I am booked for an address on “Store Arrange- 
ment, System, etc.” This subject, like the Mother Hubbard 
dress, covers everything—even suspicion! 

_ But I am going to take liberties with the Program Com- 
mittee, and change the title to “Intense Merchandising,” and, 
even then, I might say in the words of Artemus Ward, “The 
peculiar thing about this lecture is that it contains so many 
things that have nothing whatever to do with it.” 
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There was a time when not much attention was paid to 
store arrangement or system. That was not so far back but 
that some of us remember. This was more especially true 
of the hardware store. 

It is to the credit of the department stores that the taste- 
ful, attractive and systematic arrangements of stock, and 
proper display of wares to the public eye was first introduced, 
and they still lead in this respect. 

Fifty years ago it did not make much difference whether 
the hardware store looked tidy or untidy; whether it had 
system or no system; whether goods were displayed or not. 
There was but one place to get hardware and the variety was 
small, so that the would-be purchaser knew what he wanted 
and where to get it, and to the hardware store he went. At 
the front door he usually had to climb over nail kegs, etc. 
Then barbed wire was added to the assortment and several 
times I have known merchants to pay for a new dress for a 
customer having encountered a spool Sugar kettles (the 
entire stock, of course) stood just where the drayman left 
them. The interior, to the back door, was a conglomeration of 
goods recklessly piled on the floor, on the counters, chucked 
onto the shelves and hanging from the ceiling. And the own- 
ers made money! Their expenses were low, their profits good 
and they had but little competition. 

3ut conditions have changed. We live in a new era—the 
era of competition. The era of strenuous merchandising. 
The hardware dealer finds competition in all forms and on 
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all sides—in the open and under cover. It covers every item 
from the gimlet to the self-binder. 

What brought about this vast change in the hardware 
lines? Answer—Several things, but chiefly these two. First, 
the attractive profits; second, the open field. Is it not true 
that the hardware man did not have his eyes and ears open 
to the public demand? I well remember the day when hard- 
ware was not found in department stores. | remember when 
it found its way into the department and 5-cent and 10-cent 
stores, and I naturally thought it was strange to see hardware 
for sale in these stores, because I had the impression that 
hardware was a line peculiar to itself and that such a line 
found in any other store was, of course, a cheap, trashy 
quality. 

But the department store and the 5-cent and 10-cent store 
made an elaborate display of all kinds of hardware. Prices 
were on each article. It was new to the public to see an open 
display of all kinds of hardware articles and the prices on 
each. It was attractive. The bait was taken and the hardware 
man’s competition in the city began in earnest. In almost 
the same manner, although in a more subtle way, did the mail 
order competition begin, so that the hardware dealer in the 
small towns and rural districts has more than divided his 
business with the mail order house. 

How much hardware would the department stores and 
the 5-cent and 10-cent stores sell if they piled the goods on 
counters and shelves, under counters and up and down stairs? 
Mostly in the original packages—no marks or price on them. 
How much would the mail order houses sell if they did not 
give a vivid description, pointing out the uses and merits of 
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each article, illustrating the same and putting the prices 
thereon? 
LACK OF SYSTEM. 

Now, gentlemen, we are coming to the real reason for 
the failure of thousands of hardware dealers—Lack of Sys- 
tem. Notwithstanding the vast amount of talk at conventions 
and the numerous articles published by the trade press on this 
subject, but a very small percentage of the retail hardware 
dealers have made much improvement in their stores. Ask the 
man who travels over the states for the names of the real 
up-to-date, first-class hardware stores, and he can usually 
name them. Why is this? Why have not more systematized 
their stores and gotten into the game. Is it because they are 
satisfied? Is it because they are discouraged? Is it because 
they don’t know how? Is it because they think it won’t pay? 
Is it because they are afraid of the work it involves? Is it 
because they think they can’t afford it? It must be one or 
more of these excuses and there is no legitimate reason here 
why a man should put it off. 

The expense may be whatever one wishes to put into it, 
but the best arranged hardware store I ever saw, and having 
the best system, cost the owner considerable work, but a very 
small cash outlay. 

Let us see what a real system involves. 

First of all, it calls for the proper buying of the right 
goods at the right prices. Second, it calls for the proper 
pricing of each article. Third, it calls for the proper arrange- 
ment of the stock on display and in duplicate. Fourth, it calls 
for a publicity, or advertising system. Fifth, it requires educa- 
tion in the art of selling. Sixth, it calls for a safe credit and 
collecting system. 

There are many sub-divisions of the foregoing, but these 
cover the needs of the great majority of the retail hardware 
dealers. 

Let us take them in the order named and define the work 
under each. 

FIRST—PROPER BUYING, THE RIGHT GOODS AT THE RIGHT PRICES. 

How many of us have bought goods which proved poor 
sellers? How many have bought too extravagantly of certain 
articles, and vice versa? 

How many have stayed by the old lines our fathers dealt 
in, refusing to change over to newer and better lines? How 
many study the merits of each article before purchasing? How 
do we know we are buying at the right prices? When do we 
know we are buying at the right prices? Do we have a buying 
system which keeps before us the current markets? Do we 
depend on the traveler, the jobber or the manufacturer to keep 
us posted? Do we know what others are paying for the same 
article? It is our duty to know that we are getting the 
best price to which we are entitled. We cannot ask more, 
and should not be satisfied with less. 

The information given out by the “Price & Service 
Bureau,” of the National Retail Hardware Association re- 
cently, showing the wide difference in prices charged retail 
dealers by the jobbers, is enough to set every merchant think- 
ing and inquiring into his cost prices. 

SECOND—RE-SALE PRICES. 

Do we have a safe system of reaching the proper selling 
price after we have taken care of goods on which competition 
fixes the price? Here is a dangerous place in any business, 
and the best of us will get fooled, and sooner or later, 
“ditched,” unless we are careful to make our selling price high 
enough to cover actual cost of the article, plus the percentage 
of expense of doing business and plus a reasonable clear 
profit. This subject has been constantly before the members 
at conventions and in the trade press, but there is every evi- 
dence that many have not gotten the notion out of their heads 
that any article sold at less than 20 per cent gross profit is 
handled at an actual loss. 

THIRD—ARRANGEMENT OF STOCK AND SYSTEM. 

How many sales are lost every hour of every day in the 
average hardware store for lack of taste in arrangement, or 
the display of wares? One might as well advertise on the 
inside of hatbands as try to sell goods hidden away, or poorly 
displayed. What the dealer is thinking about is hard to make 
out, when he absolutely refuses to make use of the best 
money-making machinery he owns! He would laught at any 
man seeking a location in the high rent district to conduct a 
junk shop, yet he pays high rent, or could get it for the build- 
ing he occupies with a fourth-rate hardware store, not much 
better than the junk shop! I have come to the conclusion 
that this matter of indifference, or inattention, to store 
arrangement and system is a disease among merchants, just 
as defects in hearing, seeing, smelling, tasting, etc, are 
diseases. 

I have a friend who likes to write letters and who is a 
good conversationalist, who is a great reader, and yet my 
friend uses the most abominable language in correspondence, 
and hardly spells any words correctly. I have another friend 
who is very untidy in person, never looks clean, nor dressed— 
always having a slouchy appearance, yet my friend always 
associates with those who go to the other extreme in these 
respects. I have a friend in the hardware business who never 
missed a state or national convention, unless providentially 


hindered, who reads all the trade papers, has listened to many 
talks on store arrangement, and yet, should you ask the 
traveling men where the worst looking hardware store is, they 
will likely name his first of all! 

It is not only the hardware man! It permeates all kinds 
of business, and I suppose always has and always will to a 
greater or less degree, but the number of hardware stores 
that are becoming modernized is an evidence that the hard- 
ware men are waking up. 

The word “modernized” is usually applied to the store 
which has been renovated and new fixtures, shelving appli- 
ances, etc., added, but these things are not absolutely essentia! 
to a well arranged and systematized store. The best arranged, 
having the best system, the most orderly, the most attractive, 
the most profitable hardware store of which I know lacks 
modern fixtures, having nothing modern or expensive, but the 
stock is so arranged that fixtures are not noticed. The goods 
are the attraction and are continually selling themselves, in 
spite of the clerks or proprietors. That is what counts—the 
sales! Every minute, every hour. Goods well displayed are 
like the proverbial cascaret. 

Commencing at the front windows (the most valuable 
space in the store), these should be neatly and tastefully 
trimmed with wares, every week or two, with every article 
marked in plain figures. Just inside the door the customer 
should be attracted by the orderly appearance and tasteful 
arrangement of goods. Having a favorable impression upon 
the ex step into your store, the customer is in a buying 
mood. 

Now goods and specialties draw trade and should be in 
the window and front part of store room, right side up with 
care and in working order, with placards naming the article, 
its use and its price. 

Then should come the articles not usually called for nor 
thought of by the customer, every item sampled on drawers, 
boards, boxes, doors, counters or showcases, having cards or 
tags giving the name, use and price. Here should be the 
bargain counters—5-cent, 10-cent and 25-cent goods, etc. Don’t 
fail to mark each one with a placard, giving its name, use 
and price. 

The goods usually called for and expected to be found 
in a hardware store should be toward the rear, necessitating 
the customer’s walking past the other wares in the fore part 
of the store, thus getting the free and effective advertising 
of them. 

I don’t believe in carrying the stock (unless small) all! 
in the shelf, when room is scarce and valuable for displaying 
purposes. It is better to have all the available space from 
the front door to the back door of your first floor covered 
with samples, placarded, priced and where the visitor can see 
and examine, even if you must keep the duplicate stock in 
another room. Dead stock, or unsalable goods can be dis- 
posed of more readily when put into presentable shape and in 
a prominent place, with attractive prices. : 

Where the duplicate stock is kept elsewhere than near 
the sample, the ticket on the sample should designate where 
the duplicate stock is to be found. 

FOURTH—PUBLICITY IN ADVERTISING. 

It pays to advertise. No one will deny this; but it should 
be judicious—not reckless. 

Begin with the sign over the front door, which should 
be neatly and well executed. Make the show windows a con- 
tinual attraction, with fresh goods and attractive prices. Keep 
the delivery wagon well painted and lettered. Put signs on 
roadside fences, barns, etc. *Advertise in the newspapers. 
Circularize your territory through the mail, or by carrier. 
Place circulars in each package, leaving your store. Have your 
name printed on wrapping paper and bags. Make free use of 
printed stickers by placing them on tool handles, etc. The 
dealers’ catalogue and price sheets are trade-winners. Use the 
telephone of evenings and in bad weather and talk to your 
customers. Have something of interest to tell them. For 
instance of the arrival of a new machine you wish him to 
see. The giving out of a calendar or souvenir judiciously is 
always conceded to be good advertising. 

FIFTH—THE ART OF SELLING HARDWARE. 


Here is the problem of problems! Here is the sticker of 
stickers! We all acknowledge our failings in this feature of 
our business. There is a dearth of good salesmen. The 
shortage is universal. It includes proprietors as well as clerks. 

What a travestv on the hardware profession! We rent a 
storeroom. We stock it with wares. We employ salesmen to 
dispose of these wares. We advertise and get the prospective 
customer clear into our storeroom and fail to make the sale 
because we are unable © convince him that we knew our 
business when we purcnased the article for stock. That we 
knew we were getting that having the greatest merit. 

Many articles of merit lie around as dead stock in our 
stores because their real usefulness, the best talking point, has 
not been discovered by proprietor or clerks. If some of these 
inanimate things could but talk, what a blast they would give 
us for the poor introduction we gave them to the customer! 
It would pay every dealer to study his goods and train his 
employes to do the same. Why not have one evening in the 
week for training in salesmanship? The proprietor being the 
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salesman alternately with the employe. Try it! It will be 
wonderfully interesting and will show results immediately. It 
is a good thing to begin with the A B C of salesmanship— 
how to approach a customer as he enters the store. Some of 
the stores in cities have a man who does nothing else but 
salute the customers as they enter the door—not a “floor 
walker” only, but a “welcomer’! These dealers know full 
well the advantage of having a customer feel welcomed and 
recognized when he comes in. When the customer is waited 
on by a:real salesman, the result is bound to be profitable— 
a customer satisfied, and thereafter a booster for the dealer. 

The trade papers are constantly printing articles on sales- 
manship and other topics, and I have repeatedly recommended 
them to the dealer as the best means of education for himself 
and employes, and I more than ever before emphasize their 
inestimable value to the merchant and employe as an educator 
in all the: lines of store work and business building. I regard 
the trade papers as the hardware man’s best friend and his 
greatest safeguard, if he will carefully read them and see that 
his employes do the same. Right here, let me say I have read 
a book entitled, “How to Sell Hardware,” written by Roy F. 
Soule, which I wish every hardware man would read. It is 
the best presentation of the subject I have ever read. 

Now, gentlemen, I have but one more suggestion to make 
at this time. Get into this game of “Intense Merchandising” ! 
Why do you sit around patiently waiting for something to 
turn up when you should be the one to turn something up? 





W. C. Cole, 
Treasurer, Missouri Retail Hardware. Association. 


Yes, these are “hard times,” and they may be harder for some 
of us, and they ought to be harder for some of us because 
we are oblivious to the best opportunities of our lives to 
spring something different in the hardware business. 

I heard yesterday of a certain large hardware store cur- 
tailing its purchasing ‘to such an extent that not even the 
essentials were carried. For instance, they said they did not 
even have a full keg of 8-d nails on hand and that no other 
dealer in their town had a full keg! And yet, I know that 
certain manufacturers, making lines of specialties, are simply 
swamped with orders because their salesmen and_ sales- 
women are canvassing from house to house, taking orders, 
including the town just mentioned where the ultra-conserva- 
tive buyer is located. Why does he not take on other lines, 
if staples will not sell? Why does he make it possible for the 
outsider to come into his town and sell goods under his nose, 
and to his own household at a large profit? Why not spend 
his dull days looking into the possibilities  f other lines 
which might be added? Why not put out house-to-house 
canvassers to head off the outsider who comes into his town? 

I recently visited a store where the owner really said 
business was fine, and he was telling the truth. He was busy. 
His store was well filled with goods, well arranged, and every- 
where I looked I saw interesting and useful things—every- 
thing marked in plain figures, and many articles which seemed 
foreign and quite new. The store had a good number of cus- 
tomers at the time I entered, and made it my duty to return 
several times to see if that run of business kept up all hours 
of the day, and I found it did. I studied that case and made 
inquiry, and here is the sequel. That merchant had the repu- 
tation of keeping up his stock and of having the best assort- 
ment of specialties and novelties, was not afraid to buy. 
Everything had a plain figure price on it, so the customer 
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could see it. The result is he is getting the business and is 
just finishing the building of two houses for renting purposes 
with his surplus money. 

MORAL—GET INTO THE GAME! 


The “watchful waiting” policy is all right when expecting 
the arrivai of an heir, but “in times of peace prepare for 
war” policy is the one that provides for the future and allays 
our fears. 

And in these times of business depression, when many of 
our hardware merchants are feeling somewhat blue, why not 
convert this misfortune into fortune, like the fellow who 
made lemonade out of the “lemons” handed him! 

Why not take a square look at ourselves and see what 
sort of business men we are. Examine into our business 
affairs and see where improvements can be made. Go back 
over the road we have traveled and level down the bumps, 
level up the sink holes, improve the right of way, so that 
when we steam up with future prosperity, we can make 
greater speed, and our business will not be fraught with the 
dangers of the past. 

T. N. Witten, Trenton, originator of the “Trenton 


Idea” who was elected vice-president of the Western 
Implement, Vehicle and Hardware Association at its 
meeting in Kansas City, January 14th, spoke on “Com- 
munity Building.” 

W. H. Bloomer was then introduced and spoke on 
“State Development,” pointing out that’ the retail 
hardware dealers and other business men could do 
much toward the improvement of conditions in gen- 
eral in the state, and that their work in this regard 
would result in many direct benefits for themselves. 

Charles T. Woodward, Carlinville, Illinois, second 
vice-president of the National Retail Hardware Asso- 
ciation, spoke briefly on the work which is being done 
nationally by the organization. He urged the mem- 
bers to make use of all the facilities offered by the 
national office in Argos, Indiana. The Question Box 
was then taken up for a period, after which the ses- 
sion adjourned. 


FRIDAY, JANUARY 22. 


At the executive session which was called to order 
by President Dickbrader promptly at 10 a. m. the vari- 
ous committees made their reports which were ac- 
cepted and entered on the records of the Association. 

The election of officers then was held, resulting as 
follows: 

President, J. M. Campbell, Bowling Green; vice- 
president, F. C. Thorp, Versailles; secretary, F. X. 
Becherer, St. Louis; treasurer, W. C. Cole, Bethany. 
W. T. Shoop, Richmond, and J. B. Burge, St. James, 
were re-elected as members of the Executive Commit- 
tee. J. H. Dickbrader was elected to the Executive 
Committee in place of F. C. Thorp. These with G. M. 
Rinie, G. A. Pauly and J. L. Boehl compose the Ex- 
ecutive Committee. J. H. Dickbrader was also elected 
a delegate to the National Convention in Minneapolis. 

The convention voted to meet again in St. Louis in 


1916. 





CONVENTIONALITIES. 


The Ringen Stove Company Division of the Ameri- 
can Stove Company, had a most attractive and inter- 
esting exhibit in the Coliseum. They showed samples 
of the newer additions to their lines of “Quick Meal” 
gasoline stoves, oil stoves and steel ranges. Their 
new enameled lines of ranges attracted considerable 
attention. Their booths were scenes of much activity. 
William A. Lockwood, M. G. Kahle, Frank Astroth, 
A. W. Indemark, and Robert Clark were in charge. 
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The Wheeling Corrugating Company, through 
their St. Louis Branch, showed a full line of their 
sheet metal products. They displayed a number oi 
samples of their new designs in steel ceilings. Their 
customers were looked after by J. A. Watkins, J. E. 
Henshaw, W. A. Sladek, and W. A. Mechling. 

A. G. Brauer, the “Stove Repair Man,” was every- 
where in evidence—and he evidently has a host of 
friends among the Missouri Hardware trade. 

Theodore (Teddy) Stockhoff of the Stockhoff Sup- 
ply Company, entertained a good many of his Mis- 
souri friends during the hardware convention. 

The R. E. Dietz Company, New York, showed a 
number of their lanterns and vehicles lamps. C. K. 
Woodburn was assisted by Joe M. Kalter in looking 
after the interests of the Dietz customers. Their sou- 
venir, a miniature lantern, was in very great demand, 
and it needed Woodburn’s diplomacy to satisfy the 
many who wished to take away one of the lanterns. 

Schroeter Brothers Hardware Company, St. Louis, 
were demonstrating the superior qualities of their 
Rapid Shine Polish. They also showed their Potato 
Grater and gave away many of their books showing 
the latest scroll saw designs. Frank P. Preissle and 
his son Karl Preissle assisted Charles Schroeter in 
looking after their friends. 

The busiest spot in the St. Louis Coliseum was, of 
course, where the enormous “Keen Kutter” Trade 
Mark illuminated the center of the vast hall. For here 
the Simmons Hardware Company kept open house. 
They had a free checking service where Missourians 
checked their wardrobe and packages. They furnished 
free telephone service and had a rest room which their 
many friends used for a rendezvous. During the en- 
tire week they distributed carnations to the ladies. 
The interests of the Simmons people were looked after 
by E. H. Simmons, James A. Carroll, J. T. Rilty, J. 
S. Payne, J. K. Kennedy, J. T. Donahue, J. M. Blythe, 
J. C. Cairns and E. J. Sullivan. 

Sharon E. Jones was kept busy demonstrating and 
explaining the various tools and hardware specialties 
handled by his firm in Indianapolis. It will be remem- 
bered that Mr. Jones served as president of the Na- 
country and was looked up to for his business and his 
tional Retail Hardware Association, and many of his 
friends among the delegates to the Convention visited 
with him renewing old acquaintance and extending 
felicitations on his splendid address before the Con- 
vention. 

H. W. Symonds of the Symonds Register Company, 
St. Louis, had an interesting group of heating and 
ventilating people watch him demonstrate the simplic- 
ity of the Symonds Side Wall Warm Air Registers in 
their different styles and finishes. The New Mission 
side wall register was very much admired. 

Henoch Brothers sprung a novelty on the Missouri 
Convention visitors. Every caller at their booth was 
furnished with a tag advertising their popular line of 
safety razors and any one who found another tag hav- 
ing the same identical numbers was entitled to one of 
their $5.00 razors as a gift. Each tag was numbered 
and a few of the numbers were duplicated. Henoch 
Brothers derived considerable advertising as thou- 
sands of people were busy trying to match the num- 


bers on their tags, which called attention to their 
originality as well as advertised their specialty. 

The American Furnace Company, St. Louis, showed 
their well known and popular American Steel Furnace. 
They also had on exhibition the first one of their New 
Cast Iron Warm Air Heaters, which elicited much 
favorable commendation. They call their new Cast 
Iron heater the “Thermo.” The exhibit was in charge 
of Colonel W. D. Harrison, Harry V. Bayse and J. 
Laux. 

The many friends of “Ted” Rosche were surprised 
to see him in the fine exhibit of Voss Brothers’ Manu- 
facturing Company, Davenport, Iowa, in the St. Louis 
Coliseum. “Ted” was for several years with the 
“White Lilly” people, but on January first transferred 
his allegiance to the Voss Brothers’ Manufacturing 
Company. He will soon be on the road preaching the 
good qualities of “Voss” hand and power washing 
machines. The Company had three very excellent ex- 
hibits in Kansas City, Chicago and St. Louis and re- 
ceived many compliments from the dealers at the re- 
spective conventions. 





BROOKLYN HARDWARE DEALERS HOLD 
WELL ATTENDED MEETING. 

The regular monthly meeting of the Brooklyn Hard- 
ware Dealers’ Association was held at the Johnston 
Building, January 14, 1915, 8:30 p. m. The meeting 
was called to order by the President, Mr. R. J. Atkin- 
son, with Mr. F. C. Barrett recording. 

J. J. Snyder reported for the “Made-in-Brooklyn” 
advertising campaign, that the affair was progressing 
satisfactorily, and that he would soon have the re- 
quired number of names to enable the publishing of 
the first edition in the Brooklyn Eagle. Twenty-three 
names have been secured ; only a half a dozen members 
have solicited with the man from the Eagle and great 
success has attended their efforts ; it promises to be the 
biggest thing ever undertaken by hardware dealers, 
and will be noted in the trade papers all over the 
United States. There will be news articles and edi- 
torials in the Eagle, and members will be supplied with 
sample copies on pasteboard for display in their 
stores. The members were urged to talk it up and 
boost it along at every opportunity. 

H. A. Cornell reported as chairman of the Metro- 
politan Dinner that at least five hundred would be at 
the Hotel Astor on January 26th, and that it will be a 
big success. Fifteen of the members were appointed 
as captains of tables and requested to arrange for 
eight at each table for the Brooklyn Division. The 
other Associations will do likewise, and the remainder 
will be seated to the best advantage. Messrs. Broer, 
Liederman and Bliss were appointed to act on the 
Reception Committee and to receive the members and 
guests and to make them acquainted. Dress will be 
informal, as upon previous occasions. 

John H. Littell, 430 Myrtle Avenue, was intro- 
duced by the president as a new member, and two new 
members were elected as follows: J. Robin, 1812 
Nostrand Avenue, proposed by J. J. Snyder; John J. 
Schneider, 269 Wyckoff Avenue, proposed by R. 
Pearsall. 
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The members were invited to attend the New York 
State Retail Hardware Association’s Convention to be 
held February 16, 17, 18 and 19 at Syracuse, New 
York. 

It was decided that on the next regular meeting 
night, Thursday, February 11, the members would at- 
tend in a body the Convention of the Pennsylvania 
and Atlantic Seaboard Hardware Association at 
Newark, New Jersey, the members to pay their own 
expenses, and to take along their clerks if they so 
desire, members to meet at the Borough Hall station 
of the Brooklyn Subway at 7 p. m. The Reception 


Committee were requested to take charge of the affair ° 


and to invite the Long Island Hardware Association 
to attend the Convention. 
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HANDSOME AND USEFUL SOUVENIRS WERE 
PRESENTED AT ILLINOIS HARDWARE 
EXHIBIT. 





In addition to those mentioned in the January 16th 
issue Of AMERICAN ARTISAN, Richard-Wilcox Manu- 
facturing Company, Aurora, Illinois, presented visitors 
to their exhibit in the Chicago Coliseum, during the 
convention of the Illinois Retail Hardware Associa- 
tion, with an aluminum pocket comb the back of which 
also serves as a measure. 

The Bonney Vise and Tcol Works, Allentown, 
Pennsylvania, had provided an unusually handsome 
souvenir in the shape of sterling silver cuff links, bear- 
ing the name Bonney on the shield, inlaid in enamel. 





EVERY DEALER SHOULD WRITE FOR THIS 
HANDY VEST POCKET NOTEBOOK 
AND DIARY. 


A very complete vest pocket diary and notebook has 
been prepared by the “Old Man of the White Moun- 
tain” and is being distributed to hardware dealers. It 
contains a regular calendar on the inside of the front 
cover, and each lefthand page is divided into seven 
spaces, one for each day of the week, the days and 
dates being printed in their respective spaces. The 
opposite pages are left blank for additional memo- 
randa. In the center of the book are maps of the 
United States with its colonies, of North and South 
America and of the other continents. In the back are 
found interest tables, parcel post and letter post rates. 
On the inside back cover is a calendar of 1916. Four 
pages in front are given up to an exposition of the 
White Mountain “Text,” “Ice Cream Made the Right 
Way With a White Mountain Freezer is Easier to 
Make Than a Pudding or Pie.” Dealers should write 
for this very handy notebook and diary to the White 
Mountain Freezer Company, Nashua, New Hamp- 
shire. 
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ROEBLING WIRE PLANT IN TRENTON, NEW 
JERSEY, PARTIALLY DESTROYED BY FIRE. 





The insulated wire department of the John A. 
Roebling Sons and Company plant in Trenton, New 
Jersey, was destroyed by fire on January 18th. The 
loss entailed is estimated at over one million dollars. 


RETAIL HARDWARE CONVENTIONS. 


The dates for conventions of the state associations 
of retail hardware dealers, so far as they have been 
announced, are given below, in order of the dates. 
The secretary’s name and address follows the name of 
the association, after. which come the dates, with the 
name of the convention city. 


Texas Retail Hardware Association, Henry Marti, Sec- 
retary, Dallas. January 26, 27, 28, 1915. At Waco. 

Indiana Retail Hardware Association, M. L. Corey, Sec 
retary, Argos. January 26, 27, 28, 29, 1915. At Indianapolis. 

Oregon Retail Hardware and Implement Dealers’ Asso- 
ciation, H. J. Altnow, Secretary, Portland. January 26, 27, 
28, 29, 1915. At Portland. 

Wisconsin Retail Hardware Association, P. J. Jacobs, 
Secretary, Stevens Point. February 3, 4, 5, 1915. At Mil- 
waukee. 

Nebraska Retail Hardware Association, Nathan Roberts, 
Secretary, Lincoln. February 9, 10, 11, 12, 1915. At Omaha. 

Michigan Retail Hardware Association, A. J. Scott, 
Secretary, Marine City. February 9, 10, 11, 12, 1915. A: 
Saginaw. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, W. P. Lewis, Secretary, Huntingdon, Pennsylvania 
February 9, 10, 11, 12, 1915. At Newark, New Jersey. 

Tennessee Retail Hardware Association, C. C. Paris, 
Secretary, Nashville. February 10, 11, 12, 1915. At Memphis. 

Connecticut Retail Hardware Association, Henry S. 
Hitchcock, Secretary, Woodbury, February 16, 17, 1915. At 
Meriden. Headquarters, Winthrop Hotel. 

Colorado Retail Hardware and Implement Association, 
H. E. Robinson, Secretary, Pueblo. February 16, 17, 18, 1915. 
At Pueblo. 

New York Retail Hardware Association, John B. Foley, 
Secretary, 513 Kirk Building, Syracuse, New York. February 
16, 17, 18, 19, 1915. At Syracuse. 

North Dakota Retail Hardware Association, C. N. 
Barnes, Secretary, Grand Forks. February 17, 18, 19, 1915. 
At Fargo. 

Ohio Retail Hardware Association, James B. Carson, 
Secretary, Dayton. February 16, 17, 18, 19, 1915. At New 
Gibson Hotel, Cincinnati. 

Iowa Retail Hardware Association, A. R. Sale, Secretary, 
Mason City. February 16, 17, 18, 19, 1915. At Des Moines. 

New England Hardware Dealers’ Association, George A. 
Fiel, Secretary, 176 Federal Street, Boston. February 22, 23, 
24, 1915. At Boston. 

Kentucky Retail Hardware and Stove Dealers’ Associa- 
tion, J. M. Stone, Secretary, Sturgis. February 23, 24, 25, 
1915. At Phoenix Hotel, Lexington. 

Minnesota Retail Hardware Association, H. O. Roberts, 
Secretary, Metropolitan Life Building, Minneapolis. Febru- 
ary 23 ,24, 25, 26,1915. At St. Paul. 

South Dakota Retail Hardware Association, E. C. War- 

West Virginia Retail Hardware Association, A. A. Doak, 
Secretary, Grafton. March 2, 3, 4, 1915. At Huntington. 
ren, Secretary, Pierre. March 2, 3, 4, 5, 1915. At Mitchell. 

Arkansas Retail Hardware Association, Grover T. Owens, 
Secretary, Little Rock. May 4, 5, 6, 1915. At Little Rock. 

Florida Retail Hardware Association, G. E. Noblit, Sec- 


retary, Tarpon Springs. May 11, 12, 13, 1915. At St. Peters- 
burg. 

National Retail Hardware Association, M. L. Corey. Sec 
retary, Argos, Indiana. June 22, 23, 24, 1915. At St. Paul, 


Minnesota. 
Hardware Association of the Carolinas, T. W. Dixon, 


Secretary, Charlotte, North Carolina. July 15, 14, 15, 16, 
1915. At Isle of Palms. 
dita hii a 
“Odd moments” are the gold dust of life. The best 
thing about them is that they abound in every life. 
No matter how busy one may be, one is sure to have 
plenty of odd moments. Jeremy Bentham set it down 
as a principle of living that to lose even the smallest 
portion of time was a calamity. It would be a fine 
and profitable thing for every human being to take the 
same view; to adopt the same principle—and make it 
a working principle. For, as said, no life is without its 
odd moments, and when rightly used, these driblets 
of time form a major force in the upbuilding of char- 
acter and the accomplishment of useful work.—Leigh 
Mitchell Hodges. 
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HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 











When the Hardware Club of Chicago was formed 
it was not with the primary thought that actual “busi- 
ness” was to be a prominent feature of its activities 


or results. But as the members become better ac- 


quainted with each other, “openings” and “tips” are - 


being passed along from one to another. There is 
hardly a day when some member does not receive in 
the Club some suggestion as to where he may make a 
sale or get an order, and thus the Club is demon- 
strating itself as an actual producer of business— 
which is, of course, as it should be, even though the 
principal object is to promote good fellowship and 
provide social entertainment for its members. 
CAPTAIN HEALY SPEAKS ON TRAFFIC REGULATIONS. 
At the Weekly Luncheon, on Tuesday, January 19th, 
there was a good sized audience who listened with 


interest to Captain Healy, chief of the Traffic Squad. 


of the Chicago police department. Although Captain 
Healy has been “in the harness” more than thirty-one 
years he doesn’t show it, and he is altogether different 
in appearance from the usual conception of the regular 
policeman, for he is rather slender and only of aver- 
age stature. He impresses one as a man of broad mind 
and quick conception, and that is probably why he has 
made such a signal success as a director of the very im- 
portant division of police work of which he has been 
in charge more than eight years—the regulation of 
street traffic. 

Captain Healy in introducing his subject cited the 
fact that over one thousand million people were carried 
on the surface lines of Chicago during 1913; that 4,400 
street cars entered and left the “Loop” district, from 
Van Buren to Lake Street on the South and North 
and from Wabash to Fifth Avenue on the East and 
West, each day; that 133,000 traffic vehicles of vari- 
ous sorts, trucks, automobiles, hacks, delivery wagons, 
etc., traveled over the “Loop” streets; that 52,000 ve- 
hicles passed over the various bridges leading into the 
“Loop,” and that Rush Street Bridge had a greater 
traffic than the famous London Bridge. 

“The purpose of the traffic division of the police 
department, with its 760 policemen, is to so regulate 
this immense mass of moving street cars and vehicles, 
besides the hundreds of thousands of pedestrians, that 
a minimum of congestion will result,” said Captain 
Healy, “and we have succeeded in doing that to a very 
considerable degree, as I think you will agree, even if 
occasionally because of the perversity of a teamster 
working for you, one or more of your employes arrive 
late at your office. Street cars who are supposed to 
have the right of way on their tracks cannot turn out 
in order to pass a teamster who pays no attention to 
the clanging of the motormen’s bells, and must wait 
until it pleased him to get off the track. 

“In such cases we do not arrest the teamster unless 
he becomes obstreperous, but take his number, that of 


his wagon and the namie of the firm with which he is 
employed. We then take the matter up with the em- 
ployer and insist upon him reprimanding the teamster. 
We thus not only help the employer in expediting the 
delivery of his goods, but we also avoid the necessity 
of depriving the teamster of his wages and make it 
possible for him to continue at his work instead of 
being locked up, losing time at his trial and being 
fined. 

“By this procedure we have gained the good will 
of the average teamster and at the recent national con- 
vention of the Teamsters’ Brotherhood our traffic reg- 
ulations were adopted as the standard to be followed in 
every city where there is a teamsters’ union.” 

President Martin, on behalf of the Illinois Retail 
Hardware Association, expressed the gratitude and 
appreciation of the delegates to the recent convention 
and their ladies for the splendid entertainment which 
had been provided, and especially called attention to 
the fine manner in which the Ladies’ Social Commit- 
tee of the Hardware Club had looked after the com- 
fort and pleasure of the visiting ladies. © 

TUESDAY LUNCHEON, JANUARY 206TH. 

The usual Weekly Luncheen will take place on 
Tuesday, January 26th, and an interesting speaker will 
be present and address the members on a live subject. 

LADIES’ WEDNESDAY AFTERNOON PARTY. 

On Wednesday afternoon, January 20th, the wives 
and daughters of the members of the Hardware Club 
together with guests enjoyed their regular bi-monthly 
party. Owing to the death of Mrs. E. A. Wilson’s 
mother on Tuesday, the former was prevented from 
being present and acting as hostess, so the social com- 
mittee took charge of the affair which went off with 
the usual success. 

Mrs. Paget won first prize while the booby prize 
was awarded to Mrs. Croff in the Bridge contest. In 
the Five hundred series Mrs. M. Wilson took first 
prize and Mrs. La Barre won the booby prize. 

Mrs. Simonds who had been a guest at several of 
the Wednesday afternoon parties had presented a 
large, beautiful fern to the ladies as a token of her 
appreciation and this was won in a drawing contest 
by Mrs. Croff. 

Miss Lawson entertained the ladies with a number 
of vocal selections and Mesdames LaBarre and Bill- 
ings renderec a duet in memory of Mrs. E. A. Wil- 
son’s mother. 

The next Wednesday afternoon party will take place 
February third with Mrs. G. W. Milligan. as hostess. 
The ladies are requested to be present not later than 
2:15 P. M. 

FRIDAY EVENING ENTERTAINMENT JANUARY 20. 

The Ladies’ Social Committee have arranged for a 
card party with refreshments to which the men are 
invited. These Friday evening parties have proved 
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very enjoyable and it is expected that a large number 
of the members of the club and their ladies will be 
present. 

EXHIBITORS AT CONVENTION DONATE MANY ARTICLES 
TO LADIES’ AUXILIARY. 


The Ladies’ Auxiliary of the Hardware Club were 
recipients of a large number of useful articles which 
were presented by the exhibitors at the hardware con- 
vention and by a number of Chicago firms who thus 
showed their appreciation of the good work which is 
being done by the Club. The committee who had 
charge of the solicitation was composed of Mesdames 
E. A. Wilson, Allan J. Coleman, John Schuberth and 
Fred Ruhling. 

The firms and their gifts are listed in the following: 


Allan J. Coleman, Chicago, Improved Suction and Force 
Cup with Brass Handle, Beauty Brush. 
E. A. Wilson, representing The Cleveland Stamping and 
Tool Company, three-piece set of “Lava Wear.” 
D. C. Purdy & Sons, Highland Park, Illinois, quart and 
half-pint can of Finish. 
Cochran Pipe Wrench Manufacturing Company, Chicago, 
Wrertsh. 
Cattaraugus Cutlery Company, Little Valley, New York, 
Pen Knife. 
Channell Chemical Company, Chicago, O-Cedar Mop. 
Schuchardt & Schutte, New York City, Folding Rule. 
Elliott Manufacturing Company, Warren, Illinois, Dish 
Pan. 
Chicago Grinder Company, Chicago, Grinder. 
Coulter Beegle Sales Company, Chicago, Family Saw. 
The MacLeod Manufacturing Company, Squeegee and 
Window Cleaner. 
Vaughan and Bushnell Manufacturing Company, Chicago, 
two Hammers. 
Kimball Dietrich Hardware Company, Elgin, Illinois, 
Small Oven. 
Lustre Manufacturing Company, A. J. Whyte, Mop. 
T. J. Bowler Hardware Company, Chicago, Scissors. 
The Standard Stamping Company, Marysville, Ohio, 
Fountain Spray. 
Crosby Manufacturing Company, Chicago, Squeegee. 
Wheeling Corrugating Company, Wheeling, West Vir- 
ginia, Double Roasting Pan. 
“Wear Ever,” Per J. B. Foley, Chicago, two-quart Rice 
Boiler. 
e W. H. Salisbury and Company, Chicago, 50 ft. Garden 
ose. 
George W. Trout, Chicago, four Plated Breast Pins. 
Heath & Milligan, T. G. Kraft. Chicago, gallon Sunshine 
Finish. 
E. Tressing and Company, Chicago, Punch. 
Kamfe Brothers, Razor. 
‘ Goshen Manufacturing Company, Goshen, Indiana, Lad- 
er. 
George M. Clark and Company, Chicago, Small Oven. 
Chicago Cycle Supply Company, Chicago, Lamp. 
Central Oil and Gas Stove Company, Gardner, Massa- 
chusetts, Oven. 
The Successful Merchant, Chicago, Food Chopper. 
The Silvex Company, New York, New York, six Coat 
Hangers. 
Kennedy Manufacturing Company, Chicago, Fishing 
Tackle Box. 
Wagner Manufacturing Company, Sidney, Ohio, Alu- 
minum Tea Kettle. 
National Hardware and Tool Company, H. B. Holman, 
Chicago, Mayonnaise Mixer. 
Aute Strap Razor Company, Chicago, Razor Strap. 
Bommer Brothers, Brooklyn, New York, Door Holder. 
Aluminum Sales and Manufacturing Company, Indian- 
apolis, Indiana, two-quart Coffee Pot. 
Bullard & Gormley Company, Chicago, Hatchet. 
C. G. Fleckenstein, Chicago, Dog Collar. 
Mechanics’ Tool Company, Rockford, Illinois, Eagle Claw 
Wrench. 
L. Gould and Company, Chicago, Basket. 
National Enameling and Stamping Company, Chicago, 
Royal Granite Roaster. 
» E. P. Johnson Rule Manufacturing Company, Pocket 
ule. 
Imperial Brass Manufacturing Company, Chicago, Smok- 
ing Stand. 
Rehm Hardware Company, Chicago, Duster and one 
quart Oil of Gladness. 
Corbin Cabinet Lock Company, Chicago, Mail Box. 
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George B. Carpenter and Company, Chicago, 200 feet 
Clothes Line. 

Norton Door Check Company, Chicago, Screen Door 
Check. 

Manhattan Electric Company, Mesco Flat Iron. 

Republic Metal Ware Company, Mr. Thompson, Chicago, 
one-half dozen Salt and Pepper Shakers. 

Toledo Cooker Company, Toledo, Ohio, Aluminum Ware. 

Eugene Dietzgen Company, Chicago, Steel Tape. 

Bonney Vise and Tool Works, Allentown, Pennsylvania, 
Wrench and Cuff Links. 

Robert M. Schrayer and Company, Chicago, Bread Box. 

The Reading Saddle and Manufacturing Company, T. H. 
Cranston, Representative, Chicago, a number of useful 
Kitchen Articles. 

George H. Beaudin, Representing J. Wiss & Sons, Chi- 
cago, two pairs Scissors. 

The Stanley Works of Illinois, E. R. Swift, Chicago, 
Camp Stool. 

Yale and Towne Manufacturing Company, W. A. Lock- 
wood, Chicago, Gem Box Lock. 

Allith Prouty Company, A. Vere Martin, Danville, Illinois, 
Jackson Screen Hinge. 

Martcross Company, A. Vere Martin, Chicago, Umbrella 
Clothes Bar. 

A. Vere Martin, Chicago, two Atha Hammers, two Ever- 
lasting Chisels. 

L. J. Mueller Furnace Company, A. P. Dease, Merchan- 
dise Certificate. ; 





MANHATTAN AND BRONX HARDWARE 
DEALERS HAVE INTERESTING 
DISCUSSIONS AT THEIR 
MONTHLY MEETINGS. 





Among the many interesting topics which have been 
discussed by the members of the Hardware and Sup- 
ply Dealers’ Association of Manhattan and Bronx 
Boroughs, New York, the following were taken up 
for consideration at a recent meeting: 

1. How can a dealer hold his customers in spite of 
unfair competition? 

2. In what position does an efficient salesman stand 
towards his customers? 

3. Could co-operative buying by the dealers be ac- 
complished, necessity compelling them to do so; con- 
sidering the activity of large mail order houses, office 
in the hat man, etc.? 

4. Of what assistance or benefit to the dealer is 
the jobber? 

5. What margin of profit would you consider fair 
on Starrett machine tools or other similar slow selling 
lines? 

6. Do you favor a straight salary basis or a salary 
and commission for your salesmen? 

7. What action can be taken by an association such 
as this to protect its members against unwise credit 
accommodation ? 

Secretary H. G. P. Nerge, 69 West 125th Street, 
New York City, states that the discussions hardly ever 
fail to bring out some practical solution of the par- 
ticular subject up for consideration. 

This is one of the many benefits which accrue to the 
members who take an active interest in their associa- 
tion. It is also one of the reasons why hardware deal- 
ers who are not active in association work or who are 
not members usually are not doing as well as those 
who give of their time and thought to improve condi- 
tions in general for their trade. 


o> 
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The man who butts in seldom gets any further. 
Before butting in it should be remembered that it is 
always much easier to butt in than butt out. 
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HEATING AND VENTILATING 








GIVES REASON FOR INEFFICIENCY OF WARM 
AIR HEATER AND TELLS HOW TO 
REMEDY DEFECT. 


In the January 16th issue of AMERICAN ARTISAN on 
page 43, Carl P. Berggren, of Peterson, Iowa, asked 
for assistance in solving a warm air heater problem 
the principal feature of which was that one of the 
warm air pipes was always cold. 

From Charles Smith, 70 West Lake Street, Chicago, 
the well known manufacturer of “Alamo” schoolroom 
heaters, AMERICAN ARTISAN is in receipt of the fol- 
lowing letter which explains the cause of the trouble 


, 


and gives a remedy: 
To AMERICAN ARTISAN: 

Mr. Carl P. Berggren, Peterson, Iowa, in his letter 
of January 9th regarding troubles with a warm air 
heater, first states the cause of the trouble and then 
gives the remedy. A cold air duct should not only be 
made large enough to supply sufficient air to the heater 
but so constructed that it will deliver the air. 

The cold air duct from the South is so constructed 
that it can’t carry air. A cold air duct should never 
be a part of two joints. Cold air will not move across 
a cold ceiling to a warm air heater, and when a cold 
air duct so built is for some unknown reason reduced 
for ten feet to less than half the area of the other part 
of it, of course it is worthless. 

When only inside air is supplied, the area of the cold 
air pipes should equal the area of the warm air pipes 
and the cold air pipes should be as short as possible, 
running on a straight line from cold air register to 
the warm air heater. 

The down draft of the warm air is because it is 
easier for the warm air to get away from the heater 
by way of the cold air duct rather than through the 
warm air pipes. 

If all warm air registers are open then there are 400 
inches of air pressing down on the heater and there is 
but about 200 inches of cold air duct to resist, as the 
south duct is useless. 

It is possible the 16 inch cold air pipes enter the cas- 
ing too high. The round cold air pipes should enter a 
cold air stub and this stub or shoe ought not to be over 
12 inches high, set two inches above bottom casing and, 
to secure sufficient area in this case, should be 36 
inches wide. A cold air duct so constructed will do 
the work. 


Mr. Berggren has said nothing about size or make 
of the warm air heater or location of registers. It is 
to be presumed they are satisfactory. 

Yours truly, 
CHARLES SMITH. 

70 West Lake Street, Chicago, January 14, 1915. 


AIR OZONATION. 


At a recent meeting of the American Society of 
Heating and Ventilating Engineers, Milton W. Frank- 
lin, of the General Electric Company, Schenectady, 
New York, read an interesting paper on. “Air Ozona- 
tion,” of which the following is an excerpt, only the 
part relating to ventilation being published: 


The subject of air ozonation may be divided into (1) 
ozone as an adjunct to ventilation; (2) destruction of odors 
from industrial plants such as glue factories, fertilizer plants, 
slaughter houses, fish marts, etc.; (3) adjunct to refrigeration 
in the practice of cold storage and food preservation. 


VENTILATION. 


The application of ozone to ventilation has attracted much 
attention recently owing to the publication of a multitude of 
conflicting opinions concerning its merits. This confusion is 
due to several circumstances. In general, the proponents of 
ozone have claimed too much and have advanced many con- 
tentions, either insufficiently supported or in the very nature 
of things unsusceptible of proof. On the other hand, the 
opponents of ozone have attacked these claims with great 
energy and often have gone so far as not only to deny ary 
usefulness whatever to ozone, but to positively affirm its harm- 
fulness and dangerous character. In many cases the attacks 
on ozone have been directed against imaginary claims that 
were never made and much of the evidence against ozone is 
based on laboratory experiments which bear little or no re- 
semblance to actual working conditions and therefore can 
scarcely be considered as authentic. 

A careful and unbiased investigation of all the evidence 
accessible in the extant literature in connection with the 
theory and principles of ventilation hygiene must result in the 
conviction that ozone, properly applied, is capable of ad- 
vancing greatly the art of ventilation and that it is incapable 
of harming persons exposed to its influence. 

At the Ninth Congress for Heating and Ventilating held 
in Cologne in June, 1913, two notable papers were read: one 
by Prof. Czaplewski and the other by L. Von Kupffer, which 
presented in great detail the present status of the question 
and which elicited the following comment from Dr. I. H. Reit- 
schel, the honorary president of the Congress: 

“ 3 * * We have heard with conviction that ozone 
has been used in numerous cases with the best of results for 
ventilating plants and that it can be used for such purposes; 
also that in the diluted state in which it is to be used it can- 
not be considered as being harmful. We shall, therefore, de- 
vote our undivided attention to ozone and its application for 
ventilating purposes.” 

The subject of ozone in ventilation was treated by the 
writer in a paper presented at the Fourth International Con- 
gress on School Hygiene, in which were described some ex- 
periments which demonstrated that many odors arising from 
organic sources were destroyed and not masked by ozone. 

1. The experiments described in this report show that 
ozonized air does not merely mask offensive odors of varied 
nature, but that it actually destroys them. 

2. It is shown that the odor of some common food mate- 
rials, onions, garlic and limburger cheese, are destroyed by 
ozonized air. 

3. The odors resulting from decayed raw food mate- 
rials, fish, eggs, meat and oysters, are destroyed by ozonized 
alr. 

4, The offensive odors of fertilizers are destroyed by 
ozonized air. 

5. Several definite chemical compounds which contribute 
to the odor of feces, perspiration of feet, rancid butter, sauer- 
kraut and limburger cheese: namely, skatol, valerianic acid 
and butyric acid, are also destroyed by ozonized air. 

6. The persistent odor of tobacco smoke as absorbed by 
the clothing is destroyed by ozonized air and the yellow color 
produced by blowing smoke through cloth is bleached by 
ozone. 

According to the modern theory of ventilation, the only 
baneful factors in “vitiated” air are heat, moisture and odors. 
If the air is stagnant and motionless its power to absorb heat 
and water is not utilized fully: hence, a fan which circulates 
the air generally adds much to the comfortableness of a 
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,oorly ventilated space. The ancient beliefs that excess car- 
honic acid gas and deficit of oxygen accounted for the dis- 
tress attendant upon inadequate air supply have been dis- 
pelled by the published labors of Halldane, Hill, Pfluegge, and 
thers. It has been shown that in the worst cases the avail- 
able oxygen is far in excess of the demand and that CO is 
harmless in the concentrations likely to be met. The convic- 
tion once prevalent that organic “crowd poisons” were the 
cuilty factors likewise has been abolished. Billings, Mitchell 
and Bergey have added much to the knowledge of this aspect 
of ventilation. The most recently demolished belief was that 
bacteria existed as a menace in rebreathed air. The works of 
Pfluegge, Chapin, Doty, and of Winslow and Robinson, have 
fairly disproven this contentior. 

The modern practice of ventilation, then, clearly is con- 
cerned only with absorbing the almost invariable quantity of 
heat produced per capita of room occupants, of removing the 
moisture transpired, and of destroying the odors generated 
and which are due to the presence of people, animals and or- 
ganic substances, including foodstuffs, especially when in a 
state of putrefaction. 

HEAT AND MOISTURE ABSORPTION. 


Heat and moisture absorption have received weighty con- 
sideration from the engineering profession and may readily 
be accomplished with accuracy and certainty in any given set 
of conditions. Odor elimination, by no means the least im- 
portant, may be accomplished best through the agency of 
ozone, 

Supplying too great an amount of air in a ventilating sys- 
tem constitutes an engineering and hygienic error as well as 
does supplying too little air. Correct engineering practice 
consists in accomplishing an end in the least costly manner 
compatible with correct performance of function; and too 
much air means dangerous drafts. waste, and inefficiency. 
Ozone renders possible the elimination of odors which often 
cannot otherwise be removed at all, or possibly only by the 
providing of a prohibitive excess of air with the attendant 
probability of drafts and low economy. But, primarily, ozone 
is most useful in those myriad instances where idealized ven- 
tilation systems are simply beyond the question. In these all 
too numerous though unfortunately inevitable places, where 
perfect ventilation is impossible, ozone will produce a condi- 
tion of the air unattainable by any other known means. It 
imparts a freshness and “tang” to the air, rendering it com- 
parable with that in the most favored natural localities. 

It remains then only to know that ozone is inoffensive 
and incapable of harming persons breathing it, in such quan- 
tities as are used in ventilation, before justifying and recom- 
mending its use. 

Cramer stated at the Frankfurt Congress for Heating 
and Ventilating: 

“In earlier times we assigned to ozone a poisonous influ- 
ence on animal organisms, while recent investigations have 
shown that the ozone is poisonous only when made chem- 
ically and not pure. A mixture of chemically pure ozone with 
atmospheric air, can, if the percentage of ozone is not too 
concentrated, never hurt an organism, as statements from 
doctors and scientists show. Only in very concentrated form 
does it attack the lining of the mucous membrane.” 

No single instance of harm to a person from the proper 
use of ozone in ventilation has been recorded, but on the con- 
trary, all adverse opinions have been deduced, by inference, 
from laboratory experiments performed with very high con- 
centrations, while all efforts to produce harm experimentally 
with weak ozone have failed. Jordan and Carlson report that 
twenty-six animals, exposed for fourteen days, during nine 
hours each day, to concentrations high enough to cause irri- 
tation of the eyes and nose, suffered no ill effect whatever. 
Hill cites the cases of the numerous workers in the London 
underground tubes, who have shown no ill effect in three 
years. Gminder cites the unharmed workers in the spinning 
mills at Reutlingen. Erlwein says: 

“It is a fact at any rate that there have never been proven 
cases of sickness of a serious character due to breathing 
ozone air. Special attention is called to a large water ster- 
ilization plant operating for more than ten years, where the 
working force is constantly moving in an atmosphere which i is 
more strongly mixed with ozone than is ever found in actual 
ozone ventilation installations. There has never been a case 
where these persons have been forced to be on sick-leave due 
to the high ozone concentrations in the plants.” 

Numerous similar instances of prolonged proper use of 
ozone without a single complaint are today in existence. 
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WARM AIR HEATER THAT BURNS ALL 
GRADES OF COAL 





A warm air heater that will burn all grades of soft 
coal economically and give an abundance of heat 
should be an easy proposition to sell, and it is the claim 
of the manufacturers of the “Excelsior” down draft 
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smokeless warm air heaters that this description fits 
their product in every respect. The “Excelsior” warm 
air heater was exhibited and greatly admired by the 
visitors to the Illinois Hardware Show in the Coli- 
seum during the week of the convention of the Illinois 
Hardware Association, and the salesmen representing 
the Excelsior Steel Furnace Company, Chicago, mak- 
ers of this warm air heater, were kept busy showing 
the various important features of this high-grade heat- 
ing apparatus. 


WHO CAN SOLVE THIS RANGE BOILER 
PROBLEM ? 





To AMERICAN ARTISAN: 
As we read AMERICAN ARTISAN religiously, we see 
that you have solved one kitchen range boiler trouble, 


Soft Water Tank This is all 3/4" pipe con- 
11/2 Pt. Above nections. 


Kitchen Boiler 


AA 


= 


a, 







The pounding seems to be 
there or in the coil 
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Hot Water to eee, 








Cellar About 9 Ft. Deep 

























Cold to Sink 


This does not pound when the Furnace is 
working alone but the minute you light the 
fire in the range,it sterte and it sounds 
like a chech valve. 

Purnace 






Diagram of Pipe Connection in Range Boiler. 


so if you will kindly take a crack at this one which 
“has got our goat” we shall appreciate it. 

The accompanying sketch will tell you more than I 
can write. The way it is connected works all O. K. 
when we put on the city pressure, but the minute you 
shut it off and turn on soft water, it sounds like a 
check valve. Also when we light the fire in range it 
starts to pound. Kindly advise us as soon as possible 
how this trouble can be remedied. 

Lee H. JEFFRIES, 
Lee RADKIE HARDWARE COMPANY. 
3araboo, Wisconsin, January 16, 1915. 
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OMAHA WARM AIR HEATER DEALERS 
ENTERTAINED AT BANQUET. 


The Standard Furnace and Supply Company, 
Omaha, Nebraska, entertained its customers in the 
Omaha district with a banquet at the Paxton Hotel on 
Thursday, January 14th, a number of guests being 
also invited from neighboring Iowa and Nebraska 
cities. Fred L. Nesbit, president of the Company, 
acted as toastmaster and among others introduced 
John H. Hussie, chairman of the Warm Air Heater 
Committee of the National Sheet Metal Contractors’ 
Association, who spoke on the work of his Associa- 
tion in promoting the interests of the warm air heat- 
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ing trade. This was the second annual meeting of this 
character and every one at the banquet expressed the 
opinion that such gatherings were a benefit to the 
trade, and that preparations are being made for a 
greatly increased business in 1915. 





AMERICAN SOCIETY OF HEATING AND 
VENTILATING ENGINEERS HOLD 
ANNUAL MEETING. . 





The twenty-first annual meeting of the American 
Society of Heating and Ventilating Engineers was 
held January 19, 20, 21 and 22, in the Engineers’ So- 
cieties Building, 29 West 39th Street, New York City, 
with a large attendance. 

The sessions were held as follows: 

Tuesday, January 19th, 3 P. M.: Meeting for or- 
ganization, attended by the New York City members. 

Wednesday, January 20th, 10 A. M.: Registration 
and reception to delegates from other cities and their 
ladies. At 2 P. M. a professional session was held. A 
luncheon party was given for the ladies. A social re- 
union was held at 7 P. M., and a professional session 
at 7:30 P. M. 

Thursday, January 21st, 10 A. M.: Professional 
session. A shopping tour, with luncheon party and 
concert for the ladies. At 2 P. M. a professional ses- 
sion. The annual dinner was held at 7 P. M. in Mc- 
Alpin Hotel. 

Friday, January 22nd, 10 A. M.: Professional ses- 
sion. 

At the Wednesday afternoon session the reports of 
the officers, and council of the various committees were 
read, after which the election of officers took place. 

A number of very valuable papers were read dur- 
ing the professional sessions, some of which were, 
“An Experiment with Ozone as an Adjunct to Ven- 
tilation,” by A. M. Feldman; “Studies in Air Cleanli- 
ness,” by D. D. Kimball and George T. Palmer; 
“Study of Heating and Ventilating Conditions in 
Large Office Buildings,” by Professor C. E. A. Win- 
slow ; “Experiments on the Ventilation of Residences 
in Summer,” by Professor J. W. Shepherd; “Recir- 
culating of Air in a Minneapolis School Room,” by 
Professor Frederic Bass; “Some Phases of Room 
Heating by Gas Burning Appliances,” by G. S. Bar- 
rows; “Rational Methods Applied to the Design of 
Warm Air Heating Systems,” by Roy E. Lynd. 
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WRITE FOR THIS BOOK ON WARM AIR 
HEATERS. 








The new catalog of “Laurel” warm air heaters, bear- 
ing number 29, has just been published. In it are 
shown and described in detail the various warm air 
heaters manufactured by the Art Stove Company, 
Detroit, Michigan, together with photographic repro- 
ductions of many of the more important parts of 
same. For this reason every installer of warm air 
heaters should make it a point to have one of these 
very finely printed and highly instructive catalogs in 
his business library. With the “Laurel” catalog at 
hand he can give far better information to possible 


customers and is, therefore, in position to make a 
much more effective demonstration and selling talk 
than the man who is not so well equipped and forti- 
fied with specific and definite instruction as to the 
salient features of “Laurel” warm air heaters. The 
Art Stove Company, Detroit, Michigan, will gladly 
furnish catalogs and further particulars to dealers and 


-installers- who will write for them. 
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OAKLAND FOUNDRY ‘COMPANY AND H. F. 
FIX HEATING AND VENTILATING 
COMPANY CONSOLIDATED. 








Under the name of the Oakland Foundry Company, 
the H. F. Fix Heating and Ventilating Company, St. 
Louis, Missouri, and the Oakland Foundry Company, 
Belleville, Illinois, have been consolidated. The latter 
has for many years manufactured the warm air heat- 
ers for the former company, and the plant in Belle- 
ville will be enlarged. The St. Louis office of the new 
company will be at 1522 Olive Street, the former ad- 
dress of the H. F. Fix Heating and Ventilating Com- 
pany. G. A. Wells, it is expected, will take over the 
retail heater and fitting business for local trade. The 
Oakland Foundry Company will continue to feature 
the Z-ro King all cast warm air heaters. 

HOW ELECTRIC FAN WILL HELP ROOM 

HEATED BY RADIATORS. 








The following query recently appeared in the “How 
to Keep Well” department of the Chicago Tribune 
which is conducted by Dr. W. A. Evans: 

“Your scheme of using an electric fan to force air 
against a steam radiator and thus improve the room 
heating is great. I hope you will repeat the suggestion 
often enough for everybody to learn the trick.” 

Dr. Evans’ answer follows: 

“The method is simple. Place an electric fan where 
it will drive air against the radiators. The purpose is 
to force the warm air from the radiators to the cold 
portions of the room. It is especially serviceable un- 
der such circumstances as the following: 

“If when the thermometer registers high the occu- 
pants complain of having cold feet, or “of being cold,” 
or if some of the occupants are too cold and some too 
warm.” 
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The marriage of Miss Elvia Zabriskie and Mr. Rus- 
sell T. Bailey, both of Brooklyn, New York, took place 
on Wednesday, January 20th, at the home of the 
bride’s mother, Mrs. Cornelius Zabriskie, in Brooklyn. 
The bridegroom is assistant general manager of the 
Tuttle & Bailey Manufacturing Company, of New 
York City, and has been connected with that company 
since graduating from Yale in the class of 1905. Both 
Mr. and Mrs. Bailey are extended congratulations 
from a large circle of friends. On their return from 
a honeymoon spent in the Bahamas the couple will 
take up their residence in Brooklyn. 
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There is a good deal to be learned before a man can 
step behind the counter and sell a customer something 
that does not suit at first sight. 
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PRACTICAL HELPS FOR THE 
TINSMITH 





a 








DOUBLE PITCHED OR GABLE SKYLIGHT. 





BY 0. W. KOTHE. 

Where openings in roofs are of the moderate size, 
for instance considerably longer than wide, then gable 
skylights similar as shown in the sketch are used. 
They are cheaper and in many instances answer the 
purpose equally as well as the hipped skylight. A 
ventilator is often planted on the top and at 
other times an elbow is attached to the gable 
end as here shown. 

To lay out this 
skylight, first draw 
the line 2’-2” of sec- 
tional elevation to 
the desired pitch and 
then draw the sec- 
tion for common bar 
“A” to the desired 
size, after which ex- 
tend lines both ways 
indefinitely. Now 
draw the ridge sec- 
tion “B” and also 
the lower curb “C” 
at a convenient ‘ 
place so as to fit in 
the lines drawn 
from “A.” This is 
all that is necessary 
for the patterns of | 
the common bar and 
half of the gable 
end. For the pat- 





VENTILATO! 





PATTERN FOR VENTILATOR 

















PATTERN FOR 
SDE CURB 
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out by picking the stretchout from “E” and stepping 
it off below the sectional elevation as shown and then 
dropping lines from all points in curb “C” which es- 
tablishes points A’-B’-C’, etc. This gives you the pat- 
tern for the miter part of curb and above the line 
A-A’ add the elevation of sectional elevation begin- 
ning with 4” as the corner A’ in pattern for gable 
end; this gives you that offset, and the dotted slant 
line can be used for lap. Should it be the desire to lay 
out the pattern for capping then simply draw the 
section for capping 
as shown by com- 
mon bar and ridge 
bar sections “A” 
and “B.” The 
pattern is then 
laid off by pick- 
ing the stretchout as 
m-n-o and stepping 
it off as shown and 
then projecting lines 
into stretchout thus 
giving you the pat- 
tern for capping as 
required for pattern 
for common bars to 
miter on the ridge 
/ bar capping. The 
ridge bar “B” re- 
quires no pattern as 
the ends are straight 
and merely soldered 

to the gable ends. 
PATTERN FOR GABLE END To lay out the 
ventilator “F” the 


c a 

















tern of common bar 
“A” pick the stretch- 





same method is used 
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out from this sec- 


git as for a square el- 








tion as I-2-3-4, etc., 
and step it off on a 
line drawn at right angles as 1’-1” as shown by I-2-3- 
4, etc. 

Through three points draw stretchout lines indef- 
initely, and from all points in the ridge “B” and the 
lower curb “C” extend points into stretchout, thus cut- 
ting lines of similar number as in points 1’-2’-3’, etc., 
and 1”-2”-3”, etc., which gives you the points to draw 
lines through and finishes the pattern for common bar. 

Next draw the side view through end, thus show- 
ing the curb and the half bar “D” and also the ventila- 
tor “F” and “H.” For the pattern of the lower curb 
“C” ; pick the stretchout as a-b-c, etc., from “C” and 
step it off on a vertical line drawn below side view 
of end as a to k, as shown. From these points draw 
stretchout lines and then drop lines from points in 
curb into stretchout and you have the pattern for the 
side curb “C.” The pattern for the gable end is laid 


Development of Patterns for Gable Skylight. 


bow; so first draw 
the half section “G” 
and divide in any number of equal spaces. From these 
points drop lines in the miter line and then step off 
the stretchout for pipe as H-J, and drop stretchout 
lines indefinitely, after which extend lines over from 
all points in miter line to the stretchout, thus cutting 
lines having similar number, which gives you points 
to trace the miter line in stretchout and finishes the 
pattern for ventilator elbow. To lay out the hood for 
ventilator “H”; set dividers to the slant height R-T, 
and using any place as R’ as center strike the circle, 
and then step off the circumference which is 3.14 
times the diameter 7-S and establishes points T-S in 
pattern. Allow lap for seaming or riveting and you 
have the pattern for hood finished. The ventilator 
can be attached to the gable and similar as shown by 
the detail “F,” and for all other patterns laps must 
be allowed as required for a special purpose, thus fin- 








48 
ishing all patterns as required for the gable skylight 


shown in sketch. 


THIS MACHINE WILL DO THE WORK BETTER 
QUICKER AND AT LESS EXPENSE. 








The shop which lays claim to be able to take care of 
the many various sorts of jobs which are now of com- 
mon occurrence in connection with the largely in- 
creased use of iron and steel in building construction, 
as well as shops which cater to many other trades, 
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should have a speed lathe in order to give the best pos- 
sible service. 

The great variety of work that can be done on one 
of these lathes, an illustration of which is shown here- 
with, makes it an almost indispensable tool in every 
workshop where articles of metal, wood, or almost 
any other material are used and it can be used in many 
cases where formerly it was necessary to em- 
ploy special and costly machinery, as it is suitable for 
heavy duty as well as for accurate and delicate work. 
The speed lathe which is shown in the accompanying 
illustration can be operated from a countershaft, or 
from a lineshaft, or directly from a motor. It is also 
supplied, when so desired, with slide rests, chucks, 
arbors or saw tables. Further information about this 
exceptionally useful machine may be obtained by writ- 
ting to Leiman Brothers, 62 John Street, New York 
City, for their new catalog which fully describes and 
illustrates their speed lathe, and which also enumerates 


some of the many uses to which it can be put. 
______e-9-s—_ 


SHEET METAL WORKERS OF FRISCO RAIL- 
ROAD MEET IN ST. LOUIS. 


The sheet metal workers of the Frisco Railroad met 
in convention at St. Louis, Wednesday and Thursday, 
January 20 and 21. The organization has been in ex- 
istence three years and has for its purpose the im- 
provement of the craft, especially as applied to the 
railroads. C. C. Chumley, Springfield, Missouri, is 
the secretary. 


UNIQUE CALENDAR FROM GEROCK 
BROTHERS MANUFACTURING 


COMPANY. 





One of the most unique and striking calendars that 
has ever been presented to AMERICAN ARTISAN is the 
one which the Gerock Brothers Manufacturing Com- 
pany, St. Louis, Missouri, are distributing to sheet 
metal contractors. The imprint of the company, to- 
gether with an outline of the many varied articles in 
architectural sheet metal work appears on a large 
heavy cardboard mat in dull green, to which is at- 
tached a reproduction of a tinsmith’s furnace stamped 
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out in tin and enameled in dull colors. Two brownies 
are shown beside the furnace operating a tinner’s 
shear and a soldering iron. It is worthy of mention 
that the company has been in existence since 1862. 
so that it is over fifty years “young.” Sheet metal con- 
tractors who desire one of these decidedly attractive 
calendars should write to Gerock Brothers Manufac- 
turing Company, 1252-58 South Vandeventer Avenue, 
St. Louis. 


+. 





TRADEMARK REGISTERED FOR 
VENTILATORS. 





Under serial number 82,212 patent rights have been 
granted John C. Kernchen, Chicago, Illinois, for the 








trademark shown herewith. The particular descrip- 
tion of goods is ventilators. The applicant claims use 
since January 15, 1912, and the claim was filed Octo- 
ber 27, 1914. 
PLANS WELL ON WAY FOR NATIONAL 
CONVENTION OF SHEET METAL 
CONTRACTORS. 








H. W. Michael, Denver, Colorado, trustee of the 
National Association of Sheet Metal Contractors, who 
is in charge of arrangements for the annual convention 
of the Association which is to be held in June at 
Denver, has plans well in hand. The exhibit will be 
housed in the Auditorium and the headquarters are to 
be either at Hotel Albany or at the Brown Palace. 
The Denver Local of the Sheet Metal Contractors’ 
Association is arranging for a splendid program of en- 
tertainment for the delegates, visitors and their ladies, 
and promises that the coming convention will go down 
in history as the best convention the Association has 
ever had. 


SHIP CARLOAD OF BRAKES TO EXPOSITION 








Dreis & Krump Manufacturing Company, 2909 
South Halsted Street, Chicago, on January 2oth 
shipped an entire carload of their Chicago Steel Bend- 
ing Brakes to San Francisco. These machines will 
be exhibited in Block 14 of the Machinery Palace at 
the Panama-Pacific International Exposition which 
opens in San Francisco on February 20th. The ship- 
ment consists of a standard 8-foot and a 10-foot Cor- 
nice Brake, a 3-foot Box and Pan Forming Brake 
and a 12-foot Power Brake with a capacity of 34-inch 
plate. The latter machine weighs 36,000 pounds and 
is operated by a 15 horsepower electric motor. All 
the machines will be shown in actual operation during 
the exposition. Their exhibit will be in readiness on 
the opening day and will be in personal charge of H. 
C. Dreis, president, and E. J. Dreis, secretary of the 
company, who are already on the coast arranging the 
details of the exhibit. 
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REEVES MANUFACTURING COMPANY BUYS 
BUSINESS OF OHIO STOVE PIPE AND 
MANUFACTURING COMPANY. 


The Reeves Manufacturing Company, Canal Dover, 
Ohio, has bought the business of the Ohio Stove Pipe 
and Manufacturing Company, New Philadelphia, 
Ohio, including patents, stock, equipment and good 
will, and has thus greatly increased its facilities for 
serving the trade. The products on which the com- 
pany will specialize-are “Smith’s Improved Double 
Lock” and “Ohio Lock” stove pipes, as well as elbows, 
also flat sheets and formed roofing. 
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WHO MANUFACTURES “IDEAL”’”’ SASH 
FASTENER ? 


To AMERICAN ARTISAN: 
Can you tell us who manufactures the “Ideal” sash 
fastener, bearing the name of C. H. Congon? 
BIDDLE PuRCHASING COMPANY. 
208 South La Salle Street, Chicago, January 22, 


1915. 
———- ome 


NOTES AND QUERIES. 





“EASY” BOLT CLIPPER. 
From Carl Burgeson, 5959 West Chicago Avenue, Chi- 
cago, Illinois. 

Kindly tell me where I can purchase an “Easy” Bolt 
Clipper. 

Ans.—H. K. Porter, Everett, Massachusetts. 

SINGLE REGISTER FURNACE. 
From G. A. Huyck, Caledonia, M:ch. 

Please tell me who manufactures single register fur- 
naces. 

Ans.—American Bell and Foundry Company, North- 
ville, Michigan; Monitor Furnace Company, Cincin- 
nati, Ohio, and Homer Furnace Company, Homer, 
Michigan. 

ENAMELED STEEL RANGES. 
From Meier Brothers, Henry Illinois. 

Can you give us the addresses of firms making stee! 
ranges that are enameled either blue or white on the 
outside? 

Ans.—Schneider and Trenkamp, Division of Amer- 
ican Stove Company, Cleveland, Ohio; Trenkamp 
Stove and Manufacturing Company, Cleveland, Ohio, 
and Ringen Stove Company, Division of American 
Stove Company, 825 Chouteau Avenue, St. Louis, Mis- 
souri. 

ALUMINUM VACUUM BOTTLE. 
From E. C. Saecker, Lake Mills, Wisconsin. 

Can you tell me who makes an aluminum vacuum 
bottle? 

Ans.—Icy-Hot Bottle Company, Cincinnati, Ohio. 

TANK WATER HEATER. 
From William Thomson, Reading Stove Works, 64 North 
Second Street, Philadelphia, Pennsylvania. 

Kindly give us names of manufacturers of tank 
water heaters. 

Ans.—George M. Clark and Company, Division 
American Stove Company, 179 North Michigan Ave- 
nue, Chicago, Illinois; Fuller and Warren Company, 
Troy, New York; Lord and Burnham Company, 30 
East 42d Street, New York City; Ringen Stove Com- 
pany, Division American Stove Company, 825 Chou- 


teau Avenue, St. Louis, Schneider and Trenkamp Com- 

pany, Division American Stove Company, Cleveland, 

and Oakland Foundry Company, Belleville, Illinois. 
KEY DUPLICATING ‘MACHINES. 


From the Biddle Purchasing Company, 208 South La Salle 
Street, Chicago, Illinois. 


Please give us names of firms making key duplicat- 
ing machines. 

Ans.—Corbin Cabinet Lock Company, New Britain, 
Connecticut, and Gussman Key Cutting Machine Com- 
pany, 1 Madison Avenue, New York City. 

METAL CLOTHES LINE REEL. 
From Meier Brothers, Henry, Illinois. 

Please tell us who makes metal clothes line reels. 

Ans.—Adams Company, Dubuque, Iowa; Brayton 
Manufacturing Company, Milwaukee, Wisconsin, and 
Republic Manufacturing Company, Milwaukee, Wis- 
consin. 

“WILLIS” VENTILATORS. 
From John A. Pontius, 114 Castle Street, Geneva, New 
York. 

Can you tell me who makes the “Willis” puttyless 
skylight and ventilators? 

Ans.—Willis Manufacturing Company, Galesburg, 
Illinois. 

ADDRESS OF ANDREWS HEATING COMPANY. 
From The Markham Air Rifle Company, Plymouth, Mich- 
igan. 

Can you give us the address of the Andrews Heat- 
ing Company making steam boilers for heating? Also 
names of other firms making tubular steam boilers. 

Ans.—Andrews Heating Company, 203 Hennepin 
Avenue, Minneapolis, Minnesota. Other firms making 
tubular steam boilers are American Radiator Com- 
pany, 820 South Michigan Avenue, Chicago, Illinois ; 
3oynton Furnace Company, New York City ; Kewanee 
Boiler Company, Kewanee, Illinois; Monroe Foundry 
and Furnace Company, Monroe, Michigan, and Rich- 
ardson and Boynton Company, New York City. 

ALUMINUM SOLDER. 
From Ig. Koerner, Du Quoin, Illinois. 

Please give me names of manufacturers of alum- 
inum solder to be used with a regular soldering copper. 

Ans.—Gardiner Manufacturing Company, 4533 
Payne Avenue, Cleveland, Ohio; J. Eaton, 4512 Colo- 
rado Avenue, Chicago, Illinois; City Brass Foundry 
Company, Cleveland, Ohio, and More-Jones Brass 
Metal Company, St. Louis, Missouri. 

GALVANIZED IRON SILO. 
From Hobson and Cushman, Clarksville, Tennessee. 

Kindly give us names of manufacturers of galvan- 
ized iron silos shipped knocked down. 

Ans.—Bielenberg Sheet Metal Works, Elgin, IIli- 
nois; Central Unadilla. Silo Company, Beaumont, 
Texas ; Louisville Silo Company, Louisville, Kentucky, 
and Perfection Metal Silo Company, Topeka, Kansas. 
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C. E. Laws succeeds John Humphreys as a repre- 
sentative of the Peck, Stow and Wilcox Company, 
Southington, Connecticut, in Pennsylvania and part 
of New Jersey. Mr. Humphreys has recently retired 
from active work after twenty-five years’ service with 
the Peck, Stow and Wilcox Company. Mr. Laws is 
an experienced hardware man, having learned the re- 
tail end in his uncle’s store in New Jersey and later 
on being a successful traveling salesman for the Sim- 
mons Hardware Company. 
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WEEKLY REPORT | 
OF TRADE AND THE MARKETS 





CONTINUED ADVANCES IN NEARLY ALL 
LINES FEATURE METAL MARKET. 





The metal market has been decidedly active during 
the week and practically every branch shows not only 
firmness but advances in prices. This is due probably 
to the placing by the railroads of orders for large 
quantities of rails and other equipment such as cars 
and bridge material. The Lake Shore railroad has 
contracted for an unusually large tonnage of bar iron 
to be delivered during the first six months of the year 
and the Pennsylvania railroad has awarded trial or- 
ders for steel rails to a number of mills the result of 
which will determine how and where the year’s re- 
quirements of 170,000 tons will be placed. The Santa 
Fe has ordered 3,000 cars. The Chicago, Burlington 
and Quincy has placed orders for 15,000 tons of steel 
rails and the Mobile and Ohio has asked for bids on 
material for a 20,000 ton bridge across the Ohio river 
at Cairo, Illinois. Other orders comprising mostly 
structural material have been ‘placed by the Lacka- 
wanna, the Atlantic Seaboard Line and other eastern 
railroads. 

Another explanation of the advances in the domes- 
tic market is that there has been a very noticeable 
firming of conditions in London, England, so far as 
the metal situation is concerned, and practically all 
quotations have gone up in that market. There are 
those who claim that this was caused by the growing 
feeling that in the very near future “something” will 
occur which will bring the war to a sudden end. 

The following significant statement by James A. 
Farrell, president of the United States Steel Corpora- 
tion, is worthy of more than passing interest for it in- 
dicates that the buyers—both financially and indus- 
trially—have made up their minds that this country 
from now on must take a far greater interest in for- 
eign commerce than has hitherto been the case, and 
when the results of this greater interest once are be- 
ing realized, then there will be more of a leeway for 
manufacturers who will not have to depend solely, or 
very largely, on domestic consumption: 

“A significant sign of the times is the increased 
activity of a considerable number of those who, in a 
relative sense only, and for lack of a better term, may 
be described as smaller manufacturers and merchants. 
The future welfare of our foreign trade, from a na- 
tional standpoint, largely depends upon the participa- 
tion in it of an increasing number of industries. Many 
business men, hitherto engaged exclusively in domes- 
tic trade, are investigating foreign markets as a pre- 
liminary to extending their business. 

“A substantial number of new American foreign 
trading and commission houses have been established, 
and the mails bring evidence of the activity of a 
larger number of American merchants resident abroad 


and importing into their respective markets American- 
made goods. Manufacturers, as never before, are rec- 
ognizing that basic equipment for foreign trade in- 
terests depends on the adaptability of product to for- 
eign needs and its production and sale at a price which 
can meet competition. 

“The Federal Reserve act has opened the way for 
our oversea traders to obtain purely American bank- 
ing facilities in distant markets, and enables banks ex- 
tending them accommodations to rediscount their bills 
in this country. Already the establishment of these 
branches has begun, and foreign bills are being ac- 
cepted by a larger number of banks and trust com- 
panies than heretofore.” 


STEEL. 

In the far eastern,the steel mills and agencies re- 
port an improved feeling which is reflected in the 
number and sizes of the inquiries, orders and specifica- 
tions for finished steel. According to several selling 
interests, there are indications that prices on bars, 
shapes and plates may advance another dollar a ton 
during February. In the Chicago district, sellers re- 
port that new orders and specifications are consider- 
ably in excess over the business during the latter part 
of 1914. They also state that there is cause for en- 
couragement in the fact that practically all orders are 
accompanied by specifications and urgent directions 
for immediate shipment. This, they say, indicates that 
consumers are buying only for immediate needs, which 
shows that their stocks are at a very low point, and 
when the heavy buying movement once starts, there 
is every probability that those who are now hanging 
back and hesitating in placing orders, will find them- 
selves waiting for supplies when they need them badly. 
The 1.29 cent Chicago mill price continues as the 
standard quotation and the market may be character- 
ized as firm at this figure. 





COPPER. 

The copper market has continued strong and elec- 
trolytic is held firm at 13.87% cents. The demand from 
Europe is said to have increased during the.past four 
weeks and unfilled contracts are estimated at 100 mil- 
lion pounds. One agency is reported to have re- 
fused an additional order of 20 million pounds 
from Russia after having sold 25 _ million 
pounds to the same nation, giving as a reason that its 
supply for five months ahead has been exhausted. 
Domestic demand has also improved and with the ex- 
pectation that the wire and electrical companies will 
soon have to enter the market for their home needs, 
there is every reason to look for a continued firmness 
of the market. The New York Metal Exchange quotes 
the following prices: Electrolytic, 13.87% cents; 
Prime Lake, 13.80 to 14.00 cents; Casting, 13.50 to 
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13.60 cents. The Chicago quotation for sheet copper 
is 1834 cents, base, an advance of %4 cent per pound. 





TIN. 

The pig tin market is not particularly active, but 
prices are firm and in some cases as much as 34.15 
cents was asked for spot delivery of five tons, f. o. b. 
New York. Arrivals during the week amounted to 
625 tons, while the month’s receipts up to January 2oth 
total 1,310 tons. The New York Metal Exchange 
quotes the following prices: in five ton lots, 33.65 to 
34.15 cents, and 33.50 to 34.25 cents for 25 ton lots, 
spot delivery. The Chicago market shows a corre- 
sponding advance of 3% cent per pound, the new 
prices being, pig tin, 37!4 cents and bar tin, 38% 
cents. Chicago prices on solder have been advanced 
a % cent, as follows: XXX Guaranteed, % & Y%, 22 
cents; Commercial, %4 & 1%4, 20% cents; No. 1 Plumb- 
ers, 19 cents. 


TIN PLATE. 

The tin plate plants in the Pittsburgh district are 
operating at almost full capacity. Specifications against 
contracts are coming out in heavy volume and indi- 
cations are that the mills will continue busy during the 
remainder of the season. Prices show no change, th¢ 
basic quotations being $3.10 per box. 


LEAD. 

The lead market is rather dull, because there is no 
considerable demand for domestic consumption, but 
there are signs that a gradual revival will soon show 
itself owing to the requirements of the electrical in- 
dustries as well as those of the white lead manufac- 
turers who are commencing to show some interest in 
the market. The New York Metal Exchange makes 
the following quotations: 3.65 cents to 3.75 cents, f. o. 
b. New York, with East St. Louis, 3.50 to 3.60 cents. 
The Chicago quotations are, American pig, 3.90 cents; 
bar, 4.40 cents. 


WIRE PRODUCTS. 

Demand for wire nails, plain wire and barbed wire 
for foreign shipment continues heavy, but so far as 
domestic consumption is concerned, most of the busi- 
ness was taken care of before the recent advance of 
a dollar a ton. In the Pittsburgh district, the ruling 
prices are $1.55 a keg for nails and $1.35 for plain 
wire but these are being quoted only for 60-day de- 
livery, f. o. b. mill. 


SPELTER. 

The spelter market continues strong with advanced 
prices owing to the heavy buying for export, and the 
gradual improvement in the galvanized industry and 
the advance in sheet zinc have also tended to stiffen 
the position of the smelters, so that they are rather 
holding back instead of offering to sell. The New 
York Metal Exchange quotes as follows: Prime vir- 
gin spelter, 6.10 to 6.20 cents, f. o. b. New York for 
spot delivery, with 5.95 to 6.00 cents at St. Louis. The 
Chicago price on spelter in slabs is 614 cent, and sheet 
zinc has also been advanced, the new quotation being 
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$9.50 for cask lots and $9.75 to $10.25 for less than 
cask lots. 


PIG IRON. 

The pig iron market continues somewhat dull in 
practically all the producing centers. Inquiry con- 
tinues in moderate volume and bookings are being 
made at a fairly steady rate each week, but so far 
there has not been any decided buying movement. I» 
the Chicago district, prices continue steady on the 
basis of $13.00, Chicago furnace for Northern No. 2 
A number of idle furnaces have returned to the active 
list and thus increased the productive capacity con- 
siderably. In the far eastern territory, producers are 
reporting a moderate improvement in shipments with 
a quiet market and comparatively few sales. The Bir- 
mingham district reports a slight stiffening in prices 
although sales do not appear very large. Southern 
iron makers are holding out for at least $10.00 f. o. b. 
Birmingham for No. 2 Southern Foundry. 





Rogers, Brown and Company’s Market Report, Cin- 
cinnati, Ohio, January 22, 1915: 

The first three weeks of the year have not produced any 
unusual features in the iron and steel trade. Some branches 
are prospering more than others; pig iron continues quiet. 

There appears to be an increase in melting by certain 
consumers and shipments on contracts are keeping up well. 
What irregularity there is in prices is due to each case being 
considered separately and each furnace looking at the matter 
from its own point of view. It is stated that reports of cut 
prices recently made on large sales in the Buffalo and Eastern 
territories are without foundation. 

Conservative improvement is reflected in various direc- 
tions. Reports from the East indicate that in recent trade 
meetings which have been held there, the opinion as to the 
future was unanimous. While some lines are markedly bet- 
ter, the iron and steel business is jogging along. There is 
nothing sensational in its action and it is felt that conditions 
are sound and becoming more settled. Prospects are prom- 
ising and every day adds to the sum of confidence. From a 
condition of pessimism the East particularly is changing into 
active optimistic attitude and the effect is being felt in almost 
every line. 

The principal element of interest in the iron and steel trade 
today is the business which the railroads are-considering and 
placing. They are still conservative in their placing of rail 
and equipment orders. Structural steel business is about on 
a par with railroad material, the contracting being light. It 
was reported that some 300,000 tons of rails have been bought 
since the first of January and the orders for war material in 
the metal lines continue. 

The iron trade revival, as is eminently fitting, is gradual 
and normal. It is not one of the periodic sprees or booms 
such as have been produced in the past and which it is be- 
lieved will never reappear on our business stage. The whole 
attitude is one of quiet hope and confidence intermixed with 
caution. 

December’s remarkable showing of our standing in for- 
eign trade proves that our export business is completely re- 
versed from three months ago and adds another to the gen- 
eral influences for broad and increasingly active business. 
The volume of our foreign trade at the present time is a 
subject for considerable interest. In December our exports 
exceeded imports by 82 million dollars, which has only been 
exceeded once in our previous history and is something en- 
tirely new for this time of year. Ordinarily the export busi- 
ness slackens about holiday time and the imports increase, 
but recently this has not been the result. It appears from all 
indications that the influences which brought such conditions 
about will continue. 

Credit extended to foreign borrowers was increased last 
week by a Russian loan, which will probably be used to pay 
for supplies. Such credits will further stimulate exports and, 
increasing the demand for labor, will help the upward move- 
ment in trade which is already well under way. 

At the rate we are developing in this way, before long 
any liquidation of our securities by holders abroad will carry 
no disturbing feature, as has been feared up to the present 
time. This will result in another added favorable feature for 
our industries, in that foreign investors will not be so anxious 
to dispose of their holdings. 

Coke production has increased slightly, but sales and quo- 
tations remain without change. 
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Current Hardware and Metal Prices. 
AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


See: containing Western Hardware and Metal prices corrected weekly. 





MET ALS. 





FIRST QUALITY BRIGHT 


PLATES. 

Per Box 
1C OO $6 90 
IX AR er ee 7 65 
IxxX SD: hie nris 0. wiciloh'n wiles 8 45 
SEE, SDE os cin ow sins bs clatl 9 25 
| eee NS i 6k 54 Did kee 10 10 
Ser eees eee 13 80 
Ix RE EE ee ree 15 30 
7 eee rea 16 90 
ee ee een 18 50 
SE GED. Scbsceeredecate 20 20 

COKE PLATES. 
Cokes, 180 Ibs....... 20x28 $ 7 45 
Cokes, 200 Ibs....... 20x28 770 
Cokes, 216 lbs....... IC 20x28 8 05 
Cokes, 270 Ibs....... IX 20x28 9 80 

PIG IRON. 
Northern Fdy., No. 1.......... $15 00 
Northern Fdy., No. 2.......... 14 50 
Northern Fdy., No. 3.......... 14 25 
Southern Fdy., No. 1.......... 16 10 
Southern Fdy., OS Re 15 85 
Southern Fdy., No. 3.......... 15 60 
Lake Sup. Charcoal. .......... 16 50 
INS odiknnentucuswenncs 14 50 
BLUE ANNEALED SHEETS. 

a per 100 Ibs. $1 95 
No. Lt SER per 100 lbs. 2 00 
| eee per 100 lbs. 2 05 
Ps Pie snndteatowe per 100 lbs. 2 10 


Re ee. per 100 Ibs. $2 15 
eS See per 100 lbs. 2 20 
ee per 100 Ibs. 2 25 
_ e ae per 100 lbs. 2 30 
ae” per 100 lbs. 2 35 
GALVANIZED. 
SS eee per 100 Ibs. $2 60 
Bees BODO... oc cccces per 100 lbs. 2 75 
Se per 100 lbs. 2 90 
ee per 100 lbs. 3 05 
Sn, per 100 lbs. 3 20 
SS oe per 100 lbs. 3 35 
| per 100 lbs. 3 65 


ae per 100 Ibs. $4°55 
Ree per 100 lbs. 4 65 
eee per 100 lbs. 4 75 
er per 100 lbs. 4 85 


SMOOTH STEEL. 


Per 100 Ibs 

Wood's Smooth, No. 20......... $3 00 
= " INO, 22-24... .000 3 05 

si = No. 25-26...... 3 10 

se ” SS ea 3 15 

on “ > _ 3 25 


PATENT PLANISHED SHEET 
IRON. 


Patent Planished Sheet Iron, 
100 Ibs $ 


9 11 


PATENT PLANISHED SHEET 
STEEL. 


Dickey Planished Sheet Steel...... 83 


SOLDER. 
XXX Guaranteed § &$..perlb 22 c 
Commercial § & $......... ‘“* 204¢ 


No. 1 Plumbers... ...cccces " Me 
SPELTER 
Ey Prt ere. 6}c 
SHEET ZINC 
eg er eee $9 50 


Less than Cask lots... .$9 75 to 10 25 


COPPER. 


Copper sheet, base..........++.. 18%c Board and Paper.......... $3 00 Cwt 





Expansion Screw Anchors 





LEAD. 
| ery 
National (White) brands (in less’ 
than 100 Ib. lots), per fb........ 7c 
Sheet. 
Full coils......... per 100 Ibs. $6 20 
eS eee per 100 lbs. 6 25 
ALUMINUM. 
Carload lots. 
No. 1 Pure Ingot...... per Ib. $0 23 
CIS pa seNesstvenss <3 34 
TIN. 
re epee ee per lb. $0 374 
fee eae r 
HARDWARE 
ADZES. 
Carpenters’. 
PD sn cddvinteansscusagee 
Coopers’. 
B Mss seusas peevoceesesce 
PPD kbcccdscnebessbankuce 
Railroad. 
PIO sco vn usacsdecssasvaee 
Ship. 
DRED, vestnvadereosoas staan 
WE Os ccccccesvccs ccvece 
AMMUNITION. 
Caps, Percussion—per 1,000. 
F. L., Waterproof, 1-10s........ 
OU, <tc eles bn ocnke boc tien 
eS ret 
Shells, Loaded— 
Loaded with Black Powder..... 


Loaded with Smokeless Power, 


medium grades.......... 40 
Loaded with Smokeless Powder, 
high grade........ 40 & 10 & 10% 
Winchester: 


Smokeless Repeater Grade. .40 & 5 
Smokeless Leader Grade 40&10& - 0 
WE: DON 6 5 sve sinsieensie 


Gun Wads—per 1,000. 
Winchester Gun Wads......... 


Powder. 


DuPont’ s Sporting, i Fes poets 


c ps 
DuPont" s Canisters, 1-1b.. Shue 
46 Smokeless 1 ms. : 7 
oe _— 
it) ct) 4-k 


' “* 10-can ai 4 


- 2 t-kegs... 
- “ canisters 


Shot, 


Drop’ shot, sizes smaller than 


B 25-Ib. bags, per bag....... = 


Drop shot, B and — sizes, 


25-tb. bags, ane See 19 
Buck shot, 25-tb. bags, per bag : 


Chilled shot, 25-Ib. bags, 


ANCHORS. 


ANVILS. 


Trenton, 70 to 80 Ibs...... 3c per Ib. 
Trenton, &3 te 150 Ibs...... 9 


ASBESTOS. 


AUGURS. 
ane | See eioapensupaxeaae 70% 
inane chs cheats «oe ceeee 50 
Corpenter’ Pe ids cnngench cnn 70% 
Hollow. 
Bonney’s—list $30.00...... 75 & 5% 
Phenrns, NO. 3; visesccccctes 36 00 
Post Hole. 
Digwell, 8-inch....... r doz. a rs 
Iwan’s Post Hole and Well.. 
Vaughan’s, 4 to 9-in...per doz. 6 sa 
Ship. 
Ford's, with or without screw. 50% 
Snell's "40-5% 
AWLS. 
Brad. 
No. 3 Handled....... per doz. $0 40 
No. 1050 Handled.... “ 95 
Shouldered, assorted 1 to 4, 
it Rete bacieie eae per gro. 3 60 
Patent asst’d, 1 to 4 . 70 
Harness. 
PS eee 95 
Sern = 90 
Peg. 
Shouldered.......... ” 1 50 
Peas kaxdiaeebe = 65 
Scratch. 
No. 1 handled....... - 5 40 
No. IS, socket han'ld. per doz. 1 25 
No. 7 Stanley........ 1 75 
AXES. 
Boy's Handled. 
Lippincott, 3 fb...... — doz. $7 00 
Marshall Falls City.. “3 6 00 
Broad. 
Plumbs, West, ing cas cehkewer 334% 
+3 Re % 


“3 Firemen’ s (hantie#). 
a hil hime Ge ose ts $19 00 
Plumbs, Miners’ anche = 2 


Single Bitted (handled). 
Blood’s Champion........... $12 00 
Blood’s Dull Finished........ 10 50 
ee abs ckanbabeoen 8 L. 


Single Bitied (without handles). 


Blood’s Champion........... $9 50 
Blood’s Dull Finish.......... 9 00 
POUR FEES, ccvcccccceteses 7 25 


Double Bitted (without handles). 
Blood’s Champion, 3} to 44 Ibs. 

‘ead Wiehe i.e waste per doz. 4 4 
ee TAR s 6 sunsiae oe 
Perfect remier sf alive 1 0 
The above prices on axes of 3 to : Ibs. 

. are the base prices. 
34 to 4} lbs. advance 25c. 
4 to5 Ibs. advance 50c. 
43 to 5} Ibs. advance 75c. 


BAGS, PAPER NAIL. 
Pounds..... 10 16 20 25 
Per 1,000...$2 50 375 450 500 

BALANCES, SPRING. 


Sp RE EERE ee See 505% 
PUD i s-05-00-0bs 40d0a00mneaed 20% 








eee ee 


per lb. 


BARS, CROW. 
Pinch or Wedge Point, per cwt.. $3 25 











BASKETS. 
Clothes. 
Small Willow jagihets per doz. 7 00 
0 eda ee - 8 75 
anal a “ 10 50 
Galvanised Iron. }bu. 1 bu. 1$ bu 
. ferry $3 50 500 675 


ef Heavy hotel tinned... 


New Departure Automatic. . 


tary. 
ye Old Copper Bell. ; a 4 
Copper Be _- 6 

3 in, Nickeled Steel Bell. 
Shin, Nickeled Stool Bell. . 


Hand Bells, polished 
te Metal 


eee eee eee eee ee) 


Tee eee eee eee ee ey 


Church and School, steel alloy... 


-. 40 50 
$190 2 40 335 473 


Extra Double Spur. 


No. 18 Wheeler’ a. 
American pe 


Russell Jennings. 


Standard Double Cut. 


American Octagon... 





Per doz. 


. 13 Tinned Spring Wire...$ 0 90 
ae Spring Wire coppered. 1 x0 


ee ey 


3-inch Nickeled Rotary . 
Bronzed base per doz. $5 06 


eee eee eee eee 


Hee eee ewer eeeeee 


-50% 


100 


Stanley's, rosewood handle, new 
list N 


Cee eee ewan eeeeeee 


eet eee eee eee eee | 
Tee eee eee eee eee ee eee 


eee eee ee ee wwe eee eee 


eeeeeeees 








~ 
, 


—wwNe © 
S2SS5E8: 


5% 


ome —C SSSS SF RN B 
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BLACKING, STOVE. (See Polish). BROILERS. Cable Log Chain- Saw Filers 
BLADES, SAW. SAR Se RASS Te Advance 25c per 100Ib. on Cable} Disston’s list, $30.00........... 30% 
Butchers’. No. Crown, Self-basting, 90 doz. Pe 0% Coil. Stearns’, No. 0, $3.50; No. 1, 
Standard, } & I}-in........... 35 Coil Chai $11.50; No. 3, $5.00 doz. 

Clock Spring. ......-s-eseeeee- 35 BU oil Chains, German Pat. Wentworth’s, No. 1, $6.25; No.3 
ngs Epa ee we eee 30-20... ve veeeeersveeeens a. 
Pump, Rubber. os etiam ig eked al a 664% 

Back. . . ST EE See Renee 65% CLAWS, TACK. 
Disston’s.. 0. cccccccccceses 25&5 — 2 agli She, a ber gro. $4 75 am Cc 
Flexible 30 Chane RS SB ae 4 75|German Pat. Halter Chains a eee bile. _per doz.45@60e 
rere Torrey TTT et ee I nee at eeu’ rg 7 50 LS a org' Steel, wi €. 3 $0 80 
Gear. sc ceccopeeewsecssedes 20&5% Victor Berry Ba 9 25 > ipeeeidegeheeaesbamener — Se FS “2 
ore t doz. $240) PXbercccessseeeeee “675 | code. 2a epee a ° 
i SL NO.6, 16:26 & 045. 4 75| Well. Germen Machine Choin. aii CARA NERS. 
oo slant sites digg 3 50] Galvd, Ots 10 12 14 | 3/—-2M—-1/0—-1............. 50%! Iwan's Adjustabl 5 
Wo ao eececes $290 325 3 40) Picture Chains. Iwan’s Station heap oes 
BLOCKS ooden, top ear, plain, perdoz. 4 00 ; si ag 40857 
Snatch swivel, “ 5 10| Light Brass, 3 ft..... phe, doz. $0 50} Pot. 
“Wooden 70&10 B Heavy Brass, 3 ft. 75| Wire per doz. $0 7¢ 
bb aap ae cevte oeere UCKS, SAW. : SS aad teats 
Sei pi ccakasascdsbdaact ens 50% : 7 Pump Chain. Side-Walk 
Tackle. | A per doz. $2 40} Galvanized, per 100 Ibs...... Oe ee re a per ar & 25 
Iron Strapped............- 70& 10% BURRS, RIVETING. Safety Chain. Pens ten nr ess snnkinewss o4 5&5 % 
Com. Steel.......--ccccvevees 60% Copper Burrs only............. 15% MAPS ib aacs piuebentuceed 65% Fait CLEAVERS. 
BOARDS. Tinners’ Iron Burrs only....... 65&5% | Sash Chain. (Morton's) - nar Site 9 
Stove. BUTTS. Steel, per 100 ft. Pordn.. vneng8. 75 «9°75 «10°75 
Wabash Crystal......... Net Prices tag DN SSA ey eae Oe rer per doz. $2 25 
vo eg sc opin atts = ao very mie i saseeane’ eel mrt | : eee eee e cree sere eneeeees 1 60] Butchers’. 
osaic...... . roug wess (New Liat)... .SOR10M 1 fee ccc ccc cccccccccccccces 2 40 
be eo mt Enameled .. - eee — es. €: : teontana 10% Copper Plumbs...........+0-+0ee0+. 25% 
abas wa iavkes » rought Steel, Japanned..........Net eS 
Ce auetene ee wis seen ems 2 00 CLEVISES 
Wash. CALIPERS. 7m i ee ee ree 6c fb. 
DehGdeGdbaeeesdectinadoece 3 35 
es Pe TET 9 IDOI «oan... 5.se nase eesssen: 35% Champion Metal. CLIPPERS 
No. 652, Banner Globe, (ingle) Wisse ONE CRIGNB si ce ccicessces 4 3 NS Aowiiidivc< aide-e-6 xs $1 90@4 75 
picks gh 2). SA ORY 35 Co ecocerereceresecccesceones () aang enter tetely 4 50 
No.’ 863; White ‘Hen’ Weiees) 1 EES Pe ee CLIPS 
CALKS Gh erat colt bag asic en's ars 4 
No. 600, Brass King. °" 3 30|Loeeer’s Boo. Cn Mim ccc sesu 38% [Damper iia 
No. 172, Our Best, (soap saver) 3 sire (Lufkin R. Co.'s), per M..... $3.75] COPPET.--- ee eee ee eeeeeeeees 25% Standard............... per doz 70 
os ebb CeO Oe Pete eee . oe. ME CoS eet eucencecesend 
No. 964, Royal Blue, (name os Shoer. ST eee ae per Ib. s.¢ — ee ee 4 |Home......... “ Ve 
eerten nee eee ere eee . MET... 2. eee ee ceee “ c Per 100 lbs. $16 00 13 * D 50 “*#ee eevee 
OS arr a 7c ; 
BOBS, PLUMB. ee eee * Bke | Stretcher Chains. Emery — 
<i . £2 7 
Carpenter? . CANS. frin., $8 50; g-in.,$7 75 per 100Ibs) Star... kee SON 
a SUR, Fo asad per doz. $0 60/Milk. Tie-Out Chains. B. & As... 2s... eee eee 50% 
No. 00, SS “ i 20 Holstein. . end Es one ok aise oneal 70&5% | Hardware W: ire—tull rolls (100 ft.) 
ie BRN “ Gals. . 8 race Chains. 2 to 3, incl., Galv.— I! 
No. 3, BA. 00.650 - 223 Per doz. "$18 50 24°50 2750 ee Seaman Ce 
are ree rrr et per pair, 30c = Bi et We z ie 
Peeters = 1 Omzeoe 2 eas nt Fk ale "nde 
2 a Se Gam... a 8 10 — BS... 2s eee eee . —- 338) Screen Wi 
Per d 1925 237 6§3—10-2...........08. *  38c]° nite 
BOLTS. vihiacactied ao Add 2c 2c per pair for Hooks. 12 mesh, painted, per 100sq.ft. 1 20 
: : Illinois Pattern “for Twist Link. 
Carriage, Machine, etc. ee “ , : COCKS AND FAU 
, ee ‘PM asnseece cca 10 | Wagon Stay Chains. gihicevin AUCETS. 
a x6 and sizes re Per dosen........ $25 75 2900} Inch.......... 3 ts # |Compression Plain Bibbs......... 65% 
nd shorter............. ne 
Carriage, > ARE jong 0 Jersey Pattern. q Per 100 Ibs....$6 50 600 5 50 oo Ae a aes See 
as ere 70&10%| «74S. «+ eee eee r Cc J , ession Hose Bibbs... .50, 10&57% 
Machine, Fn and sizes smaller r. * Per doz.......... $25 00 28 00 B ino aa cent Racking ¢ soaps eer peg sii 5085p 
anddharter. ;......+55:: 0 a EE he ee eee a yohes eee 
Machine, sizes larger and coe * CAN OPENERS. Red. AER «5 bi aatatais a alfi Fe Compression Lock C’ks (new list) 60% 
er than §x}x4........... 70&10% | See Openers. | ae PIS “ 60 Andrew's ae Faucets... .... 70% 
a at SNE a ee 60& 10% ‘ Common White School ngle Flug Faucets, per doz... - $0 85 
i an diaragy bi 808 10% CAPS, GUN. Se ae + 44¢ | RK Can Faucets, per dos.2 60—4 20 
He Sey ea ieecagarene 75% See Ammunition. on Petroleum Faucets.............. 70% 
Pana re ae ee 7 CARPET STRETCHERS. — ae — COLLARS, STOVE PIPE. 
’ ° ee eae : 
ON SPCC Ce 60 ; : Inches.... 5 6 7 
Gem, bronze plated............ 50% Hay. CARRIERS. Blount CHECKS, DOOR. 30% nm _ pergro$1 90 240 350 
oS eS apanned Tin “ 300 350 425 
— 60% renee a: Saka ahaa each, $3 85 Ree ore 30% Lacquered Tin “* 360 420 480 
ESE eel PERT Pee 
NS caicedanoxed0s Waeed| Moyet impett." * See CHIMNEY TOPS. COMBS, CURRY 
Wrought, bronzed.......... 50&10%| Myers’ Clover Leaf..... = 4 00|Iwan’s Volcano...........-+++++! 50% N Per d ; N ; Per d 
Flush. Nos. er doz. os. er doz. 
Wrought 408:10% CARTRIDGES. - CHISELS. a a 20. 6s 
000o cedeesevessees x. afew 5 32 
Spring. See Ammunition. Inches........ 10 12 14 | 15. 1 90 390 1 35 
LT eee 75&10% Round, per doz$3 00 3.50 3 80] 3°: or aoe 12 
Wrought, heavy..........- 70&10% CASTERS. sheaed So a ae 108 + 80 1400. 1 10 
a he senaees Standard—Ball Bearing....... 50&10% sy: a quality, § in. and COMPASSES i 
Dt ene cwibws esses ys - an M PASSES. 
Wrought Eo ep CORA 0% BOs. sereeserersceeseerovenes 60%} _ larger................ per Ib., 13¢! Carpenters’ 60% 
Common Plate. Smaller size, per doz............ eae Soe ar ters 
Pencil—Faber's........ per doz. $1 00 
BORERS. PAGE VERGO, «os -c0a0 ceeds dal 60% | Socket, Framing and Firmer. 
gr ab wu ‘ s1 “i ~— and porcelian wheels, new . TS es 75&10% COPPER—See Metals. 
iller’s ae?) t,o eerie err 
Sill Sennea, No. 5? 3) “Per oz. 8 00 Phage Plate, new list. 60% hc yt COPPERS. 
Se 60 ith handles.................2 20% — 
: Mig. Co's No. be ee ee ieee Choppers, See Cutters, Meat = Sr Serer -per th. 32c 
1. 5‘7o . ce . 1 29c; 2 : oe 
No. 2..15&5% CATCHERS, GRASS. CHUCKS, DR rf tb and larger.. : sxtiog a 60 
BOXES Carroll's, No. C........ per doz. $4 25 a teen 
> Wildermuth’s Goodell’s, for Goodell’s Screw ‘ CORD. 
Mail, No......... ve 2 10] Nos....... nea 2 3 gy Sa pee dos. $6 25) Pico Wi 
oe $950 500 13 00 Per a ae $5 60 «5-75 6 25 ig, ~ ny Yankee Screw 00] s aay Wire (new list)......... 85% 
Per doz........$3 50 500 15 00) Nog ** 4 5 go | = :Drvers..........ee esses ask. 
Miter. Ser den 6 75 Regal Beand 
ed a8 9 a egal Bran .....-per tb. 35 
oe haneien Miseieere esos 15&5% , oe epg Anti-Bent W ag RNS. Puritan Brand.......... Pere Se 
ge Src. I AND C nti-Bent Wood, 
eg EEE Pree each, 1 35 sank AND CHAINS. Gal........... 7 10 CORKSCREWS. 
Breast Chains. MIS 664 3: $3 90 460 4 85] Walker's 3312 
BRACES. Doubleslack....... doz, pairs, $5 75 any lal 65&74% | Williamson's Regular 40&10% 
Fray’s Genuine Spofford’s........ 60% wae og Snaps: — ash, ‘ «| Williamson's Forged Worm...... 50% 
r, Nos. 66 to 146.0002... 520%] Without Slide.!11! 3 25 ype doe, :'$9 00 10 00 10 80 COTTERS, SPRING 
pe NO. UIUG. wer eeseeveees nion, - 2 7 0 7 a 
Nor O10. 2.2L 3 So}Bright Ox Chains. Bachin 200... $3.75 4°35 5 40] All sizes (new list). 90% 
BRACKETS. j-in., $7 25; j-in., $5 45 per 100 Ibs. a CLAMPS. COUPLINGS, HOSE. 
Hay-Rack. ays Coil Chains. __ : i een OS ea per doz. $ 100 
Wenzelmann’s No. 1.per doz. $9 50} Inch..... — ry 1s i , MS ccmmaia ne : - 
“ ie? Per 100 tbs. $10 80 7 Carpenters’. 
sae. No. 2 ey yeas 8 00 7 00 6 20) 'Steel Bar................-..+.25%| COVERS, WAGON—See Tents. 
P 
Clover Wrought Steel.......... nh tqaalnialad seater wince = ba ~ CRADLES, GRAIN. 
Clover Folding. el eee Sherman’s, brass, }-in., pet doz .42¢ 
© ea cada = “rasa er 100Ibs........5 55 5 55 5 65] Double, brass, j-in., 90¢ | Morgan's Grapevine... per doz. $22 25 
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CRAYONS—See Chalk. EMERY CLOTH—See Cloth. Wood Pails. \ HANGERS, 
Frazer's, 15 tb, 80c; 25 tb, $1.30 each. Barn Door. 
CROW BARS. EMERY, TURKISH. Hub Lightning, 15 tb, 55e; 25 tb,| U.S. Rolled Bearing...... 6081 
Pinch or Wedge Point...... per Ib. 34 5-%b. Oc each. Matchless. ............../50&! 
ee oT ee pkgs. }kegs kegs, cdi World's Bie ce ee nen ens 
CUTTERS. No. 60 to 150, per; stb. 6c 4c 4c | Chamellene Graphite, Wagner's Adjustable... 7081 
. — — DUONG: s<s0ss c sc & H MMs woken sd S5ES 00 $8 50| Warehouse Big Twin.......... 5% 
_ oe rt doz. MND, Sessa se0o03 
a & - emeeneed oe. ccosese 108 (ENAMEL, IRON. 5 tb POF BTOEB. .cccsccccsese 37 00 Conductor P. 
ee RRR 0 ’ 

ahr Sith teas een B dakiades GRIDDLES Iwan’s Perfection............. 50% 
Enterpirse, Nos. 5, 10, 12, 22, sail a Tidal sete beth per gro., ¥ 4 EOD 4.) cc's deux ac eamekee 334% —— 

32 and 42........... 259%, | POetless...-.-. +e eeeeeereeeees ee OE ee -per $2 35 
. 202, list, $1.50 ea... 4087 GRINDSTONES. settee 

a ee ss EXTRACTORS, PIG. Family. __ Wesiuaheupbian es i314 
emeiinad: St 1 2 3 See Forceps, Pig. Inches....... 6 8 ke RR i ian mabe or 
— ers’, No. oss 1 be Per doz...... $7.75 975 12 50|Parlor Door. 

Slaw and Kraut. EYES. Loose. ay eG +++ Der set, 75 
3-knife Kraut........ per doz. 11 50| Bright Wire Screw—See Goods, B. W.| Per ton............ $22 00@$23 00 ’s Standard. |; “ 3 50 
1-knife Slaw......... “ Wikia 8 rrr 60, 10&5% Lane’s New Model... “ 

. , = site Mounted. tee 3 10 
2-knife Slaw......... 2 50 —_ a sane Ball Bearing : . 3 Le Roy Noiseless... “ 4 00 
“ ~ ; | Srrrrerrrrrrt errr rei) te. 
eee er, ere ee eee , Bach... -.,$3 75 3 60 3°35 ve sescsecenes « AOK10% 
DAMPERS, STOVE PIPE reaped. | 3 

DE. scx kupeinestéséusrckest 50&10% FASTENERS, STORM SASH. wsaaeti ih ae eee HASPS. 

American. .....-.+--02+eeseeeee 50% Schroeder’s............ per doz. $0 85 GUN WADS. Hinge, Wrought....... Sevens OO 
DIES AND STOCKS. Sensible porecereceseses 115 (See Ammunition). With Staples—See Staples. 

NEE is ik Aa vianon eee 40% FAUCETS—See Cocks. HAFTS, AWL. 

Post Hole. FILES AND RASPS. I a i per doz. $0 19 eey 5H PP» 06 9 60% v.0ks aves oocee is 
ee per doz. $9 25 NG . csh a's subd duahithnhen en 70% Peg. Cass Shingling... .-per doz. hs 10@1 
eS as wi 9 00 | Nicholson’s— A C = a. eaReR en 
ne a a eats aes “ 7 50 X RS sak eau 22 WM cc.cvccces Cocccecses 

DIE, .. ss v0 b%3506Nadon 75&10% Patent, pl to “ 
Hercules............ © Sa nn henna caccacee 7SRION | penne: pisis top. “ = 
Iwan's Split Handle.. 7 50] Black Diamond............ 70& 10%, atent, leather top. . is HAY KNIVES 
Iwan's Perfection. . .. zs FY RNB. 5 osc tne aster ceede 75&10% | Sewing. 7 
Iwan’s Hercules pattern * 19 00} Great Western..........055 75&10 Cc “ See Knives. 
meow ug cies Saas 2. 5 - 7 17 00 Kearney & Soe ol ae 75810% a chinese ke oks “ = 
also Augers—Post Hole. c ins i'vnwas tues cnn 1 i sh Sik hi aah oe a 
tes an Ried... «sca coed 70810 HAY RACK BRACKETS. 
Dividers, Wind.............. 65&10% 5. Barton Smith 75&10%, HALTERS. Wenzl °N Sin ts 
m Smith.... 0.12.44. eman’s No. 1 > ...per doz. 00 
DOOR CHECKS—See Checks. X-F Swiss Patiern......... 10% haa Roe wala den per doz. " jo Wenzleman’s No. 2...... “ 9 60 
: ES sascinvssangaedadhs sade an «pence eee enn 2 00 
DOORS, SCREEN. CES Swe eces at eek saee 75&10% | Leather, rope tie....... o 8 50 HINGES. 

if sand. peleies eis gine Net prices Heller’s... 70% Leather, leather tie..... “4 11 50] Bing ¥ 
Bxep howe 6 os pete ee Es cs cnderencdSoaeerseeeen 7 

14-in. 3-panel, naturel pine, HAMMERS, HANDLED. Clark’s Gravity . per doz. sets, $1 05 

REET ASE 5 - FLUE STOPPERS—See Stoppers. Blacksmiths, Hand. eed AN I ee a 65% 
50&10% Sh 4 8 Noiseless, for Wood 
DOOR HANGERS—See Hangers. FORCEPS, PIG. ghia. pa we JID Gs ce aw 05a per doz. $1 05 
DRILLS. Seperice Be Naess Ns ot weg % 7 bchzoapeansassesennsesus ie 50&10% | Gate. , 

EE roe ere NS A ah -sidag es eee ee ocetaslad 40&10%| Clark’s....... 

Blacksmiths’ Twist..........+0+++ 60% FORKS Machinists « apes doz. $2! = 2 r=4 4 25 

Breast. Dolor, Ee i ee PR Nee eden erenn cad sadocaneetnn 60&5 () —— o esee 
3 A Re each.$ 175] Steel, new list............. 60&10% | Nail. Knuckle. i. ieeey a. cat $6 00 
Millers Falls No. 12..... 2 0¢] Wood, 4-tines........ per doz. $5 00 ak sais s to nn easeh ace ana 5 “ sets, 6 75 

Hand. & Hey | Pee per doz. S| Superior........ “ prs. 9 50 

Re 1 
Goodell’s Automatic, Ne ee 50&10 net Screen D, 
Nos. 01 03 MT IL. te ebb ari Saari 50&10% | p; May dole eo ee — Cast _ 
Werden, $7 75 $5.SO. 29-00 01 OM 6. ooo. icveucossssnnconall setiaael = henge tesien pigebees Bross $6 50 
Goudell’s Single Gear, per doz. 15 75] Digging... 00000. bass ts thas eotesorseseenr ee 40% | Steel.............06. ey 6 75 
Millers Falls Fe ES Cr MO Tae ae 30% : Spring. 
* Double“ = 15 25 I 3 ee per doz. $1 25 
. : Header —— b00bebeeesgibenesabun 5 

Reciprocating. Tack eT BOE SPEIRS Relat 25&5 
Goodell’s............ per doz. 16 50 — Tithe cecil bk edalablatehd ats: — PNG ee Pee r doz. $0 35 Columbia Dbl. Acting. . .40&1 

— 4 hh i eerneenen thon tnonem | Pol'd Iron, Hickory hdl. BE. nae ake ess indnes 4h tae A 
ere 65% Manure. — Iron, renee: bab - 1 3s —— Jetachable.. .-Per gro. $11 00 

See Ee ae Serdes te 70 0 80 1 00 Mates nea sees ass 3 5 40% 

Baer — SCREW ee GAUGES Magazine........... pee don,  OFEL S tod o0d scnbeans hous 0% 

DRIES cs 5 cesen sees ot 65&10 . 
Lock Ferrie. 0, 60% Butt and Rabbet. HAMMERS, HEAVY. go se 
He Gem neta aiid 50 Minhas cukba sone st ina s . 
Champion Pattern... 222.2227. 70% Cream Pail. Heavy Hammers and Sledges. Ligh Sep Hinges. SPIRES 65&10 
a . Interchangeable.......... 30 i irra s: : Une $6 os og os vecccsccces 75% Cavy virap Hinges........... 7 
SEIES EE RR 00% Bogie a per dos. $3 73 5 Ibs. and over............75&10%| Ligh BT Fringes... +2200 ae 

Reed’ a Lightning... 0.000007. &5% | Marking, Mortise, ete........... - : Heavy T Hinges........... 40&10 

Yorke Rabe 2 en en 8% Terrrrrrrrrrr se Tre eee ee ee ee ets aon . Extra Heavy io |; ae 664 
mnioss Ratchet... ....sccowess 50% | Saw. ingle and Double Face. . . .70&10% | screw Hook nd Str 

Spiral.. ae '50&10% - S ap 
Smith & Heminway ERR S 40&5% | Wire. HANDLES. 6 to 02 ta..6385, per 100 Ibs. $4 25 
ke eS ee 25% Auger. 14 to 20 = ee “ 4 00 

EAVES TROUGH, GALVANIZED. Common Assorted....per doz. $0 55 22 to 36 in....... ig 3 75 
Terms, 2 Soe: cut. putes ship- GIMLETS nan o Apu. Nos. 1&2, ‘ Screw Hook and Eye 

ments generally delivered. ee ee 35@40%| , per doz....-............. 47 SOs nx vehaseus per 100 tbs. $6 75 
See also conductor pipe and elbows. GLASS, WINDOW Petal "Adjustabie suspen aby per set, a __ EER rae | as 5 : a3 

, WID TITITIT TT 0 Mss sv wsteceiet ” # 5 
EGG BEATERS—See Beaters. Peaie Pic b0¥a tbs cox ee 90&20 Chisel. 
ELBOWS—Stove Pipe. SND sa neceven ae saeeone 90&25% Witery, Tend. Gime, aN seni 
GLAS: 7E 33c; Large, 38c per doz. 

Adjustable Stove. eee SES, LEV - Hickory, Socket Firmer, Assorted, Garden - 
pS 5 6 5 ohnck Ce nae ee ose tree per doz. $0 y 27¢; Large size, 30c per doz, | | CAPACM.---- ++ +s eeeeeeeeeeeee 0% 
Smooth, per doz: me bea oo Applewood, Tanged, Firmer, As-|Grub 
Plan’d 200 225 290 GLUE sorted, 34c; Large, 42c per doz. Extra. % 

c tad Stan Bulk * Applewood, Sock ket, Firmer, As- ean pend Reeplece 00 

— ; ete rar SOMA. 5 05s sc ey vs per doz. $0 30] aties! and Boys’. POT 9° 83, 
nohes.... 7 BEEP. wc cossccere ° .: ic Be eo | a a Lt at Santee a oe 
Smooth, per doz 0 s- 6010 Le... g | COtt Pick. «+. . es eseeeeeevevens 40% OTtAL neces seen eee eeeeee 75 
Pol'd, 40 165 235| H.S. Amber. .2222212%2 “ 16ge| Drifting Pick... eee. 40%| Planter’s Eye................. 
Plan'da, “ 225 290 375 Liewid File, assorted, 13c; Large, 16c perdoz | CO" tts t etter tt tee eee eee 70% 
a ok Sgeapeam ‘ , | Aemy& Mavy.........000608 40% | Hammer. ARE—S 
eee —= 
Smooth; per doz $0 065 095] fee .............-.... 379% | Blackarsitha’ * 2 {PP AO™> $6 00 780 ee mae 
Planished 75 195 255 Last * I a 33 Machinists’....... = 45c@80c HOOKS. 
ELBOWS—Conductor Pipe. Oe Ss ana tient bb pan eeuwwen 25 7o| Watchet............ “ 40] And Bee. 
Galvenioed Otel, Tht and Tene. GOODS Hay and Manure Fork........... iain g fo. RR — 
i Recut Conmensinl. eg ee Oe 90% | Hoe and Rake..........+.ee00005 35%| ee Ce ae 
Size. er ae r doz. 75] A WMIME. «een eeenes per gro. fo 
2-snch GREASE, AXLE. Varmigned.<.sccseves pers * 80} Belt. 

es Weed Boxes. Screw Driver DOE... nssss Liens 70&5 

5-inch eine panne oon per gro. - po ES ee ee “ S90. JOMEE cee cvecceciees 000065 Coe 

‘inch : Hub Lightning......2...1.01 § 25) UatBerr-serereeeeeee “ 48! Bench. 

®ubject to discount. Paragon. ..seccecesceseeees 6 75 |Shovel and Spade.c......+2+2+0+-35%| See Stops, Bench. 
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— 
Inch. ..0.365 
Seo $° 90 2 


Bush. 






Common Axe Handle, perdoz. $7 00 


Chain. 
Inch... 2&s t ve 4 
Pr 100 $7 60-8 10 975 1150 12 60 
Clothes Lines. 
Japanned........-. per doz.22c@24c 
Galvanized........ ” 40c 
Coat and Hat. 
Cast Iron....... per gro. Tee | rid 
Gem Weliaccvsovacatcndeave 
Conductor. 
ee See Pee Dy eee 25% 
Ween Gitbsics ccs ccsccscsesccess 20% 
Corn. 
Common, riveted, painted 
‘ pw ery pee per. doz. $2 25 
Little Giant......... 25 
Gate. 
See Goods, Bright Wire. 
Grass. 
3 1 
Per doz....... $150 160 170 
Ge. ois» 5'<00,638 per doz. 1 75 
), mT “ 2 50 
Gammock. 
With plate.......... per doz. 50 
With screw.......... = 
Lambrequin, or Drapery, per 21c 
PROMS itivivvinvk ceeds 50% @ 50810 CES, 
‘otato and Manure............. 
Screw. 
pO Pere ek 85% 
(See Goods, Bright Wire.) 

Sock SNE, > iss a3 0s Gea s per lb.5}c 
HOOPS, TUB. 
Blastic....... per case of 3 doz. $2 25 
HOSE, GARDEN. 

Coupled 
” ft 
Velvet, 3 ply-2” guar. press.... 7$¢ 
Eclipse 4 eee 
Diamond “ = ry lle 
Geneva, “ nie BH 5 Ae 6 
Illinois, ” * Ls ..166¢ 





COTTON COV. RUBBER HOSE. 
High Grade-?’’-guar. press.400 Tbs. 11}c 


Special oe oe oe 300 “ H 
Leader “ 6.3. Sage Fee 
HUSKERS. 

Boss. 
ae B 
Per doz oe: 200 175 80 
Per gro. $5 40 6 00 6 00 10 50 
Per gro........$3 50 9 00 24 50 
a 60 59 64 68 
Per doz. .$2 15 2 15 85 145 
Brinkerhoff’s. 
Mics yo wsass voesven ken $14 40 
IRON. 
See Metals.—First column. 
IRONS. 
Curling 
Te re een per doz. $0 40 
DEENA ace sonen sae 7" 0 
RS NGC ES ree a 58 
SEPP TTT sia 7 
NG. tacos bwosge *" 1 25 
PE cteseae dees ane 70 
Plane. 
Wood Bench..... deakueoets 20&5% 
Sad. 
ETT per doz. $11 00 
Common, polished, per 100 tbs. 3 75 
No. = Asbestos Regie $1 20 net. 
OS | Sa peer yea 1 35 net. 
iain nickel panes atari 5 25 
Chinese Polishing....per doz. 7 40 
Laundry, No. 1...... 3 73 
Laundry, No. 2...... vd 6 25 
Mrs. Pott’s, 
No. oy SI: Enterprise, per set, 93 
No. 5 90 
No. 30 “is - 1 00 
No. 55 T. ” < 96 
Tailors’ Sad......... per Ib. 5 
Tailors’ Geese....... “a: 5 
Tuyere. 
Single Duck Nest. . per, doz. $5 25 
Double Duck Nest. . 6 25 
SEES ry ‘each... 2 60 
JACKS. 
Locomotive........+:+ ai saan ..70% 
Wagon. 
Ny Sagas aoe sd eudnes 64 50 
Oilver, % 
Sarr 0 00 
ON eee ee ..$0 60 $0 80 


7 10 
10 2 25 2'és 





as LINING, STOVE. NAIL PULLERS. 

AP pena le Bricks 2c | See Pull: 

Bena alates $0 60 1 00 | DTICKS.-- eee eeeeeeees per crate, 42c ers. 
ss ~ MACHINES ie: cee 

Each. ....$0 85 1 20 2 90 | Boring. Without With NETTING POULTRY 
Augers Auger ° 
KETTLES. Angular....per doz. $3 00 4 40 | Galvanized before weaving... .80& 
ess wn ncapley tke eta 15 Upright. . 260 4 00 | Galvanized after weaving... . .80&15 
ah BRC rs = o | Leather Riedine. ae 65&5 % 
pc per ID. 27¢ Chicago, Pomeroy.. . per doz. $9 0 
us De, GaN cerdsoevessdcecasnune - Excelsior “ 2 00 NIPPERS. 
Ds Sade vs on Las MERE RK RS 3 4 > 00 | End Cutting. 
Little Giant......... er 3 00 Stubb’s Pattern, Inches. 5 6 
Sl et Topps KNIVES. Pony, Pomeroy...... - 7 20 eee $4 65 675 
oppineg. Washing. End and Diagonal Cutting. 
a al gy Scimniter Blade, ds-$9 89.) aajcstic............0.000+- 5 25| Swedish Side. Inches... 

c Pe arg 15% iy NN Jove d i aweiw seein 6 00 ere 50 575 
- Srpaggepihamnied 08 8 1 Woke Motors. .20000005. 12 00] eh por 
COREE)... ..00c0s 17 apap ress int 
wih fos ousane ea per doz. $1 75 MAIL BOXES. SR eS ee 55&5% 
Barle's.. sake Sue he , 2a See Boxes. NOZZLES. 

eee ’ Hose. 

Drewins. emia, MALLETS. Soaee Gem........per doz $3 90 
Standard......... (New List)...50 BEES a = s200se a. 20 d+ aan 
Adjustable soa L SKS deere Sala is Fibre Head, =e per doz. $5 = DENOUS ss cock cc ceus 3 00 

rt RES citicond cass 1 “ “ @ - - 
at lt peste cweeee 25&5% Large... Be NUTS, HOT PRESSED. 

z Round pees. ears 2 25 Squere Blonk. 
ay. x ignumvite... “ 4 00 
American, Sickle Bags. > $10 50| Square Hickory...... “= 2 50 —_ 9 fe 8 re i! i, 
Canton Sickle Edge”. 8 25 Lignumvite... “ 475 . 93c Bc 6$c Sic 54c Se 4 
SS eee H 00 | Tinners’. Sucre Tapped. os } ' 
I "Sickie Bdge! 2!) 9 50 ts _ 
ca, inane’ des: 2 * 10 00 Abgicrrood PReseeaces i $1@1 = Ib..12}c 10}c 8c 7c 63c 6c 60 
Lightn’g, Holt’s Genuine “ 6 50 omelet aa SR “ For 5-tb. boxes, add jc per fb. to 
Lightning Pattern...... “ 6 00 Hickory, Sheet Iron. . 1 50] above prices. fc per 
Wadsworth’s Sp’r Point. “ 9 00 OILERS 

Hedge. MATS. Chase P. ; 

Door. ¢ Pattern. 

Coston. «+--+ +.-GaOr OY  wesicnal Rigld......... RS eae eee | 

Mincine. —" Steel Flexible. ......... 334% | Engineers’. 

Common, Single... ... “ 60 ve SE err ere 

Common, Double... * 90 ce . ihe acetate ain aa per gro. ° 25 i eae per doz. $2 weer 38 

Streeter, 4-blade..... “n 1 30 a ee Shae 3 50} Machine. 

Streeter, 6-blade..... sg 2 00 anes Teams. Of Common. . t doz. $0 58 
wire - covered Stove Mats, Cc - 

Putty. with handle....... per doz. 1 10 Met per Plated Steel... 1 o 
Comat... awa - per ¢ doz. ” 60@1 ‘s oo een = 6 Japanned.................-.65&75¢ 

Scraping. OPENERS 
Beech Handle........ eo 1 00 MATTOCKS. om 12 “ 

ander’s........+.++: NS sows cc ccccgccevecs 70% Plat. +... -per doz. 88 50 6 00 
KNOBS NS Pek 6 sbesiaivasiatysxcse 60% | Round 3 80 
Doors. : Can. 
Mineral...........-. per doz. $ 80 MAULS. on Si. Se aareces on foe ot 
Porcelain............ P 90 |Iron, Ibs.... 10 13 16 << i °° 
= Crate. 
pies oSeag hee OOS “s 90 men. 0600.6. 50 9 2S SOO Ve & Buccccvcsicvee i 5 75 
Wood Face, lbs.... 10 12 4 
LADDERS. kk. eS $5 00 5 50 6 00 OUTFITS, COBBLING 

Common Long. Wood Choppers’. Combination d 

Per ft. i4e Lake Super’r & Oregon Pat, 75&5% Economy.............. =o " 7 
Heese eeeeneeeeeeeenes 9c@ ancl ae = 

ae ee te TF RCo eee see cegece 9 75 
Nok vn cvsadesiend tanenees 14c MEASURES. PADLOCKS 

Step. 4 pk. 1 pk. 4 bu. 
eh OEP er ee 7c | Galvanized, doz....$2 25 3 00 3 85 oy 2a IC pn os aera aneeeee 
Common, pet ft. «ii ve ahery + £42)... -vepeneenenesesesapene % 
p SPP eri ti ee 15¢ 
py GD, Saye rie 20c MILLS. COFFEE Cream. — 

. . 14-qt., without gauge, per doz. " 20 
LANTERNS. Enterprise. CR Oe 25%| 20-at., 
asf s Eye Police. Parker. . Pets ins wb 5-0 60&5% 20-qt., with gauge. oe 4 50 
-in. Flash Light. ...per doz. $9 | SS os eer .40-124&24% | Sap. 
Vin. Regular....... = 50 10-qt., Galv anized, per 100. — 00 
3 -in. Regular....... 3 00 MITRE BOXES i a 50 
Tubular. 4 + . -qt '3 75 
"Dietz 2 ee pee Net prices See Boxes. 10-qt., IC, Tin. re 11 00 
+p . 12-qt. va. 15 00 
LEADERS, CATTLE. MOPS. aa i 17 00 
P tock. 
ee Oo oe 1 Ice adwcate verses per doz. $3 15 ¥ 
Oe Seer $0 55 O70 2 75] Handled emmees Pen $3 20 «to s ‘60 $°50 
Pounds. 1 1} 2 | Water. 
ie LEATHER, LACE 333% | Pet dozen. $2 00 235 265 325 Galvanized.. qts. 10 12 14 
Whee see eeeeeuenseewnertns seen $150 165 185 
Sides. "3 
: - rer Wood. 
Ex. Quality....... per sq. ft. $0 27 : MOWERS, LAWN. Cable, 2-Hoop as per doz. $1 90 
vT : Gladiator—B. B. able, 3-Hoop....... oo 2 10 
alee nA HERS. PUMP asletr a “SiS 
ve an ROGUES snsticnasens 10% places $6.50 725 8 00 Standard. 2-Hoop. Mate 2 00 
“ee ee een enee .. ee t d, 3-. — oe 2 

Stove Cover. LIFTERS. King Universal—B. B. een mi ” 

Coppered....... r gro.1 75@3 65| Each........... $5 2s 5 75 oo}. PANS 

PP cared =} @3 50| Inches.......... 16 98 | DVEPPINE. 02. ccccccccceccccccces 65% 
Alaska, Coppered “ 4 00| Big Giant......... 3 So 390 4 25| Fry. 
Alaska, Nickeled cs 5 00) Little Giant........ 250 26. 275 yor pusetennsekuasens 75&10% 

Transom. Pn ss awavecsedeccanteaceud 60% 
Payson’s eo ee reece seceesesces 80% NAILS Roasting. 

Paxton, 

Chalk. LINES ee / mead ede rates, $2 0s 2 3 4 
Twisted i in 20. hanks. ? 4 a" PR, Peer ree 2 ne = ; = . = Ys = 
Gro.$1 50 2 ~ 2 a aes eee Pmall Lots... .......-0.000. $ Savory, No. 200....... per doz. $8 40 
Twisted in ved te — SIO. 5 560 6 vc ccc eee’ 1 83 
o. ee 3 4 Cement Coated.......6...+.- 1 75 — PAPER. 

er doz..... 25¢ 30e 35e = 44Ic ustasng 
Braided in 20-ft. hanks. Horse Shoe. SARA per 100 Ibs. $1 50 
ear 2 3 SES 68 ns ok c0ceins SS&S%i Tarred........... “ 1 60 
Per doz. , 4 BS 3lc 35c on ag peer ee eeeeeseeseees < 130 Tarred Felt...... - 1 90 
Mansons’, in 100-ft. hanks. . doz. 80c Pe CCE. ee eee eee cere ee es SS 3% No. 20, Red Rosin. > per oll 35 

Clothes. Renan + shes s onsene + AER No. 30, Red Rosin. 55 
Opis. Jote........... per doz. fo 95 ke ST tala perlb., net, 10fc| 5%¢ and Emery. 
| 2 oO: So Siltoenastypatpaaine ante Sedalia RE ee low list, 50% 
60-ft. Jete Res dace «| go) Picture. DE cicnidccsncednvnal o, 
ie i. _—. ia thas $8 de i SR 3eP: ress TIORS..6 2.0.0 cerersees 25%] Wi ing. 

sao tabs EROS ai ee 
soft. Braided Cotton, * Gl Furniture... ..ccceceeeececeeees wal te...  eommgenan “ 2 25 
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PARERS. Tinners® PUNCHES. 
Apple. or ca OE oe Conductors’. 
Dar Wied. is 6.6 sie as per doz. 13 00 eer each, 5 a, Meee. per doz. $2 50 
Turntable... .. iw b's’ 5 7 00 Machine oor th 19 
io geet - t. PLUMBS AND LEVELS ig ssa 
Gongavecsere Oe N A 
Potato. et gg See ae Feet ae 40% C os be kee -per dor. a 
eee ee ee cee FOOG ee ec ewecesvccs 
Goodsell’s Saratoga, 104 in., dz. 6 50} Davis’ Iron..............-+-+- 25% r c@84e 
Goodsell’s Saratoga, 5 in., dz. 5 50] Davis’ Inclinometer........ ee)“ . 
g PUTTY. 
In Bladders. 
PICKS. POINTS. Strictly pure.....per 100 Ibs. $3 00 
ee SOND 6 ok aie s ewe adam 75% Drive Well Points............ 75&5% RAIL 
Drifting and — a 10%0 Barn Door, , 
b » ai | PPPrrvrrereri yi 7 / y ” 
ney : ce ae PE er a 70% POKERS, STOVE. Dine, BEM... 6. 6 Seb TK 3c 
Wr't Steel, str’t or bent, per doz. $0 55 Matchless, 1}-in.............. 34c 
2 Wr't Steel, wood hand’ls = ** Sg eee r= 4c 
PINCERS. Nickel Plated, coil hand’ls 65 Sliding Door. 

Carpenters’, cast steel. Painted steel............ per ft. 44c 
Inches.... 6 8 10 POKES, ANIMAL. Bronzed wrought iron... .per ft. 84 
Per doz...$1 80 240 295 +; 1a» Tack, wr’t steel, per doz. $4 50 . 

OR UT OCRT ORS 4: RAKES. 

ra mere .. 405, POLISH. Coal or Wood.......... per doz. $5 20 

cw Garden. 
PINS. Black 3ilk, No. 50, }-gallon, ce OEE OE in 663% 

Clothes. CY aes per doz. $7 00/ Steel, bow.................... 3 , 
aeeeiie “per, box of 5 gro. $0 75 Black Silk, No. 60, 6-0z. cans, Malleable Iron, heavy......... 60% 
ot Se 30] Black Silk, No. 70, pecans, |) |Hay. 

i eae “ rr 70 ac ilk, NO. /U, l-pt. Cans, a 
sh per doz. 2 25 WOODS 6S coisa cx Scee3 o $2 20@$2 40 

Picket. Black Silk, No. 80, py 398 Lawn—Wood. 
per doz. . 
Fluted, 21cin, 1.21, °°" #{ 65] Black Silk, No. 90, 1-gallon cas. ere 
Ee ss 1 90 Shoe. per doz. 12 00 Lawn Queen......... ie 2 75 
<a per doz.. .36¢@50c | Jumbo, 36 teeth..... 6 00 
PIPE. a ae wien eres . 

Conductor. Oo ee *  Sse@8i 75 RASPS—See Files. 

Standard Gauge sede Pipe, — sai ead er ess 0:9 oe RAZORS. 
— ws en 80% Black Eagle, 1-fb. cans, pr. gr..$15 00 | Bo-ras-ic.......................50 
In crates.......... 75&10% | Black Silk— ped Devil 
ie ta: eae e208) See ES fas os kianieo.ns'> ag 2's 
Terms 60 days: 2% Cash 10 days. — a cans. ..per doz. : As Tree Brand 
here. Aloe aie aste, $-Ib. cans... 

Factory shipments generally deli vered Tlesdd. bot. cane. Me 1 00 RAZOR STROPS. 

Lead. Liquid, 6-oz.cans.. “ 73 iStar (Honing). ...........0<.00- 50% 
PUM sats ess setes sxe per tb. 74c j-pt.Air Drying Iron f 
SO ee “ Tic Enamel......... ms 1 25 REGISTERS. 

Black Jack, 3-Ib. cans. 9 25 (All Sizes) 
Stove. Dixon's Carb. of Iron. “ 5 75 pare Senne) © 
Acme—Inches.... 5 6 7 Nickel Plate......... se 4 50|Japanned, Bronzed & Plated. . wnaee 


Smooth, per jt.. 8c 8c 10}c 
Planished, “ ..30c 31 38c 


Peerless—Smooth. 7?¢ 8c 9c 





I5jc 18 ¢ 
Planished......28 c 31 ¢ 354c 
Made-up—lInches. 5 6 4 
Smooth........ 7ic 8c 9c 
7 to 6 in. Smooth Tapers, pr. jt. .1le 
6 in. Smooth T’s 27¢ 
7 to 6 in. Planished T apers Pe ae 45c 
Yale Patent Lock Pipe—Stove. 
sr 6” 7” 7-6" 
—~—Cents 
Battle Axe, Blue.. 7 “* OF 103 
Can't Slip, “ 74 84 10 #11 
Peerless, eee -e 8 
Duplex, eee: 48 a ee 


Yale, Rus. Fin 15 16 17 18 
pepe. Planished 29 31 sy 0 2 
Galvano, Gal.....15 16 17 18 


If wanted made up, add per joint 


for grooved, Ic; rivete’ ljc. Crating 
made-up pipe extra. . 
Wrought Iron Gas Pipe. 
St -in., black discount, 60% 
St in., black. . “60, 10&5% 
-in. to 6-in., black Sah 70% 
7-in. to 12-in., black... . “ 624% 
St -in., galv anized “ 42% 
St -in., galvanized. . 50% 
-in. to 6-in., galvan’d 574% 
7-in. to 12-in., galvan'd. 45% 
PLANES. 

Sargent Iron Bench ee 60% 
Stanley Iron Bench............. Nets 
PLATES, TIN. 

See Metals in Column 1. 
PLIERS. 
Giant, Button’s—80% off list. 
Cutting. 
Se ee ae ee 
Ee oe ere ...30% 


Upper End and Diagonal Cutting 
Swedish Side. . .. 10% 
Utica Drop F orge & Tool Co. . Net 


POPPERS, CORN. 


Round or Square, I-qt. -per | doz. $1 
NG, DANG... secs escse 1 
PR rr es eee 3 


838 


POTS, FIRE. 

Clayton & Lambert's, each $4 00@6 00 
OE a REI TIE RS each, 6 25 
RES Ae eT each, $6 75@8 50 


POWDER. 


See Ammunition. 


PRESSES, FRUIT AND JELLY. 
Enterprise Manufacturing Co.....25% 


PRIMERS. 


See Ammunition. 


PRUNERS. 
Disston’s Pole... per | . S .. 50 
Henry’s Improved. . &10% 
Water's Improved... ” 80% 
PULLERS. 
Cork. 
OS ee each, $3 10 
Phoenix. 1 40 
Quick and Easy cs eae 24 2 70 
Nail. 
0 eee per doz. 10 80 
Giant Pattern....... = 9 00 
rn 9 00 
Tack.—Giant.......... ' 40 
PULLEYS. 
Awning—Jap'd................. 60% 
oe Ry 50&10% 
Hay Fork. 


Iren. Wneei, 5-in. “per, doz. * a 
Wood Wheel, 6- 10. 
Wood Wheel, 6-iii., Dass knot, 








Fencing. 
Diack Bull. ........ per doz. $8 25 
Farmers’ Choice..... = 8 00 
Re enrae re 8 25 

Flat and Round Nose. 
ee 
iis cks5ssnaccehdcae ren 65% 
RS sh conc cemeumcia il 50% 
eS I RE RE IS 50% 

Gas.—Inches 7 8 10 12 
Per doz...$3 00 350 450 5 50 


-per doz. 2 55 
Hot House— Jap" d. . .0&10% 
ee eros 60% 
ees 50&10% 
Sash. 
PE ee per doz. $0 18 
Common-Sense, 2-in. . 20 
Empire Pattern, 2-in.:  “* 20 
| TERRES pee A 20 
ES ov ste Garess axe v3 25 
PUMPS. 
Pitcher Spout 
ae 3 4 
Each..... $100 115 130 170 
Spray 
SE per doz. 14 50 
Cycione, tin......... “4 3 40 
Cc — copper...... ” 6 75 
cc ecbeaset eae ” 9 00 
Little | ere each 2 25 





hite Porcelain Enameled... 

Solid Brass and Bronze Metal. “468108 
Single Valve ( Baseboard and Side- 
Wo ass os Sib uwd sow kne he 70&10% 


REGISTER FACES. 
Japanned, Bronzed and Plated, 


OnG “To BORG. ..o 5 ceiver 70&10% 
34214 to 30r42... . cececssss 75&10% 
Heavy Round Gratings.......... 75% 
White Porcelain Enameled....... 0% 
Solid Brass or Bronze Metal. 408108 
RINGS. 
Bull. 
CE okt ceUeh ses on 2}-in. 3-in 
Per Gog...... $1 60 $2 00 
Rea’s Improv ed Self- 

Piercing copper, doz. 2 00 eer 
Steel, per doz..... < 90 ~=61 00 
Nickel plated......... 1 35 a> 

and Ringers—Hog. 
Blair’s Rings........ per dez. $0 58 
Blair’s Ringers....... $i 75 
Brown's Rings....... ~ 50 
Brown's Ringers..... ee 80 
Champion Ringers. .. “~ 1 60 
Hill’s Ringers........ , 70 
Hill’s Ring, boxes.... : 55 
Major Rings......... 60 
Perfect Ringers...... ~ 1 20 
Wolverine Rings. .... om 1 40 
Wolverine Ringers. . . si 80 
Fruit Jar. 
i Se ten ne per lb.....30c 
Key. 
Split, rourd .... 2.00 per doz. $0 17 
Split, square......... “a 32 
Ball, round.. a 40 
RIVETS. 
and Burrs. 
| Se oe ig Rae 40&10% 
Coppered Iron.......... 60& 10&5% 
poe ee ee 70% 
ne EOE CLEC pertb. $0 10 
Slotied Clinch........ per doz.40c@45c 
Tubular. 
Nos. 1 and 2 assorted sizes, doz. 45c 
RIVET SETS. 
See Sets. 
ROPE. 
Cotton. 
rf 5-16 in. Com. on reels per tb. 11}c 
5-16 in, Com. in coils. . ~ ee 
}! 5-16 in. Imp'lincoils.. ‘“* 21 ¢ 
Sisal. 
I ood vv os soe abn ote llc 
Hardware Grade, rates, per tb... 10}c 
Pure Manila. 
Oe ae per Ib. 4 
Hardware Grade, rates.. 12$c 
RULES. 
eS SPP er ee Nets 
oo Ee ere een Nets 
SASH ‘“ZEIGHTS. 
See Weights. 





SAWS. 
se 
t gece eecceseceees obeeve 30%, 
8 ge os 9b vcser sense nah 25% 
utchers’. 5% 
—: Maabeswhsiewe ween 40&10%, 
wi SEROTEC 
“ircular. “ge 
MT 05's ohhh. Sok eos 50% 
SPIE Bon. 6 un'd.s.c vo «pane al 50% 
MASSON so 5's bntbie wanna 50&10%, 
ects sensation - 
ompass. 
pS LETC ee 
Common . per doz. $1 35@$1° 6 
“eas, nara EEE ay % 
ore ul 
SOON: Da cs + os ens iadateeeeee 35%, 
saceane PT eee ee: 45% 
OI bso sewnccinnee open 30 
—— 4 % 
.. ASE Tr doz. 75 
Ct an s § 
yer me 
ar SELES TEE CEE E ET 50 
Aack. % 
BRE csc ed nwids ko itoxcesed 30% 
NPR ix. oa aso vee ca 25 
nents bow nessa Vaebaes.o ee 5 
SNE dnc o'e'e's 4.0% dus 0aseeeiee 25% 
Hand ona Rip. 
ME Sa os a oan 5 0'as HEE 30% 
CO)  * aaa 
Disston’s Nos. 8, D8, 12, 76, 112, 
D100, and 120 (new GU. <es0 
Keystone Theis 0S akc ae Re 295 
Enterpirse, hand..... per doz. $5 00 
Our Saw, hand....... 4 00 
Our Saw, rip........ = 4 50 
Keyhole—Disston’s.............. 25% 
SN site's 55:5 « Kate's v's v'aaeee 35% 


PO mong 

SNES + WiiKiog 5'ds 6» sinno Sdc aes 30% 
ve, ER rs 5 25% 
ift. 

Er ere 50% 
TR en ee odo oa 45% 
Se er per doz. $4 50 
Clover leaf.......... ‘i 6 00 


SAW BUCKS—See Bucks. 
SAW SETS—See Sets. 
SAW TOOLS—See Tools. 








SAW FRAMES 
Common, plain.... og - doz. $1 25 
Common, painted.. 70 
SCALES. 
Counter. 
PU incéxceccuec s¥eded 40&10% 
Platform. 
CRON nbN 5055 Hb cuccadswted 50% 
SCISSORS 
is ibs peban eis eea deed 60% 
SCOOPS. 
Grain 
}-bu. “Hercules”... ...per doz. 13 70 
l-bu. ‘Hercules”..... “ 15 00 
SCRAPERS. 
Box. 
Ce ee per doz. $4 00 
Cabinet. 4 
Cast Steel........ per doz. 60c@75c 
Road. 
ee 7 5 3 
Without run’s, ea.$4 00 375 3 50 
With runners,ea. 4 25 400 3 75 
SCREEN DOOR HINGES. 
Cot oe. SiS esa gross, $6 50 
OS Re ee aa ee - 6 75 
SCREWS 
Bench. 
Iron, inches.... 1 1} 1} 
$3 674 420 5 25 
Wood, white maple... per doz. 3 674 
Hand—Wood........... 65% new list’ 
NT Ns S0 6.0% o's verde ened 70&5°” 
§ ROS TC Teer Tee er ee 70% 
Lag or Coach — all sizes, gimlet 
ane 75&10% 
Saw—Centennial, 
WO6. visas 1 ae te oe. 
Per doz...18c 20c 26c 30c 23c 25¢ 
Wood. 
F. H. Bright 874&5&25%G 
FS & Sere 85&5&25% 
F. H. Jap’d 62985825 
4 = — eee ee re 80&5&25% 
eee Ee 774&5&25% 
R i Nickel Plated... .773&5&25% 
SCYTHES. 
Be Ve Be, grass... ....per doz. $8 00 
ree oe 8 25 
Clover Leaf Dutchman. 50 
Honest Dutchman..... a 7 50 
EES a ae . 75 
SHAVING SETS. 
Smith & Hemenway........... - 60% 





2) >» a 
Se a2 nwamme 


QE —————E—EEeee 


D 








@, SETS. : 
G Wail Steel and Iron.........- 40% new list 
3% Round, common. .... per doz. $0 33 (Add, for bi bluing, $2.50 per » Caged net.) 
5% Square, common. .... pes = aI aise scons 00400 
Octagon, Oo . . 4 § @@ TEFTJeecececosesesevsesesssesers 
ak 10%, No. 5, square........ : 75 | Fyy aud Bevel............+0000- jNets 
307% Cup point, knurled 75 | Try and Miter...........-- ise i. - 
Rivet. RR a oz. 
a) ‘Parmers’....eee sees: per doz. $1 20] Winterbottom’s... | papa 70% 
ery TOMES oi ca \ecesdacsceeees ...50% 
- 50% Sow. en's Pattern......per Gos. $3 50 SQUEEZERS, LEMON 
Common Lever...... ie 1 20 |Common Wood........ per doz. $0 70 
425% Disston’s ee. . on 6 50} Porcelain Lined, Wood.. “ 1 25 
$1 60 Disston’s X-Cut. a 12 00 | Boss, malleable iron. = 1 20 
-25% German......++++ os 1 50|Iron Frame, pore’n bowl “ 1 90 
PO FE 6 80 |Tron Frame, glass bowl..  * 2 35 
35%, Nash’s Hand ~ 3 15 | Little Giant, tin'd iron. - 4 00 
-45% Nash's X-Cut........ “ 4: 20| Drum, japanned....... : 3 60 
-30% Stillman’s Lever....... = 1 30] Drum, nickel plated... ~ 4 50 
65 75 Stillman’s X-Cut..... “ 2 50 
5 75 SHARPENERS, SKATE. a STAPLES. 
Diamond.......--++++. per doz. $1 60 Barbed Calpe ce ee er tb. 94@94c 
50%, Smith & Hemenway..........+++ 20% ome ae 8 @8ic 
30% SHAVES, SPOKE. a ve than — 
ro a Sey per dor. $1 2 158 85  feeeeoe F 100 tbs. $2 00 
: eels diriss v0 4 75 Gavenied....... 
25 ° ) oe = "s errr ry Terr? take Netting. 
35 Tbs vn Suwoue w Ub ese owns 3% anesteal eRe per 100 tbs. 4 00 
50% SHEARS - Wrou 
Pruning. Reet Staples, H: and 
25 Buckeye, No. 1...... per doz. $5 75 Staples, Hasps, Hooks and 
0% Buckeye, No. 2..... ioe 7 40 Staples, and Hooks and 
5 00 California Pat., 9-in wu 3 20 PO 80& 10&10 
+ 00 California Pat.,10-in. “ 400} Extra heavy.......... wee 75810 
| 50 Draw Cut, No. 3..... ‘ 13 75 
5% Draw Cut, No. 4. 16 50 STEELYARD. 
5% Henry’s Pat 0 oi 012 
Per doz...$1 40 2 10 2 $0 2 80 Discount 25%. 
0 DR os ssaneeke ...-per doz. $4 00 BS 
0 Sheep No. BBA. eg STONES. 
0% ome Grip... ..$11 25 1150 12 00] Hindostan........... per Ib. 52@7 
PR Grip., doz. 11 00 11 25 re e oe Sey chon’ -- = 
5 (i i. ese ebes ese ey ia = eeeeee ee 
) 0 nla *— See Snips. " oe ee a eecccccces 60% @60&5% 
1%, SHEAVES, SLIDING DOOR. Se Hard per doz. $23 00 
i% Common. Arkansas Soft........ 15 50 
‘0 
mela s0° 60 0-75 110|. Hindostan..........per tb. 64@64 
rG athe Bes ol wee OiL_—Unmoun ted. ‘i awe 
o ’ 0 nsas eooee per ID. 
eee $0 90 130 22 a 1 20 
50 SHELLS—See Ammunition. Lily White......... _ 40 
sad aes 15 
SHELLERS, CORN. ee ETT Ee o 38 
GaN ctiisn tn ns nano per doz. $6 75 eer ima 40 
SHIELDS. Scythe. 00 
Expansion Bolt Shields..........60% Black Diamond. precast he “pep $8 25 
5 SHOES. Corundum...... % 7 50 
0 e+ 60810 Green Mountain..... “ 4 50 
COMM 0960005 ses : resumen Tit SOCNUE: .w ssc space . 7 00 
SHOT—See Ammunition. Quinnebog.......... 6 00 
, SHOVELS AND SPADES. Red EE acahe seeds ps 3 75 
, No. 2, Woodford..... per doz. $5 50 STOPS, BENCH. 
° _ Res oF. NIN 55s 5. 5 < 0:2 per doz. $3 50 
henet, new list..... Discount, ee eee * 4 00 
Neverbreak hollow bek, blk. .615 75 STOPPERS, FLUE 
os Pe OOMMON,, 6.0.20 0 cccee per doz. $0 40 
ie. = se ef. (oo eee 2 4 
Mohawk... “ tat os 9 00] Gem, flat, painted.. ” 85 
Drain. Gem, cor'd, decorated . oI 70 
Iwan’s Perfection..........+-- yh reais 3 90 
Railroad, etc | Re “  — 70@85 
Black Diamond......per doz.$12 00] Skinner's CommonSense “ 80 
Crescent....... PEs 2. aoe 
Keystone ra ; = STOVE PIPE—See pipe. 
AS eae 9 $0 STOVE BOARDS—See Boards. 
Hollow Back. . . = r ba : 
» . Ames’, new list... .. Discount, 14% STOVE POLISH—See Polish. 
, caee sens’ $1 65@$9 00 STRAPS. 
Aleske Steel. 
OS See per doz. $3 50 e-- cee gaya ye a 4 
Long Handle........ MER a a 
SINKS. STRETCHERS. 
Cast Iron. Carpet. 
| Ser seniee Ee per doz. $3 90 
Enameled, White..........50&10%| Excelsior............ ™ 5 25 
Wrought Steel. Malleable Iron....... res 70 
Painted, new list........ 40&10&5%| Perfection........... “t 6 30 
SLEDGES—See H os. ” eg 4 Ap es oe 4 50 
ESS tre. 
, SHAPE, BARNES. N. S. Elwood’s....... per doz. $6 00 
Champion pehebeenebavacverteobes 334% oO S. Elwood’s....... “ 6 00 
German Pattern.............. 30&5% Little Giant......... “ 5 75 
Judd's Pattern sh eévéeoscesesovss d 60 0 Safety SRN BS “ 10 00 
SNATHS Star Lever.......... = 6 25 
Canton Tackle Block. ‘“ 9 50 
Double Ring, Bush... doz. $7 25 ms 
eases teem i... pers 50 | rE ee 6 25 
Patent Loop, Grass..... = 6 75 SWIVELS 
SNIP6, TINNERS'’. Malleable Iron......... per tb. $0 10 
Chote Liab... cc ceccscccces sich Wrought Steel......... pergro. 4 50 
rrr rrr re 40&1 
sxe a a Re ag 50% TACKS 
See a ae 40&10% 
SOLDER Metals. American Wire. 2.000080 060 10% 
SPRINGS, DOOR. Bill Posters’ Cut............. 40&10% 
Perfect NS ye eee ee 40&10% 
See 1 2 3 & 4 Temes Carpet... . ec cccice 40&10% 
Per doz..... eS Se “Be | RSE SSREEEER RE? 40& 10% 
Reliance. ee 6 SP 40& 10% 
Per doz.. light, $1 15; heavy, $2 50] Upholsters’ Wire............. 40&10% 
‘tar. PROMS POMOOE 056.000 cceens .90% 
Per doz.. light, 90c; heavy, 1 35} Copper...........sseeees 
Torrey'’s..... Sixecda a 1 20| Canvas Nail....... 
osnce’ 3 ere Re Sree 
Per doe..ccetee vee “$0 75 1 3S] Hungarian Nails 


AMERICAN ARTISAN AND HARDWARE RECORD 
















































TAPES, MEASURING. WARE, 
if aie. ase © ave Siac al Ne downaiega Stove Hollow Ware. 
AN ios cdeadoccenasts i 
EONS fcc ccecccvcvess io on or ene Bar ts = 
Lufkin’s Steel... 2.222. paoewess 25% | Enameled Ware..............334 
RAED BECMMEEOscc civcccccccccce 50% I cv cco scck dees 60&5% 
Country Hollow Ware, 100 tbs. 
TEE BEVELS—See Bevels. eee eee tees Oe 
ai» mg ped Ware. eoni0% 
Serre 1 
THERMOMETERS. Neverbreak Flat and Round r 
Tin Case....... Der, doz. 80c@$ 1 25 Bottom Kettles........... 5% 
ae Back... $2 00@ - 00 | Covered Ware. 
accu acho Tin’d and Turn’d..........35&10% 
I a 00s nace dcaleesis 45&10% 
TIES. 
le. na —_ - 
Stagle Loop... ......ccccees 80&5% INMEG . «eee e cece cree eeeeees 
All other kinds... ........++++- 70% Enameled...........+++++++++ 307% 
ee “Chains.” Enameled. 
Cherry Blossom and Chrysolite . 50’ 
eee Se WASH camaniide Board F 
Disston’s Universal...........+-. 40% —_— 
Miniature. H 95 WASHERS. 
Smith & Hemenway........... % Standard O. G. cast iron... .per Ib. 246 
TRAPS. oe t i in bulk, per tb.: 
’ " 9c 64c Sc Sc 4$c de she 
Sargent's cot 7 5% 2 <i in 5- = boxes, per fb.: 
% 10c 7c 6c Ste Se 5c ate 
Reddick’s........... per doz. $6 00 WEDGES. 
er fe ae NS oo ks Setsundaw ee we per doz. $0 30 
Holdem Mouse..........-.- $2 25 Gane Pies. eh ee Cl ner fb. 1 
Feeeeens Mat... nccccseres NS. stn cnxcaetiowne : ot 
Sure Catch Mouse....... 30 
Sure Catch Rat...... Sae'ns 75 WEANERS. 
Delusion Mouse.........++++ 90 | Calf. 
ee .. oer doz.. é .$2 00 to $2 50 
7 yler’s Safety, rdoz. 1 85to 2 40 
Brick. ane ae oh s, - oat Sas --% 4 to 3 75 
1 oosier, per oz. nates to 4 60 
ante eat Bien sat aans 30 teen 3 O0to 3 75 
—... ae WEIGHTS 
Plasters’. SA re per fb. 2}e 
OE SS EOE Te 40% | Sash—f.o.b. Chicago....per ton, 23 00 
ecu kaawda saben 25% WHEEL BARROWS. 
3 2” Aer inaceeueme 25% Common Railroad...... per doz. 17 00 
ey ae es = 24 00 
1" anama Steel Tray..... “ 39 00 
TRUCKS. $2 75 | londile Steel Tray.:<: + 28 09 
ED ae eiaacais’ésers.00600's.0,0'4 each. 7 
a WHEELS. 
— i ei mer us — > a eee 70&10&5 
Half Ironed. _ 00 3 85 5 50 Coe ereereseesesseseeses 
Well. : 8 10 12 14 
Full Ironed...... 345 450 645 th oly $3 00 420 5 40 15 0 
TUBS, WASH. re 
Standard, Weed. Ex. | Barbed. inted. Galv’d 
a 1 large} Carloads, per 100 Ibs. “41 83 $2 23 
a yo 700 9 50 Less than car 95 235 
Dowell. Brass. 
orm... 6:8 O36 7 OR OS BO Wi Oiiskk cccccsccececcssctcs 20% 
Cilia In 1-Ib. spools, new list........ 50% 
. 0 80| Broom—Tinned. -60& 10&10& 10 
Per doz... 610 710 7901 a a % 
ms oy 9 45 10 80 13 50|Copper 
Fer dos... 8 55 RN Sites 5 abet 20 
ne 5 1-Ib. spools, new list........ 50&10 
eats ekole 
iniveese 0 5 50 6 25|Fence—Smooth 
wut Gon wii Nos. 6 to 9, Aeald pr 100s $1 80 
Nos. 6 to 9, Galy'd 2 26 
TWINE. Per th. | 7eir7—New List.............04. 60% 
3-ply Cotton Wrapping........... 28c | Market. 
rh chloe POORER 28¢| Bright, full bdles........... 75&5 
: - sei Extra Wrapping Liinene 27c| Bright, broken bdles........... 70 
4° a rapping. — Coppered, full bdles........... 70 
4“ rs Wrapping 6 on tubes... Coppered, broken bdles... . .65&10 
._* - cones... < Tinned, full bdles........... 75&5 
 % £18 tb balls. one — Tinned, broken bdles....... 65&10 
India =. vressestes*206] picture—In coils....... 80% @808&10% 
“ “ _ . oa ed doz.75c| In 5-Ib. spools....... per Ib..... 
2-ply Jute, adele SR SP 7 16c 
Bs a eres Se WRENCHES 
ing, }-tb. balls......... 14c | Acme Standard.............. 50& 
Jute Wool, fb balls..s..0.20200 ee - 
Seins Eo bate Kieie cine aaa 50 
oo ee 9 12 15 ag een ny wa acipieldnc wes 75&5 
eM per tb. 32c 3ic 30c Ellis Ad ustable ais csaodweaen 25% 
ee . “ 32¢ 3lc 30c leable SP. cere eee ess DOF ID. O8e 
Sdietons “ 34c 33c main’? => 00-5" 75&10% 
oe i Ib. ball, size 21 EF 26}¢ stew eeereerssees 
tag lide ik a zohe Bemis & Call's: 
“ eS 3 ee 264c} Adjustable S, 40&5% ; om & 
Bag NS axon ghyd EER COR eee 23¢ ipe, 408&5% ; 0; Bri Pattern, 
Sy eg 18¢ 40%; ee right. “ae 
4- >» "li eee 18c] Steel Handle Nut........... 
SS lo eee reer 27c| Combination Black.. 3 Ons 
3- ‘* Silver Finsh, in hanks... .37c a rs Seer 5% 
Sei aitaiy Lath. ” Double End Adj. S......... 40&5% 
JSD © sANG.. cccccccccsccscccees Cc y 
ZOD StFOREes cccccccccccoscocsecs —c WRINGERS. 
- 590, a Sapa per doz. 33 00 
No. 350, Universal ..... 29 00 
VISES No. 300, Novelty ...... “ 29 00 
| EP OTe Tee ere. 30% a 310, permcse woken a 29 00 
St” _ 25 00 
Pheenix, Oval Slide, No. 380E, Universal.... °° 34 00 
Inches..... 23 3 34 48 | No. 790, Guarantee....  “ 38 00 
| $1 23 £30 188 2728 No. 770, Bicycle. ae = 34 00 
Parker’s Parallel...............- 20% | No. 110, Guarantee....  “* 33 00 
Pee WU. oe ccrcesctesece 20% No. 110, Domestic. .... - 29 00 
Parker's Swivel Base...........- 20% | No. 110, Brighton...... “ 25 00 
Parker’s Re-inforced............. 20% | No. 740, Bicycle....... nt 34 00 
> 2 — oe 20%|No. 22, Guarantee.... “ 33 00 
Parker's x's Comsbiaation... palendamitaide 20% |No. 22, Domestic..... - 29 08 
cae Spneccec cousee MOS am iO: 22, Pioneer....... - 25 38 
4-€ Oe No. 2. Superb. .....6 re 22 38 
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ALPHABETICAL LIST 


American Bell and Fdy. Co 
American Furnace Co.........-----+ 
American Sheet and Tin Plate Co.... 
American Steel & Wire Co......-.-.- 
American Wringer Co..........-+--- 
Art Stove Co 


Boynton Furnace Co........+++++++ 
Brauer Supply Co., A.G 
Bridgeport Chain Co 
Bullard & Gormley Co..........+++- 
Burglar Proof Lock Co........-..--+ 
Carnahan Tin Plate & Sheet Co... 

Champion Stove Co.......-+.--++++ 
Clark, Smith Hardware Co........-- 
Clayton & Lambert Mfg. Co......... 
Cleveland Castings Pattern Co...... 
Clipper Lawn Mower Co 
Cooper Oven Thermometer Co......- 
Cope Pattern Works, Geo. W......-.- 
Corbin Screw Corporation 


Delta File Works 
Diener Mfg. Co., Geo. W 
Dixon Crucible Co., Jos.......++++- 
Double Blast Mfg. Co......--++++++ 
Dreis & Krump Mfg. Co.........++- 
Forest City Fdy. & Mfg. Co 


Gardner & CO......-.---eeeeeeeeee 
Gerock Bros. Mfg. Co 
Globe Ventilator Co......-..----+++ 
Harrington & King Perforating Co... 






Kirk-Latty Mig. Co......---++..++- 12 
TelmOR BrOS... ss cccescccccccsccce 71 
Lovell Mig. CO... cccevcccccsccoes 70 
Lufkin Rule Co......-+..-eeeeeeee 69 
Massilion Rolling Mill Co... .0. +s... 62 
Meyer & Bro. Co., F.......-++++0+ 13 
Meyers Mfg. Co., Fred J.........++- 70 
Michigan Safety Furnace Pipe Co.... 12 
Moeschl-Edwards Corrugating Co... 71 
Monroe Fdy. & Furnace Co......... 10 
Morris Fdy. Co., John B...........- * 15 
Mulline Co., W. HH... cccccceses 64 
Munsell Co., Eugene........++-++0+ 15], 
National School of Pattern Drafting.. 61 
Niagara Machine & Tool Works.... . 66 
Nickel Plate Stove Polish Co........ 11 
North Bros. Mfg. Co.............++ 70 
Oakland Foundry Co..............- 16 
Parker Supply Co.........+++-.00- 63 
Peshods BOK, TW oc cccsccccsuss 65 
PR EE. ap ivcnasdasacsaronssonss 60 
Quality Stove & Range Co.......... 4 
Quincy Pattern Co.......-........ 15 
Ringen Stove Co........c2-eeeeeee 5-65 
Robinson Furnace Co.............. ll 
Scheible-Moncrief HeaterCo........ 10 
Schroeter Bros. Hdw. Co........... 69 
Schwab & Sons Co, R. J............. 6 
Simmons Hardware Co.............. 1 
ee 11 
Gantt Cp.. CURB. 0000s csccssccessse 15 
Smith & Hemenway Co............. 69 
Standard Ventilator Co............ 66 
CST DURE D..0. vcvvecns cone’ ll 
Sullivan-Geiger Co..........6+-006 64 
Sykes Co., ThE........ccesccrcece 64 
Symonds Register Co.............. 12 
Toledo Electric Welder Co......... 14 
XXth Century Heating & Vent.Co.. 5 
Underwood Typewriter Co.......... 67 
Van Range Co., John.........-.... 4 
Vedder Pattern Works............. 15 
Walworth Run Foundry Co......... 14 
bodandsereeenepesest 67 
Weller Pattern Co. .......-seeeeecs 15 
Wheeling Corrugating Co........... 71 
Wooden Ventilator Co............- 12 
Wrought Iron Range Co............ 8 





Haynes-Langenberg Mfg. Co.......- 2 
Hemp & Co... ..-- se eeeeeeccce cece 15 
Henry Furnace Co., T. E.....---+-- 6-7 
Hussey & Co., C. G..... eee eeceeee 65 
Inland Steel Co.........-- esse eeeee 64 
Kelsey Heating Co.........-+-+++-- 2 
Kimball Bros. Co 61 


a 


63 


CLASSIFIED INDEX 


Automobile Accessories. 
Weiland, Chas., New York, N 


Barb Wire. 


American Steel & Wire 


Co.., 
Chicago, 


Boiler Graphite. 
Dixon Crucible Co., Joseph, 


Boilers—Steam. 


Boynton Furnace Co. 
Schwab & Sons Co., R 


Akron, 


Boiler Handles. 
Berger Bros. Co., Philadelphia, 


Brass and Copper. 
Hussey & Co., C. G., Pittsburgh, 


Carpenters’ Tools. 

North Bros. Mfg. Co., 
Philadelphia, 

Simmons Hdw. Co., St. Louis, 


Smith & Hemenway Co., 
New York, N. 


Ceilings. 
Berger Mfg. Co., 
Friedley-Voshardt Co. 
Wheeling Corrugating 
Wh 


Canton, 
Chicago, 


Co., 
eeling, W. 


Chains. 
Bridgeport Chain Co., 


Corbin Screw Corporation, 


Chimney Caps. 


Berger Mfg. Co., 


Standard Ventilator Co., 
Lewisburg, 


Canton, 


Conductor Pipe, 


Berger Bros. Co., Philadelphia, 
Clark, Smith Hdw. Co., Peoria, 
Friedley-Voshardt Co., Chicago, 


Wheeling Corrugating 


Cornices. 
Berger Mfg. Co., Canton, 
Friedley-Voshardt Co., Chicago, 


Cornice Brakes. 


Bertsch & Co., Cambridge City, I 


Dreis & Krump Mfg. Co., 
Chicago, 


Niagara Machine & Tool Works, 
Buffalo, N. 


Crayons—Lumber. 
Dixon Crucible Co., Joseph, 








Jersey City, N. 


m * 


ill, 


Jersey City, N. J. 


Chicago, Ill. 


eS 
Milwaukee, Wis. 


XXth Century Heating & Vent. Co., 
0. 


Pa. 


Pa. 


Pa. 
Mo. 


Y. 


0. 
Ill. 


Va. 


Bridgeport, Conn. 


New Britain, Conn. 


0. 
Pa. 


Pa. 
Il. 
Ill. 


Co. 
Wheeling, W. Va. 


0. 
Til. 


nd. 
Ill. 
Zz; 


J. 


Crimping Machines. 


Bertsch & Co., Cambridge City, Ind. 
Niagara Machine & Tool Works, 
Buffalo, N. Y. 
Cutlery. 
Co., 


Smith & Hemenway 
New York, N. Y. 


Cut-offs—Rain Water. 
Berger Mfg. Co., Canton, O. 
Sullivan-Geiger Co., Indianapolis, Ind. 


Dampers. 


Parker Supply Co., New York, N. Y. 


Disinfectant. 


Gardner & Co., Joliet, Ill. 


Drills. 


Smith & Hemenway Co., 
New York, N. Y. 


Eaves Trough, 


Berger Bros. Co., Philadelphia, Pa. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Elbows—Conductor Pipe. 


Berger Mfg. Co.,; Canton, 0. 


Elevators, 
Kimball Bros. Co., Council Bluffs, Ia. 


Fencing—Wire. 


American Steel & Wire Co., 


Chicago, Ill. 


Files, 
Delta File Works, Philadelphia, Pa. 


Furnace Chains, 


Bridgeport Chain Co., 
Bridgeport, Conn. 
Corbin Screw Corporation, 

New Britain, Conn. 


Furnaces—Hot Air, 
American Bell & Fdy Co. 


Northville, Mich. 

American Furnace Co., 
St. Louis, Mo. 
Art Stove Co., Detroit, Mich. 


Boynton Furnace Co., 
Danville Stove & Mfg. 


Chicago, Il. 


Co., 
Danville, Pa. 
Forest City Fdy. & Mfg. Co., 
Cleveland, 0. 
Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 
Henry Furnace Co., T. E., 
Cleveland, O. 
Kelsey Heating Co., Syracuse, N. Y. 


Monroe Fdy. & Furn. Co., 
Monroe, Mich. 


Oakland Foundry Co., Belleville, Il. 
Robinson Furnace Co., Chicago, Ill. 


Scheible-Moncrief Heater Co., 
Cleveland, O. 


Schwab & Sons Co., R. J., 
Milwaukee, Wis. 


Smith, Chas., Chicago, Ill. 
Smith Co., Chas., Chicago, Ill. 


XXth Century Heating & Vent. Co.. 
Akron, 0. 


Wrought Iron Range Co., 
St. Louis, Mo. 


Furnace Pipe and Fittings. 


Meyer & Bro. Co., F., Peoria, Ill. 
Michigan Safety Furnace Pipe Co., 


Furnace Rings. 
Furnace Su & Mfg. Co., 
wy Cleveland, 0. 


Walworth Run Foundry Co., 
Cleveland, 0. 


Furnaces—Soldering. 

Clayton & Lambert Mfg. Co., 
Detroit, 

Diener Mfg. Co., Geo. W., 
Chicago, Ill. 

Double Blast Mfg. Co., 

North Chicago, Ill. 
Peabody & Co., H. W., 
New York, N. Y. 
St. Louis, Mo. 


Mich. 


Ringen Stove Co., 


Furnace Repairs. 


Brauer"Supply Co., A. G., 

St. Louis, Mo. 
Morris Fdy. Co., John B., 
Cincinnati, O. 


Garden Tools. 
Clipper Lawn Mower Co., Dixon, Il. 


Hardware Jobbers. 


Bullard & Gormley Co., Chicago, 
Clark, Smith Hdw. Co., Peoria, 


il, 
Ill. 


Hardware Specialties. 
Burglar Proof Lock Co., 
New York, N. Y. 


Diener Mfg. Co., Geo. W., 


Chicago, Ill. 
Lufkin Rule Co., Saginaw, Mich. 


North Bros. Mfg. Co., 

Philadelphia, Pa. 
Schroeter Bros. Hdw. Co., 
St. Louis, Mo. 


Simmons Hdw. Co., St. Louis, Mo. 


Smith & Hemenwey Co., 
New York, N. Y. 


Weiland, Chas., New York, N. Y. 


Heaters—Water. 


Smith Co., Chas., Chicago, Ill. 
Stolz Co., Frank D., Chicago, Ill. 


Ice Cream Freezers. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Iron Enamel, 


Black Silk Stove Polish Works, 
Sterling, Ill. 


Nickel Plate Stove Polish Co., 
Chi 


cago, Ill. 


Kitchen Utensils, 


Meyers Mfg. Co., Fred J., 
Hamilton, 0. 


Lawn Mowers. 
Clipper Lawn Mower Co., Dixon, Ill. 


Linemen’s Tools. 


Smith & Hemenway Co., 
New York, N. Y. 


Locks—Burglar Proof, 


Burglar Proof Lock Co., 
New York, N. Y. 


Lubricants—Graphite. 
Joseph Dixon Crucible Co., 





Detroit, Mich. 





Jersey City, N. J. 











nd, 0. 


ind, 0. 


Mich. 
» Tl, 
» Tl. 


2 
Mo, 


Mo. 
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Machines—Electric Welding. 


do Electric Welder Co., 
as Cincinnati, 0. 


Metal—Perforated. 


Harrington & King Pertueting Co., 
Chicago, Ill. 


Metal Polish. 


Black Silk Stove Polish Works. 
Sterling, Ill. 


Jickel Plate Stove Polish Co., 
—_ Chicago, Ill. 


Metal Shingles. 


Berger Mfg. Co., 


Vheeling Corrugating Co., 
bet Sar Wheeling, W. Va. 


Canton, O. 


Mica. 


B r Supply Co., A. G., 
yer +e St. Louis, Mo. 


Munsell Co., Eugene, Chicago, Ill. 


Miters. 


Berger Mfg. Co., 
Friedley-Voshardt Co., 


Canton, 0. 
Chicago, Ill. 


Ornaments—Sheet Metal. 


Berger Mfg. 'Co., Canton, O. 
Friedley-Voshardt Co., Chicago, Til. 


Gerock Bros. Mtg. Co., 
we est. Louis, Mo. 


Paint—Silica—Graphite. 


Dixon Crucible Co... Jos., 
Jersey City, N. J. 


Polish. 


Black Silk Stove Polish Wks. 
wy Sterling, Ill. 


Potato Grinders. 


Schroeter Bros. Hdw. Co., 
St. Louis, Mo. 


Pumps—Vacuum, 
Leiman Bros., New York, N. Y. 


Punches. 
Bertsch & Co., Cambridge City, Ind. 


i Machine & Tool Works, 
nie Buffalo, N. Y. 


Weiss & Co., H., New York, N. Y. 


Rasps. 
Delta File Works, Philadelphia, Pa. 


Smith & Hemenway. Co., 
ew "York, m, Z 


Registers. 
Furnace Supply & Mfg. 
Symonds Register Co., St. Louis, Mo. 


Wooden Ventilator Co., 
East Palestine, 0. 


Inland Steel Co., 


Roasters, 


Wheeling Corresetiog Oe w. Ye 


Rolls—Forming. 


Bertsch & Co., Cambridge City, Ind. 
Niagara Machine & Tool Works, 


Gnvetent, 0. Sykes Company, The, 


Massillon Rolling ee Ohio. | C°°Per Oven Thermometer Co., 


Diener Mfg. Co., Geo. W.. 


Roofing—lIron and Stee). 
American Sheet & Tin Plate Co.. 


Berger Mfg. Co., 
Carnaban Tin Plate & Sheet Co., 


Inland Steel Co., 
Sykes Company, The, 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Rope—Wire. 
American Steel & Wire 


Rules. 


Lufkin Rule Co., Saginaw, Mich. 


Saws, 


Smith & Hemenway Co., 
New York, N. Y. 


Schools—Sheet Metal Pattern 
Drafting. 


National School of Sheet Metal Pat- 
tern Drafting, St. Louis, Mo. 


Screens—Perforated Metal. 


Harrington & King Perforating Co., 
Chicago, Il. 


Screw Drivers. 


North Bros. Mfg. Co., 
Philadelphia Pa. 


Screws—Sheet Metal. 
Parker Supply Co., New York, N. Y. 


Sheet Metal Tools. 
Bertsch & Oss Cambridge City, Ind. 


Fuller, Otis L., Goshen, Ind. 
Niagara Machine & Tool Works, 
Buffalo, 


Weiss & Co., H., New York, N. Y. 


Sheets—Black and Galvanized. 
American Sheet & aia Co., 


ittsburgh, Pa. 

Carnahan Tin Plate & Sheet Co., 
Canton, 0. 
Inland Steel Co., Chicago, Ill. 


Massillon Rolling Mill Co., 
Massillon, Ohio. 


Sykes Company, The, Chicago, Ill. 


Wheeling Corrugating Co. 
Wheeling, W. Va. 


Sheets—Deep Drawing Stock, 


Massillon Rolling Mill Co., 
Massillon, Ohio. 


Sheets—Pickled and Cold Rolled. 


Massillon Rolling Mill Co. 
Massillon, Ohie 


Sheets—Planished. 
Chicago, Ill. 


Sheets—Vismera, 
Chicago, Ill. 


Sheets—Polished. 


Sifters—Ash, 





Buffalo, N. Y 





Pittsburgh, Pa. 
Canton, O. 


Canton, 0. 
Friedley-Voshardt Co., Chicago, Ill. 
Chicago, Ill. 
Chicago, Ill. 


Co., 
Chicago, Ill. 


Y Cope Pattern Works, Geo. 





Skylight Gearing. 
Weiss & Co., H., 


Slating Nails, 


Snips—Tinners. 
Niagara Machine & Tool Works. 


Statuary. 
Friedley-Voshardt Co., 


Stoves and Ranges. 
Art Stove Co., 
Champion Stove Co., 
Dangler Stove Co., 


Danville Stove & Mfg. Co., 
Danville, Pa. 


Quality Stove & Range Co., 
Belleville, 1. 


Ringen Stove Co., St. Louis, Mo. 


Wrought Iron Range Co., 
St. Louis, Mo. 


Stove Bolts, Rods and Rivets. 


Corbin Screw Corporation, 
New Britain, Conn. 


Kirk-Latty Mfg. Co., Cleveland, O. 


Stove Patterns. 


Cleveland Castings Pattern Co., 
a ~ sap 0. 


Detront,” Mich. 


Quincey Pattern Works, Quincy, Ill. 
Vedder Pattern Works, Troy, N. Y. 
Weller Pattern Co., Quincy, Ill, 


Stove Pipe and Fittings. 
Hemp & Co., St. Louis, Mo. 


Stove Polish. 


Black Silk Stove Polish Works, 
Sterling, Ill. 


Brauer Supply Co., A. G., 
St. Louis, Mo. 


Dixon Crucible Co., Jos., 
Jersey City, N. J. 


Nickel Plate Stove Polish Co., 
Chicago, Il). 


Stove Repairs. 


Brauer Supply Co., A. G., 
St. Louis, Mo. 


Morris Fdy. Co., John B. 
Cincinnati, 0. 


Stove Trimmings. 
Kirk-Latty Mfg. Co., Cleveland, 0. 


Tapes. 


Lufkin Rule Co., Saginaw, Micb. 


Thermometers—Oven. 


Pequabuck, Conn. 


Tin—Perforated, 


Sifters—Flour. 
Meyers Mfg. Co., Fred J., 
Hamilton, 0. 
Skylights. 
Berger Mfg. Co., Canton, O. 


New York, N. Y. 


Hussey & Co., C. G., Pittsburgh, Pa. 


Buffalo, N. Y. 


Chicago, Ill. 
Gerock Bros. Mfg. Co., St. Leuis, Mo. 


Detroit, Mich. 
Cleveland, O. 
Cleveland, 0. 


Van Range Co., John, Cincinnati, O. 








Tinsmiths’ Tools. 


Bertsch & Co., Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 
Fuller, Otis L., Goshen, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Weiss & Co., H New York, N. Y. 


Tinplate. 
American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 


Carnahan Tin Plate & Sheet Co., 
Canton, O. 


Wheeling Covegetiay Co. 
Wh eeling, W. Va. 


Torches. 
Clayton & Lambert Mfg. Co., 
Detroit, Mich. 
Diener Mfg. Co., Geo. W., 
Chicago, Ill. 
Double Blast Mfg. Co., 
North Chicago, Il}. 


Peabody & Co., H. ‘Wee 
New York, N. ¥. 


Typewriters. 


Underwood Typewriter Co., 
New York, N. Y. 


Ventilators. 
Berger Bros. Co., Philadelphia, Pa. 
Berger Mfg. Co., Canton, O. 
Globe Ventilator Co., Troy, N. Y. 


Standard Ventilator Co., 
Lewisburg, Pa. 


Wire. 


American Steel & Wire Co.., 
Chicago, 1. 


Wringers—Clothes, 
American Wringer Co., 
New York, N. Y. 


Lovell Mfg. Co., Erie, Pa, 





@ ADVERTISING is 
to-day the mightiest 
factor in the business 
world. -It is an evolu- 
tion of modern indus- 
trial competition. It is 
a business builder, with 
a potency that goes be- 
yond human desire. It 
is something more than 
a “drummer” knocking 
at the door of the 
consumer — something 
more than mere sales- 
manship-on-paper. It is 
a positive, creative 
force in business. It 
builds factories, sky- 
scrapers and railroads. 
It makes two blades of 
grass grow in the busi- 
ness world where only 
one grew before. It 
multiplies human wants 
and intensifies human 
desires. It furnishes ex- 
cuse to timorous and 
hesitating ones for 
possessing the things 

which under former 

conditions they could 

easily get along without. 














Chicago, Ill. 


Harrington & King ras Co., 


eago, Ill. 
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Wants and Sales 


For paid yearly subscribers 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
six lines WITHOUT CHARGE. For 
employers wishing to secure em- 
ployes, parties desiring to purchase 
business, business for sale, partner 
wanted, to exchange, etc., not exceed- 
ing fifty words the price to non-sub- 
scribers is one dollar per insertion, 
payable in advance. To clerks and 
tinsmiths looking for situations, the 
price to non-subscribers is fifty cents 
per insertion. Those who respond to 
these annoucements please mention 
that they ““READ THE ADVERTISE- 
MENT IN AMERICAN ARTISAN 
AND HARDWARE RECORD.” 











U. S. and Foreign Patents 


PA T E N T S secured. Trade Marks Reg- 


istered. Patent Validity and Infringement Opinions. 


Consulting Expert HERBERT E. PECK Patent Attorvey 
Established 1895 WASHINGTON,D.C. Barrister Bldg. 


BUSINESS CHANCES 














For Sale—Tinshop; well equipped; good 
location—on corner; good light; iow rent. 
After fifteen years in same shop I wish 
to retire from business. Will sell at a 
bargain. Come and see. Address A-24, 
care of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, Illinois. 





Wanted to Sell—A first-class hardware 
business and tinshop in connection, in 
Duluth, Minnesota. Down town location, 
and will sell below cost. Established sev- 
en years. Average yearly business $20,- 
000. Inquire of A. F. C., 217 Torrey Bidg., 
Duluth, Minnesota. 4-3t 





For Sale—Plumbing stock and business 
in a thriving town of 3,000 within 4 miles 
of the Ford Factory, Detroit, Michigan. 
Satisfactory reasons for selling. Address 





Box 278, Royal Oak, Michigan. 4-1t 
For Sale—A good tinshop, doing good 
business. Located on main street of a 


growing town. Best of reasons for sell- 
ing. If you want a good thing address 
Cliff Kaser, Killbuck, Ohio. 2-3t 


For Sale or Exchange—i60 acres black 
land in northern Indiana, 3% miles from 
market, for a good, clean stock of hard- 
ware in a town of 2,000-20,000 population. 
Give full particulars in first letter. For 
further particulars address Urias Menser, 


9 


Box 153, Culver, Indiana. 3-3t 


Wanted — Small hardware specialties 
and stampings to manufacture. rite us 
at once. C. E. Manufacturing Com- 
pany, Marshalltown, Iowa. 3-3t 








BUSINESS CHANCES. 


SITUATIONS WANTED. 














For Sale—A nice hardware stock and 
heating and plumbing business in Illinois. 
Will invoice about fourteen hundred. Good 
business the year round; rent low; in one 
of the richest farming towns in Illinois; 
will consider farm land in Wisconsin in 
trade or good town property, or will sell 
for cash. d reasons for selling; parties 
can have possession at once. Address 
A-15, care of AMERICAN ARTISAN, 910 
South Michigan Boulevard, Chicago, . 





nois. 2-3t 
Wanted — Commission lines. Willow 
baskets, electric vacuum sweeper and 


hardware specialties. Bank references. 
Address Canadian Mercantile Company, 
Kingstown, Ontario, Canada. 3-3t 


TINNER’S TOOLS. 


Wanted—Second-hand 30-inch bar fold- 
er in good condition; also other tools 
needed. Address H. L. Francisco, Glen 
Ullin, North Dakota. 4-3t 

















Wanted to Buy—Second-hand tinshop 
machines, such as burring, turning, wir- 
ing and swedging. Address Myron M. 
Lehman, 504 Spring Street, Elgin, Illi- 
nois. 4-3t 


Wanted—Set of tinner’s tools. Will pay 
cash. Those answering state what tools 
you have. Make condition and best cash 
price. Address G. E. Roberts, 2019 Ingle- 
side Ave., Sioux City, Iowa. 3-3t 


For Sale—No. 1 Flanders patent circular 
shears, made by P. 8. W. Co. Nearly new. 
Address J. G. Wimmer, Dubuque, ae 











Wanted to Buy — New or used 8-ft. 
brake, 30-in. folder, 36-in. rollers, 30-in. 
shears, large beading machine, hand lever 
punch. Address N. Cherry, 1759 Edwards 
Ave., Springfield, Ohio. 2-3t 








HELP WANTED. 








Wanted—A married man, tinner and 
furnace man with some idea of simple 
plumbing. Willing to earn his wages and 
a little for me. No boozer.’ Steady job 
to the right man. State wages in first 
letter. Address H. A. Lee, Canton, South 
Dakota. 8-3t 


Salesman Wanted—In uncovered terri- 
tory for trade name. Specialty easily 
demonstrated and sold to the largest and 
best manufacturers, jobbers and gas com- 
panies. Liberal commission arrangement. 
Address C. A. Hones, 114 Franklin St., 
Brooklyn, New York. $-2t 








Wanted—tTinner as partner in a plumb- 
ing, heating and tinshop in one of the best 
locations in the — spot of the United 
States. This will stand the closest inves- 
tigation. Address A-22, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 8-3t 








SITUATIONS WANTED. 








For Sale — Well established business; 
regular tin, sheet iron and furnace work, 
stoves and jobbing of all kinds. Splendid 
opportunity for man who can handle slate 
work in connection and add hardware to 
present business. The most prosperous, 
well populated suburb of Washington, D. 
C., the nation’s capital. One interested in 
the extent of investing $3,500 can write or 
call upon I. M. Bigelow, 209 Blair Road, 
Takoma Park, District of Columbia. 3-3t 





For Sale—Good clean stock of hard- 
ware; will inventory about $6,000, in Trav- 
erse City, Michigan; population over 14,- 
000. Address J. A. Montague, Traverse 
City, Michigan. 2-3t 





Patent for Sale—Not having means to 
manufacture and properly market my 
newly patented Eave Trough Clamp, I 
would like to sell same outright or on a 
royalty basis. Have castings and parts 
for about 500 clamps, also master pat- 
terns. If interested write A-17, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 2-3t 





Wanted to Buy—Working interest in 
good sheet metal and heating shop. Am 
young; have been raised in the business; 
have good habits; don’t booze, and can 
get results. Address Cleve Branham, 


1021 Hervey Street, Indianapolis, ee 





Situation Wanted—By a first-ciass tin- 
ner; experienced in all branches of hard- 
ware work; desiring a position with some 
reliable firm. Wisconsin or Illinois pre- 
ferred. Address A-23, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 4-3t 





Situation Wanted — Experienced sales- 
man in enamelware, tinware, galvanized 
ware and sheet metals. I have traveled 
Michigan fourteen years and established 
$30,000 trade. Best of references. Salary 
or commission. Address K, 1536 Church 
St., Flint, Michigan. 4-It 








Situation Wanted—Al1 all round tinner 
wants job in furnace factory making cas- 
ings and other shop work, or would take 
position as foreman in general jobbing 
tinshop. Address with particulars A-25, 
care of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, Illinois. 

4-3t 





Position Wanted—By a good all-around 
man. Can lay out my own work and 
work from blue prints; do all kinds of 
jobbing, roofing and spouting, furnace or 
warm air heating. Have had 20 years’ 
experience; steady and sober. I would 
be pleased to hear from some good re- 
liable firms. Address A-19, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 3-3t 





Wanted — Position by an all-around 
man, Steady and reliable. Can also do 
plumbing and hot water work. Address 
W. H. Bailey, Storm Lake, Iowa. 3-3t 


Situation Wanted—As salesman, where 
there will be chance for advancement, 
with a live firm in the west or traveling 
salesman for a reliable manufacturing 
concern. Young man, 27 years of age, 
nine years’ experience in retail stove, re- 
frigerator and house-furnishing business. 
Strictly temperate and reliable. Address 
A-20, care of AMERICAN ARTISAN, 910 
= Michigan Boulevard, Chicago, 
nois. 





Thli- 
3-3t 





Position Wanted—By tinner and fur- 
nace man. Can also do plumbing. Young 
man and strictly sober. Prefer work in 
Iowa or Minnesota. Address A-21, care 
of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, Illinois.: 


Situation Wanted—Young man with 
several years’ eee in the plumbing 
and heating trades wishes steady posi- 
tion; sober and reliable. Can come at 
once. Address A-16, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 2-3t 


Wanted Position—With some firm en- 
gaged in general tinwork, plumbing and 
heating in its different lines. I have about 
20 years’ practical experience. If you are 
in need of a reliable mechanic I would 
like to correspond with you. Address 
John Redwing, Northfield, sepereees* st 











Position Wanted—By a good all-around 


tinner and furnace man. Can lay out 
my own patterns. 8 years’ experience; 
age 24; can speak German. Address Ar- 


thur Koenig, 2210 North 14% Street, Terre 
Haute, Indiana. 2-3t 





Position Wanted—I am 32 years of age; 
single; 18 years’ experience at the tin 
and furnace business; can cut my own 
patterns and take —_ of shop. I am 
also a fairly good plumber; can do steam 
and hot water heating. I am fast and a 
good workman; sober and reliable. Ad- 
dress A-18, care 0 CAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 2-3t 

Position Wanted—By tinner and sheet 
metal worker. Twenty years’ experience. 
Good at furnace work; can do some 
Plumbing. Address A-12, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 1-3t 


——Ooo——_——— 
SPECIAL NOTICES. 


MANUFACTURERS’ ACENT 


with headquarters in Milwau- 
kee, Wisconsin, wishes to rep- 
resent reliable manufacturers 
there and in the largest cities 
adjacent. Address ‘all - cor- 
respondence to B-38, care of 
AMERICAN ARTISAN, 910 
South Michigan Boulevard, 
Chicago, Illinois. 


FOR SALE 


Hardware stock and Tinshop for 
sale in live Illinois town, 1,000 
population. Very liberal discount 
for cash. Address E. P. Field, 
Monmouth, Illinois. 


FOR SALE 


Going furnace business in a city of 200,000. Has 
been operated as a factory branch — excellent op- 
portunity. Have been selling 250 furnaces a year 
and can increase this. Good reasons for selling. 











2-4t 





3-2t 





Address B-44, care of AMERICAN ARTISAN, 
910 South Michigan Boulevard, Chicago, IIli 
4-3t 


nois, 
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SPECIAL NOTICES. 


BOOKS AND PATTERNS 





BOOKS AND PATTERNS 








POSITION WANTED 


As stove designer, Sales Manager 
or Factory Manager with some re- 
liable stove manufacturing concern. 
Have had years of experience and 
can give excellent references. Will 
have money to invest in the busi- 
ness in the near future. Address 
B-41, care of AMERICAN ARTISAN, 
910 South Michigan Boulevard, 
Chicago, Illinois. 3-4t 


SALESMAN WANTED 


Calling upon the stove trade in territory 
west of Ohio where natural gas is used, to 
sella line of gas stoves and ranges on 
commission basis. The line embraces 
special features of practical worth that 
are new and attractive. With the right 
man to introduce them they can be made 
successful sellers in any territory where 
natural gas is the fuel. Please give ref- 
erences and full information as to experi- 
ence and territory traveled. Address 
B-36, care of AMERICAN ARTISAN, 
910 South Michigan Boulevard, Chicago, 
Illinois. 1-4t 


WANTED 


General lines on commission 
basis selling to retail hard- 
ware dealers, tinners and 
cornice makers. Address 
B-15, care of AMERICAN 
ARTISAN, 910 South Mich- 
igan Boulevard, Chicago, IIl- 
inois. +-ufs 











Want hardware specialties 
or kindred lines from reliable 
sources that will sell to the job- 
bing and large retail trade. 
Office Seattle, Washington. 
Traveling Pacific Coast with 
additional help. References 
furnished as to ability and 
finance. Address T. C. Mas- 
sey, 4946 Kenmore Avenue, 
Chicago, Illinois. 2-3t 


FURNACE HEATING.—By Wm. G. 
Snow. This book treats authoritatively 
and fully all matters pertaining to the in- 
stallation of furnaces. Furnacemen, tin- 
ners and builders who do furnace work 
will find their work simplified by its use. 
Cloth, $1.75. With AMERICAN ARTISAN 
1 year (52 issues), $3.25. Address Daniel 
Stern, 910 South Michigan Boulevard, 
Chicago, lll. : 





HUY WALK Minadisvu, disiuin. . 
GAS FITTING; ACETYLENE GAs— 
HOW GENERATED AND HOW USED.— 
For Plumbers, Steam Fitters, Architects, 
Builders, Apprentices and Hcuseholders 
Containing Practical Information of all 
the -rrinciples Involved in the Construc- 
tion of Steam, Hot Water, Acetylene Gas 
Plants and how to properly do Gas Fit- 
ting. By Jas. J. Lawler. Revised by 
Geo. C. Hanchett. Large 12mo, cloth, 
elegantly illustrated. Price, $2.00. With 
AMERICAN ARTISAN 1 year (52 issues), 
$3.50. Address Daniel Stern, 910 South 
Michigan Boulevard, Chicago, Il. 





100 TINNERS’ PATTERNS.—Comprise 
patterns for a full line of tinware, in 
numereu: sizes, square and round elbows, 
cut-offs, etc. Full size, numbering up- 
ward 100, printed on manila paper, from 
which they are readily transferred to 
heavy sheets and cut out ready for use. 
Price, $1.00. With AMERICAN ARTISAN 
1 year (52 issues), $2.50. Address Daniel 
Stern, 910 South Michigan Boulevard, 
Chicago, Ii. 





PERFECT SHEET METAL PAT- 
TERNS.—By G. L. Gray. The patterns 
are made full size on heavy blue print 
aper. Shipped, rolled in heavy paste- 
oard tube, insuring good condition upon 
receipt. Two minutes’ work will transfer 
the pattern to sheet metal. Patterns can 
be supplied for Elbows, Skylights, Tur- 
rets, Ventilators and many miscellaneous 
classes of sheet metal work. Prices 
quoted upon request. Order with your 
subscription to AMERICAN ARTISAN 
and save money. Address Daniel Stern. 
910 South Michigan Boulevard, Chicago, 
Ill. 





,HEATING BY STEAM AND WATER. 
—A practical treatise on House Heating, 
describing improved methods of installing 
heating apparatus in the home, and giv- 
ing short and accurate rules for comput- 
ing radiation, heat losses, etc. Two hun- 
dred and sixty-eight original drawings. 
By Chas. B. Thompson. Handsomely 
bound in_ cloth. Price, $3.00. With 
AMERICAN ARTISAN 1 year (52 issues), 
$4.50. Address Daniel Stern, 910 South 
Michigan Boulevard, Chicago, Ill. 





HANDBOOK FOR HEATING AND 
VENTILATING ENGINEERS.—Well ar- 
ranged book covering all classification of 
Ventilation, Humidity and Heat Losses, 
Furnace Heating, Hot Water and Steam 
Heating, Plenum Warm Air Heating, Me- 
chanical Vacuum Heating, District Hot 
Water and Steam Heating, Electrical 
Heating, Temperature Control. (By James 
D. Hoffman, M. E.) 4%x6% in. 320 pages. 
Price, $3.50. With AMERICAN ARTISAN 
1 year (52 issues), $4.75. Address Daniel 
Stern, 910 South Michigan . Boulevard, 
Chicago, Il. 


SHEET METAL WORKERS’ _IN- 
STRUCTOR.—By Joseph H. Rose. Use- 
ful information for the Sheet Metal Work- 
er in all branches of the industry. Con- 
taining practical rules for describing the 
various patterns for sheet iron, copper 
and tin work. 310 pages, 200 illustrations 
cloth. Price, $2.00. With AMERICAN 
ARTISAN 1 year (52 issues), $3.25. Ad- 
dress Daniel Stern, 910 South Michigan 
Boulevard, Chicago, IIl. 





PRACTICAL UP-TO-DATE PLUMB- 
ING.—By Geo. B. Clow. Contains 310 
pages, over 250 illustrations of practical 
information for the plumber. Price, $1.50. 
With AMERICAN ARTISAN 1 year (52 
issues), $3.00. Address Daniel Stern, 910 
South Michigan Boulevard, Chicago, IIl. 


A SHOW AT SHO’ CARDS.—By At- 
kinson & Atkinson. Valuable instruction 
in this necessary art, combines best meth- 
ods of various experts. Contains 300 
pages illustrated with 120 designs, and 
35 alphabets. Cloth, $3.00. With 
AMERICAN ARTISAN 1 year (52 issues), 
4.35. Address Daniel Stern, 910 South 
Michigan Boulevard, Chicago, IL. 








XXTH CENTURY SHEET METAL 
WORKER.—By H. E. Osborne, a _ prac- 
tical sheet metal worker. A brand new 
book. Just off the press. Exactly what 
its title implies—a XXth century treatise 
on sheet metal work. Fiexible cover, 60 
cents. With AMERICAN ARTISAN 1 
year (52 issues), flexible cover, $2.25. Ad- 
dress Daniel Stern, 910 South Michigan 
Boulevard, Chicago, IIl. 


TINSMITH’S HELPER AND _ PAT- 
TERN BOOK.—By H. K. Vosburgh. Con- 
tains useful diagrams, rules and tables 
for the reference of all workers in sheet 
metal. Illustrates a variety of patterns 
and also gives recipes for solders and 
cements. Cloth, $1.00. With AMERICAN 
ARTISAN 1 year (52 issues), $2.50. Ad- 
dress Daniel Stern, 910 South Michigan 
Boulevard, Chicago, Il. 








TIN, SHEET IRON AND COPPER 
PLATE WORK.—By L. J. Blinn. Of the 
greatest value to sheet metal workers. 
Describes the methods of laying out near- 
ly everything the metal worker will be 
called upon to make, supplemented by 
rules for mensuration and hundreds of 
valuable receipts. 296 pages with 169 
illustrations, bound in cloth. Price, $2.50. 
With AMERICAN ARTISAN 1 year (52 
issues), $3.85. Address Daniel Stern, 910 
South Michigan Boulevard, Chicago, II. 





Elevators 


Improved, Quick and Easy 
Rising, Steam, Electric and 
Hand Power. 


Send for Circular 
Kimball Bros. Co. 


1031 Ninth Street, Council Blufis, lowe 


Kansas City Office: 
717 Commerce Bidg., ied Kansas City, Me. 












DIXON’S 


GRAPHITE 
PIPE JOINT 


COMPOUND 


Send for Booklet No. 18D, explain- 
ing the advantages and economies 
of this compound which never 
hardens or sets. 


Joseph Dixon Crucible Company 


Jersey City, New Jersey (1) 

















WANTED, T0 BUY 


First Class Expanded Metal Lath Machine of 
modern construction. Describe fully, giving sizes 
of lath that may be made, gauges of material 
handled, style or styles of lath produced and pro- 
ducing capacity of machine. ame lowest price 
in first letter. Address Sheet Metal Manufacturer, 
care of AMERICAN ARTISAN, 910 South Mich- 
igan Boulevard, Chicago, Illinois. 2-3t 


The CLIPPER 


There are three things that de- 
stroy your lawns— Dandelions, 










not, drop us a line and we will 

send circulars and prices. 

CLIPPER LAWN MOWER CO. 
Box 10, Dixon, Ill. 








O. W. Kothe, Prop. 





“Learn Up-to-Date Pattern Drafting” 
Assure Yourself Steady Work 


Learn it systematically; get our METHODS; we cover every 
branch of work completely. Your work. 


WE ARE AUTHORIZED TO STATE AND ADVERTISE. 
THESE HOME STUDY COURSES ARE APPROVED BY 
THE NATIONAL S. M. CONTRACTORS ASSOCIATION. 


We Instruct Individuals, and Local Classes by Home Study. 
Full particulars sent you free. Come, write for yours, NOW. 


THE NATIONAL SCHOOL 


3553 Olive Set., St. Louis, U. s. A. 
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Capacity 50,000 Tons Per Annum 


THE MASSILLON 
ROLLING MILL COMPANY 


MASSILLON, OHIO 





Invite attention of Stove and Range Manufacturers 
to some of their specialties 


Columbia Polished Blue Sheets 


for high grade Steel Ranges and Oak Stove Bodies 


Massillon Polished Light Blue Sheets 
Massillon Polished Dark Velvet Blue Sheets 


for medium grade Steel Ranges, Oak Stove Bodies, Portable Ovens, 
Stove Pipe, Elbows, etc. 


Ohio Polished Blue Sheets 


for popular priced Air-Tights, Stove Pipe, Elbows, Portable Ovens 





Massillon Blue Refined Sheets, Semi-Polished 


for popular priced Oak Stove Bodies and Stove Pipe 





Send specifications and we will submit 
samples and prices. Shipping facilities 
unsurpassed, guaranteeing promptness. 





THE MASSILLON ROLLING MILL CO. 


MASSILLON, OHIO 






























AMERICAN ARTISAN AND HARDWARE RECORD 63 








SELF CENTERING 











Patent Pending 


See That 
Nailing Point? 


Nails can’t slip or be driven in the wrong place. 
Saves time, nails and temper, helps to make a neater 
job. This is one of the exclusive features of 


Patent 


jo de is of great importance to you. The long, close- 
—e bead, that makes a perfect fitting joint with- 
out the necessity of calking is another. 
Send a card for a copy of our handsome 148-page catalogue. 


The Berger Mfg. Co. 


Canton, Ohio 
For the best service address nearest branch. 


New York lags = Boston St. Louis 
Chicago innea polis San Francisco 
We also manufacture HE and Multiplex Reinforcing Plates, 
Metal Roofing, Eaves arenes and Conductor Pipe and Sheet 
Metal Buil jucts of all kinds. 
Export Department—11th Ave. and 22nd St., New York, N. Y. 














PERFORATED METALS 


OF EVERY DESCRIPTION 


MANUFACTURERS OF 


Perforated Steel Plates and Sheets 
(Black and Galvanized) 
Perforated Sheet Copper, Brass, Bronze, 
Aluminum, Lead, Zinc, Monel Metal 
and Other Alloys. 


Screen Plates and Sheets, 
for Ores, Coal, Stone, Cement, and all kinds of 


Grain Cleaning and Sorting Apparatus 
for Centrifugal Linings, Filter Press Plates, Drying Floors, 
False Bottom Strainers, Extractor Baskets, Revolving 
Screens, Shaking ns, Chute Screens. 

















Grilles and Ornamental Screens, 
for Radiators, Ventilators, Air Vents, Heat Vents, in Private 
and Public ‘Buildings, made to suit local requirements. 


Perforated Tin and Brass of Standard Sizes 
carried in stock. 


ANYTHING IN PERFORATED METAL 


- ere & KING a @ 


NORE UNION ST.- CHI cacc AY 


ORK 








Ew Y 

















Better and Neater Work 


can be produced by using 
PARKER SHEET METAL 
SCREWS for all kinds of sheet 
metal work. They are made 
of steel and threaded all the 
way up to the head. Two pieces 
of metal can be drawn flush with the 
heads of PARKER SHEET METAL 
SCREWS without stripping their threads. 


Time and Labor Reduced 75% 


PARKER SHEET METAL SCREWS 
cut into the metal keenly and quickly. 
Our process of hardening after manufac- 
ture prevents the threads from being 
injured. 

For samples and prices, write 

us or our nearest distributer. 


PARKER SUPPLY COMPANY 


611 West 45th Street, New York, N. Y. 


Distributers: 


San Ibrook, Merrill & Minneapolis—Roberts-Hamilton Co. 









Philadel siphia—W. “Potts, Son & 


Co. Milwaukee—Wm. Hammann 
Co. Boston—Arthur C. Harvey Co. 











We Manufacture 


OLD STYLE 
GENUINE CHARCOAL IRON 


and 


BASIC OPEN HEARTH 


ROOFING PLATES 


Polished Sheets 
Standard and Special Sizes 


Write for information and prices 





CARNAHAN TIN PLATE 
& SHEET COMPANY 


Canton, Ohio 


Philadelphia Chicago Detroit San Francisco 
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INLAND 


BASIC OPEN HEARTH ROOFING 





& SIDING 


are ready sellers, giving you a 
quick turn-over at a good profit 


And you can also add to your profits by making a 
canvass of contractors and owners for direct ship- 


ment from our mill. 


It won’t be much of a task to get up an order fora 
mixed carlot, and the freight saving alone will net 


you a handsome profit. 


Send for our lists 


INLAND STEEL COMPANY 


First National Bank Bid¢., Chicago 


Works Indiana Harbor, Ind. and 


icago Heights, Ill. 


Branch Offices~ ST.LOUIS -ST.PAUL- MILWAUKEE- DENVER-DALLAS 








PLECKER’S CORRUGATED EXPANDING CONDUCTORS 


HAVE NO CROSS Will not burst 
SEAMS 

Vanier TRON IN np 

410 FT. LENGTHS full of ice 


THE CLARK-SMITH HARDWARE Co. - 


PEORIA, ILLINOIS 

















Light in Weight—Low in Cost 
Mullins Sheet Metal Statuary 


is just as enduring as cast or sculptured work, and often more 
artistic. It is much lower in cost, while its light weight permits its 
use where castings would be impractical. We will guarantee to repro- 
duce faith‘ully any sculptor’s model or artist’s design. Our exclusive 
stock designs afford an almost endless variety to select from. 

We also .nanufacture Artistic Metal Tile Roofing, Skylights, Cornices, 
Finials, Store Fronts, Metal Ceilings and Walls, and Sheet Metal Work of every 
description. Special discounts to the Trade. 

MULLINS Fireproof Win- 
dows are approved by the 
National Board of Underwrit- 
ers, and lower fire 
insurance rates. 






Our shipments are prompt. 
We will gladly and promptly 
submit estimates on Archi- 
tects’ drawings. Write 

for catalog. 


THE W. H. MULLINS COMPANY 


209 Franklin Street, Salem, Ohio, U.S. A. 





The “CENTENNIAL” | 
Rain-Water Cut-Off 


The strongest, most durable & J 
and cheapest CUT-OFF on the 98. # 


market. 








The only single cut-off made 
to fit Corrugated and plain 
pipe and which can be used 
without extra pipe 
or elbows. 
For sale by 
all leading jobbers. 
Stemegumares 
only by 


THE SULLIVAN 
GEIGER CO. 
501-509 MadisonAve. 











Metal me - and Siding. 
t , 
ae heets, painted 


Metal Window Frames and 
Sash, glazed with wired glass. 

Skylights. 

Skylight Gearing. 


Price list and estimates fur- 
nished upon request. 


The Sykes Company 
930 West 19th Place 
CHICAGO, ILL. 

















AMERICAN ARTISAN 


ADS BRING RESULTS 











AMERICAN ARTISAN AND HARDWARE RECORD 





65 





FRIEDLEY-VOSHARDT CO. 


MANUFACTURERS OF 


Architectural Sheet Metal 


Ornaments, Statuary, etc. 








All Kinds of Stamped and Spun Work 
Art Metal Ceilings and Side Walls 
One Trial Will Convince 
Send for Architectural Sheet Metal Catalog No. 31 
Factay, 161-771 Mater Suet" ~CHICAGO, ILL. 
Cc. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA, 
MANUFACTURERS 
Sheet Copper, Bottoms, Roll Copper, Tinned end Polished 
Copper, Nails, Spikes, Rivets, Conductor Pipe, Eaves 
Trough, Elbows, Shoes, Mitres, Etc. 


Brauch Warehouses in New York, Chicago, St. Louis and San Francisce 


LOOK AT A NO. 1 FIRE POT 


Examine it closely. Every detail will 
bear the closest inspection. If you are 
a judge of workmanship you will see 








ics whe know their business and if you 
want to satisfy yourself as to the merit 
of a No. 1 Fire Pot ask the mechanics 
who are using them. Listen to their 
reply: “The No. 1 is all right and has no 
equal.” 
price. 





Send for catalog—it’s free. 
No. I Fire Pot. 


CLAYTON & LAMBERT MFG. CO., Detroit, Mich., U.S A. 








THE TINNER’S FRIEND 
—— MEAL” Soldering Furnace 


Quick, Powerful 
and Durable 

Heavy Brass Tank 
with Brass Pressure 
Pump. Will Heat any 
size Soldering Iron. 
Suitable for bench or 
outside work. Special 
price made to tinners. 
Division of American Stove Co. 


RINGEN STOVE C0., Bian ot ST. LOUIS, MO. 














that it must have been made by mechan- | 


Jobbets will supply at factory | 


NEW AMERICAN 


Gasoline Torch and 
Soldering Furnace, No. 43 


You can sell 
them because &: 
Featherly flame gives 
100% more heating 
power. Filled from 
top instead of bottom. 
The pump rod does 
not force back. The 
needle valve is self- 
cleaning and regula- 
ting. The bottom of the 
NEW AMERICAN 
Gasoline Torch and 
Soldering Purnace, Two Sizes, Pint and Quart 
| No. 43 is concave and Price, Pint $3.50 Quart, $4.00 
the handle is of special construction. It can be used 
with the best results in any position. 

You can sell many NEW AMERICAN Gasoline Torch and 


Soldering Furnaces to your trade. They are unequalled in 
Write for discounts, F. O. B. 





No. 43 





quality and the prices are right. 
New York. 


OPTIMUS MFG, CO., Stockholm, Sweden 


HENRY W. PEABODY & CO. 


Distributers for U. S. A. and Canada 
IMPORT DEPARTMENT 17 State St., NEW YORK CITY 


RESULTS ARE WHAT COUNT 


and you can obtain them by using a DOUBLE BLAST GASO- 
LINE Fire Pot for indoor and outdoor work. 








B WHY? 
} They always burn with a steady 
| E blue flame. __ . 
| A tinner can heat his irons as fast 
G as he can cool them. 
They can be generated outdoors 
A on a windy day. 
| They are noiseless. 
} U They are the only Fire Pot with an 
| a independent generating valve. 
: x There are no springs on the pump 
= to get out of order 
2 E No heat is wasted with a DOUBLE 
BLAST Fire Pot. 
Try one. The Fire fPot wil a demon- 
strate that it will do all Jwe claim for it. 





handli 


Leading jobbers are 
i and prices. 


Write us for circulars 


Double Blast Mfg. Co. 


2004 State Street 
North Chicago, Illinois 





No. 
| Tinner’s and Plumber's Fire Pot. 


35—Double Blast Gasoline 








XXth Century Sheet Metal Worker, 60c 
For Sale by AMERICAN ARTISAN 























ROOFING TINE = 













always specify. 











Made from high grade COPPER BEARING OPEN HEARTH STEEL—the pare you should Pa ‘es “¢ } 
Carefully manufactured—fireproof, durable. We also manufacture APOLLO Best Besje)” 
‘4 Bloom Galvanized Sheets, Black Sheets, Formed Roofing Products, Etc. Write for full information. sie 


W724 AMERICAN SHEET AND TIN PLATE COMPANY, Frick Bldg., Pittsburgh, Pa. 
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CHIMNEY CAPS 
That Give Service 


STANDARD CHIMNEY 
CAPS are practically in- 
distructible, being con- 
structed of cast iron. 
No bolts are required 
to hold them in place, 
as they are laid in 
cement. Satisfac- 
tion goes with 
every one. 




















Write for prices and = 
particulars. = 


STANDARD VENTILATOR COMPANY 


LEWISBURG, PENNSYLVANIA 


—_—_—_— ae —_— 





are high in 

price just 

because they 

are the high- 

est class brakes made. Oh, no. IE hn 3 

cost. You will be surprised how low. 8-foot for 16-gauge and lighter. 
MADE IN ALL SIZES. 


DREIS & KRUMP MFG. C0., 2915 S. Halsted Street, . CHICAGO 






























The ¢ “G LOBE®™ Ventilator 


te Coreen. GALVANIZED 
RON and with Glass Tops 
: Skylight purposes. 


Absolutely Storm Proof 


For Perfectly yenthetins 
Sepoots, Chu 
aed 


— 
ls, Factory of Every Chare 
oie. 


SMOKY CHIMNEYS 








CURED 
“Globe Ventilated Ridging” 
Patented end Send for Pamphlet 
Trade-Mark Manufactured by 


Reg. U.S. Pet.Off. 


GLOBE VENTILATOR CoO., Troy, N. Y. 








TOOLS FOR SHEET METALS 


Combined Punch INCLUDING 

and Shears. 
Tinners’ and Roofers’ Tools, 
Shears, Punches, Presses 
and Dies, Can-Making 
Machinery. 


MADE BY 
NIAGARA MACHINE AND 


TOOL WORKS 
BUFFALO, N. Y. 

















Skylight Gearing and 
Chain Lifts 


‘TINSMITHS’ and PLUMBERS’ TOOLS 
CORNICE MAKERS’ TOOLS 
COPPERSMITHS’ TOOLS 
PIPE THREADING MACHINES 






Second Hand Tools Bought, Sold and 
Exchanged 


H. WEISS & CO. 


A co Shear and Bender 20 Cliff Street NEW YORK 
Combined for }{” iron 

















“RAPID” SLITTING SHEARS 


FOR ALL SHEET METAL WORKERS 


are now made in twelve sizes. 15 to 50 inches in throat, 
also gang shears with any number of cutters. Straight 
cutting, irregular shapes, circles and interior circles. 
Send for prices and printed matter. 


OTIS L. FULLER 
Dept. A Goshen, Ind. 

















This TREADLE GAP SHEAR is made 
in all standard sizes for No. 14 and lighter 
gauge sheets. With it, sheets can be 
squared, trimmed or slit. 

We make a complete line of shears, 
punches, and bending rolls, all sizes, for 

‘ hand or belt drive. Write for Catalog “F”. 
—N BERTSCH & COMPANY, Cambridge City, lad. 








Up-to-Date Tinners 


cannot get along without 


THE 
XXth CENTURY 
SHEET METAL 
WORKER 


q! It is the most practical work of 
its kind ever published—a book 
that the apprentice will find indis- 
pensable and that the journeyman 
will find of very great value. 


“THE XXth CENTURY SHEET METAL WORKER’”’ 
with flexible cover sent prepaid for 60¢ 


For sale by all booksellers or by 
DANIEL STERN, Publisher 


AMERICAN ARTISAN AND 
HARDWARE RECORD 


910 South Michigan Boulevard 
Chicago, Illinois 
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CHAS. WEILAND, "=. 


Established 1882 
Salesrooms, Offices and Warehouses 


147-149 Chambers St. ~ NEW YORK, U.S. A. “ 


Address All Mail to Main Office, 149 Chambers Street 
Factories: 378-380 W. Broadway and 375-377 W. Broadway, New York City 
WHOLESALE EXCLUSIVELY 


Manufacturers, Importers and Factory Representatives 


NOTE 


129-131 Reade Street 


We issue*two net price 


| 
| 








Catalogues—one for 
Automobile Accessories 
only and one for Me- 
chanics’ Tools, Cutlery 
and House Furnishing 
Goods. 





A New Special Cata- 
logue will be sent on 
application. 
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5 


bit] et ro 


58> A280 
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WH OLESALE EXCLUSI VELY 


Special prices 
on Seasonable 
Goods, 
Hatchets, Shov- 
els, Cutlery, etc. 
Automobile Ac- 
cessories. 


Axes, 


Hardware, Cutlery and Automobile Accessories 





LOWEST PRICES IN AMERICA. WE HAVE NO CONNECTION WITH ANY OTHER CATALOGUE HOUSE. 








No puzzling List or Discount—all goods quoted throughout our Catalogue at net prices 




















In 


1914 


and every year since 
Speed and Accuracy 
Contests began the 


UNDERWOOD 


Has held first place. 


“The Machine You 
Will Eventually Buy’’ 


Underwood Building, New York 











Miller” § 0. D. Disinfectant 





JOLIET MANUFACTURING CO. 


The O. D. Disenfectant Co., Joliet, 

Illinois. 

Gentlemen: I have been using 
your disinfectant for the past four 
or five months in the Shreffler Villa 
and also the Lincoln Apartments and 
have found same to be very bene- 
ficial. I wish to make speeial men- 
tion of the satisfaction it has given 


Odorless in the Shreffler Villa, this building 
An Deodorizer being about eight years old and we 
Odorless Disenfectant = were troubled more or less with sewer 

. and Germicide gas, and upon using your disinfect- 


ant the odor is immediately removed 


and I can cheerfully recommend your goods to anybody wishing a first 


class disinfectant. 


We also refer to 


Illinois State Penitentiary, Jo- 


liet, Ill. 


Joliet | amd High School, Jo- 


liet, Ill. 


ba County Court House, Joliet, 


Police Department, Joliet, Ill. 


Inward Refrigerating Co., Chi- 


cago. 


Iowa-Illinois Circuit of Theaters. 
Wm. J. Moxley (Butterine), Chi- 


cago. 
St. Joseph’s Hospital, Joliet, Ill. 


City School Board of Pontiac, III. 
High School Board of Pontiac, III. 


Elgin State Hospital, Elgin, Il. 


A. M. Legg Shoe Co., Pontiac, Ill. 


Allen Candy Co., Pontiac, Il. 
Baird & Potter, Carroll, Iowa. 


Yours very truly, 


F. W. MOHLER. 
the following users: 


hae Public School, Lemont, 


H. R. Bartlett, Salt Lake, Utah. 

The Hub Clothing Store, Chicago. 

Harry Childs, Boone, Iowa. 

Bart Baumgart, Marseilles, III. 

Dunning State Hospital, Dun- 
ning, 

George Hollenbach, Dwight, IIl. 

W. F. Meidroth, Peoria, Il. 

Delmonico Hotel, Danville, III. 

bi oo Hotel, Chicago Heights, 


Hotel Gary, Gary, Ind. 

Pontiac Chautauqua, Pontiac, Ill. 

Flint Dairy and Ice Cream Fac- 
tory, Joliet, Ill. 

And hundreds of others who are 
using O. D. 


AGENTS WANTED EVERYWHERE. 


GARDNER & COMPANY 


50 Adam Arcade, Joliet, Il. 
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THE SEGAL 
BURGLAR PROOF LOCK 


is absolutely jimmy-proof 


It cannot be opened without the key. The more 
it is forced, the tighter it gets. This is caused by the 
bolt being vertical. No instrument can reach it. 








We have a proposition for dealers. 
We do the advertising — you get the business. 
Write for full particulars at once. 


BURGLAR PROOF LOCK CO. 
13 Park Row, New York, N. Y. 





SAFETY 
CHAIN 





FOR THE 


FURNACE MAN 


HARDWARE DEALER 


Aluminum, Brass, Bronze, 
Steel—in coils or cut and 
boxed with rings and 
pulleys. 


Send for Samples. 
THE BRIDGEPORT CHAIN CO. 


BRIDGEPORT, CONNECTICUT 








HORSE-SHOE BRAND 


CLOTHES WRINGERS 


WARRANTED as to quality. 
WARRANTED to give satisfaction. 
WARRANTED as to price. 


Enclosed 


Cog 
Wheels 





Plain Bearings Steel Ball Bearings Size of Rolls 
No. 340E No. 360E 10x12? inches 
No. 341E No. 361E 11x12 inches 


WE MAKE THE LARGEST VARIETY OF 
CLOTHES WRINGERS IN THE WORLD 


Send for our new Price List 
THE 


AMERICAN WRINGER CO. 


New York City, U. S. A. 














For more than forty years the name Cor- 
bin stamped on a product has stood for 


Accuracy Quality Service 


Whether applied to Speedometers or Coaster 
Brakes or such common commodities as Stove 
Bolts, Stove Rods, Hinge Pins, Jack, Safety and 
Furnace Chain, the highest standards of work- 
manship and material are maintained. 


We will be glad indeed to make 
quotations on your current wants 
or on yearly requirements. 


The size and facilities of our plants enable us 
to carry out orders for 


Automatic Screw Machine Work 
with the utmost accuracy and expedition. 
Estimates cheerfully furnished 


on receipt of blue prints and 
specifications. 


THE CORBIN SCREW CORPORATION 
The A Mn DETAR OGei. Successors 
BRANCHES: New York Chicago Philadelphia 















































AMERICAN ARTISAN AND HARDWARE RECORD 69 





American Steel & WireCo.’s 


AMERICAN 
WIRE NAILS 
and TACKS 


Common and Miscellaneous, Box, 
Casing, Flooring, Fence, Tobacco, 
Boat, Roofing, Slating, Shingle, Fin- 
ishing, Clinch, Hinge, Barrel, Car, 
Fine, Lining, Clout, Broom, Basket, 
Berrybox, Wagon, Dowel, Tie-mark- 
ing Nails, Escutcheon Pins, Staples, 
Large Head Barbed Roofing Nails, 
American Felt Roofing Nails, R. R. 
and Boat Spikes, Carpet, Upholsterer, 
Bill-poster or Railroad style Tacks. 


Catalog illustrating all kinds of Wire Nails 
and Tacks furnished upon application. 


Chicago, New York, Worcester, Cleveland, Pittsburgh, Denver, 
Export Representative, U. S. Steel Products Co., New York. 
Pacific Coast Representative, U. S. Steel Products Co., San Francisco, 

Los Angeles, Portland, Seattle. (3) 


BEST RESULTS 


are obtained by Merchants 
handling 


PEERLESS ASH SIFTERS 


Made of High Grade Galvanized Iron 


Large Line of Hardware Specialties 
that are all Fast Sellers. 


WE ALSO MANUFACTURE 
Peerless Ash Cans, Galvanized Ash 
and Garbage Cans, Torrid Line of 
Gasoline Heating Appliances, Ham- 
mer Forged Tinners’ and Plumbers’ 
Hand Tools. 


Write for Catalog NOW! 


GEO. W. DIENER MFG. CO. 


400 to 416 Monticello Ave., CHICAGO 


















sa 





When Mistah Johnsing jines Miss Liz 


He got to do some walkin’, 








She shows him all de steps dey is, 
An’ ain’ no time fo’ balkin’, 
Jess so in trade—to take de cake 
Yo’ got to step su’prisin’, 
Wake up, an’ keep yo’self awake! 
WHY ain’t yo’ ADVERTISIN’? 








“CHALLENGE” and 
L4"4 “CHALLENGE JUNIOR” 
“RIVAL” and 


“RIVAL JUNIOR’ 


MEASURING TAPES 


HAVE JUST BEEN MARKEDLY 
IMPROVED AND YET SELL AT 
THE OLD PRICE. 


All of these tapes now have a 
positive-action push button 
opener for the windin 
handle. ‘‘CHALLENGE” an 
“CHALLENGE JUNIOR” 
leather cases are now steel 
lined throughout. 


Our Tapes have an unequaled 
reputation for accuracy, hence 
more of them arein use than all 
other makes. 


LJ 
There Always Will Be More Sell- 
ing Arguments in The Name 


'UFAIN Than You Need To 
Sell /UFATN Tapes. 


THE [UFKIN fpuLe C2. 


SAGINAW, MICHIGAN 
New York London,Eng. Windsor, Can. 
























“Red Bevil” 
GLASS CUTTERS 


— FS Comprise a com- 
+67 mT a plete line with a 
ri Bevil style for every pur- 
LEADERSHIP pose and at prices 


Notwithstanding count- f: to meet all require- 
less imitations from time E/}: ments. 

to time, and every imag- 
inable kind of induce- 
ments, the superiority of 


Our booklet show- 


} the genuine hand honed 
“RED DEVIL”? steel ing the different 


wheel is evidenced by the 
4 fact there are today 
more ‘‘ RED DEVILS’’ 
¥ used thanall others com- 


styles will be of in- 
terest to you. Send 
for it. 











SMITH & 
HEMENWAY CO. 











151 Chambers St. 
New York, N. Y. 


Send for new net illustrated Trade 
Price List. 




















a 
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SCHROETER’S No. 100 


P Will G Perfectly, 
pee [aN Easily pee worn 
Horseradish, Cocoa 
nuts, Potatoes, Cheese, Bread, 
Crackers, Turnips and Vege- 
tablesof all kinds. 
This Grater is being sold to Hotels, 
Meat Markets, Lunch Stands, Res- 


taurants, Bakeries, Confectioneries 
and Private Families. 


It sells at a REASONABLE PRICE 
within reach of all. 













We manufacture 
6 larger sizes. 


If interested, write for prices 
and catalogue. 


ELECTROTYPES furnished 
for your Holiday Circular. 


SCHROETER BROS. HDW. CO. 


Manufacturers and Distributors 
717 and 719 .Washington Ave. ST. LOUIS, MO 
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AVE you ever gathered together in one place in your store everything 
you have for sale that is used in an average Home LaundryP “If you 
have not, get them together for a : 


JANUARY SALE 


You will be surprised to see how many items you have, and 
how many more of these goods you will sell by having a 
Laundry department. These goods all bring a good profit. 


ANCHOR BRAND CLOTHES WRINGERS 
LOVELL MANUFACTURING CO., __ Erie, Pennsylvania 


—_— 











You Can Make 
a “YANKEE” TOOL CUSTOMER 
of every man who enters your place 
‘“*YANKEE” Tools are now used by all classes of mechanics, and appeal 


to men of every profession and calling; in fact, anyone who ever has ~ 
occasion to use tools of any kind. ~* wed, 











A little demonstration will at once interest any man in your store and 
make a possible customer, the kind that goes away pleased to return for 








—Te ONE HUNDRED STYLES AND SIZES 
Sour jobber can supply you 
NORTH BROS. MFG. CO., Philadelphia, Pa. 








The Best Made (| alain 
Are Genuine 


HUNTER’S THE FILE YOU WILL EVENTUALLY USE 
SIFTERS DELTA FILE WORKS 


& A Philadelphia, Pa. 





Sectional View 
Showing Construction 





The body is made of one piece of extra heavy tin plate and the 
handle is fastened with our unbreakable joint. HUNTER’S 
SIFTERS are made to give hard service. They will outlast 
any sifters of their kind. 


You can get them from your job- THE HIGHEST GRADE FILE MADE 
ber. Send in your order today. 


THE FRED J. MEYERS MFG. CO. 


Beckett Street Hamilton, Ohio 


Chicago Office New York Office 
DELTA 62 E. Lake St. 260 West St. 

















FOR THE SHEET METAL WORKER 
A new and valuable book 


The XXth CENTURY SHEET METAL WORKER 


the most practical work of its kind ever published—a book that the apprentice will 
find indispensable and that the journeyman will find of very great value. 


The ‘*XX Century Sheet Metal Worker”’ is furnished in two 
bindings. $1.00 cloth bound and 60c. fcr the flexible cover. 


For sale by all bookseliers or by 


AMERICAN ARTISAN AND HARDWARE RECORD 
910 Michigan Boulevard, Chicago, III. 
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LOOK THROUGH 


this lathe spindle. It’s 
hollow. You can turn up 
rods, rings, blocks, spin up 
metal, drill, burnish, 
ream, grind, polish or trim 
with 


LEIMAN BROTHERS 
SPEED LATHE 


A substantial 3 foot lathe, 
8 inch swing, 20 inch 
centers. Accurate and 
reliable. Every mechanic, 
tool room or work shop 
should have one. 

Shipped from stock $27.00 
net F.O. B. Newark, N. J. 


LEIMAN BROTHERS, 62 A R John Street, New York, N.Y. 


"MECCO 


Metal Products 


[_— 











* Le ————_—_ SKYLIGHTS 
SHINGLE WINDOWS 


Write for Prices and Catalogues 


MOESCHLEDWARDS CORRUGATING C0. 


COVINGTON, KY. 











BERGER BROS. C0., strc: 237 tren street 


HOOKS 


FOR CONDUCTOR PIPE 
ALL SIZES 


FOR BRICK OR 
woopD 


Made of the best malleable iron 
and first-class in every way. 


Send for catalogue. 


Warerooms and Factory: 100-114 Bread St., PHILADELPHIA, PA. 














Bros. Mfg. Co. 


Sheet Metal 
Ornaments 
and Statuary 


Detail Work a Specialty—Ask for Catalog 
1227 S. Vanderventer Ave., ST. LOUIS, MQ. 








WHEELING CORRUGATING COMPANY 








IRON AND STEEL SHEETS 


Black or Galvanized 


Clean—Soft—True to Gauge 
Carefully Inspected 


OUR CRESCENT BRAND SHEETS ARE ALSO MADE UP INTO 


Roll Roofings 


Formed Roofings 
Conductor Pipe 


Gutters, Valleys, Ridge Roll and Special Ridge Finish and other articles 
necessary to complete a full line of 


Sheet Metals and Sheet Metal Products 


LARGE STOCKS AT ALL STORES 


Plain or Corrugated 


Metal Lath 
Eaves Trough 








WHEELING CORRUGATING COMPANY. Waeeuine W.VA. 


BRANCH OFFICES AND STORES: 
CHICAGO 
KANSAS CITY 


NEW YORK 
ST. LOUIS 


PHILADELPHIA 
CHATTANOOGA 















AMERICAN ARTISAN AND HARDWARE RECORD 









and consider the value of 


PROMPT SERVICE 


ANY sales are lost yearly on account of poor service. The 
retailer promises an article to a customer ata certain time. { 
He in turn is promised the merchandise by the wholesaler. A 
great many times the order is not delivered at the appointed 
time and the saleis lost. Upon complaint to the wholesaler, the 
dealer is told that the delay was unavoidable and that it will 
not happen again. That is all the satisfaction he gets. 


BULLARD & GORMLEY 
SERVICE. 


Is different. When we make promises, they are always kept. 

Our system, which took us many years to perfect, enables us 

to deliver the best quality of goods at a given destination in 

the quickest time. All orders received by us are filled the 
same day, regardless of size. And only the highest quality 

products are kept in our stock. 














Send for our complete catalog and make out an 
order to give us a trial. You won’t be dis- 


appointed. Our service is all we claim it to be. Ce a 
BULLARD & GORMLEY COMPANY 


Wholesale Hardware, Sporting Goods, 
Fishing Tackle, General and Builders’ 
Hardware, Mechanics’ Tools and Cutlery 















173-175 North State Street 8-10 Couch Place 7-9 East Lake Street 
CHICAGO, ILLINOIS 





